is. His 


’ super- 
looring 
rviving 
rs, and 


IMONS, 
broker 
usband 


sapeake 
ailroads 
mmerce 
$91,759 
. With 
yn held 
rm “on 
r trans- 
1 points 
ine and 


ted 


Public 
Federal 
mmerce 
cy rate 
pments. 
> Com- 
ver the 
creases 
sses of 


yin 


266,876 
percent 
Amer- 
ecrease 
ber in 
h time 


yn Jan. 
pase of 
n need 
it cars 
or 2.6 
1 with 


tes 


tlantic 
ailroad 
Public 
L cents 
nts of 
. Pre- 
etween 
its - be- 


ht 


of the 
s that 
weeks 
as fol- 
crease 
ie two 
grain, 
10,665 
192,871 
e total 
_ show 
int for 





| 

















| PUBLISHED EVERY OTHER WEEK 
WHOLE NUMBER 3068 











CHICAGO, FEBRUARY 29, 1936 























SO THEY SAY = = = 


Some bull’s-eye shots by speakers at various 
recent dealers’ conventions, reported in this 


issue. 


Read the full reports for ideas that 


point the way to better merchandising 


What does the future hold for our industry, and 
what are we going to do about it? Conditions are 
changing rapidly; a new order is here. First of all, 
we must serve as desired. It is essential that we lo- 
cate our businesses at strategic points, build econom- 
ical units, purchase the products we expect to dis- 
tribute, make ourselves known, and then serve. We 
can not dodge the fact that rebuilding America is a 
selling job.—CARL BLACKSTOCK, Seattle, Wash. 


We justify our position as retailers by the service 
we render, and it seems to me that one of the great- 
est services we can perform at this time is to study 
and acquaint our customers with the many new and 
desirable factors available in the making of houses. 
Never in our history has the field been as large as 
that now presented by insulation, air-conditioning, 
new millwork features, new types of flooring, new 
discoveries in lighting, plumbing and heating, and 
other advances in home construction and equipment. 
—GLEN NEWTON, Nevada, Iowa. 


We have all made the mistake of feeling that our 
real competitor was the competing lumber yard. This 
is mainly not true. Your greatest competitors are 
those industries which through better merchandising 
have succeeded in getting that part of the consumer's 
dollar which you should have had.—RALPH J. HINES, 


Chicago. 


Streamline your selling; good store layout makes 
it easy for customers to circulate. Good lighting 
makes it easy for them to see merchandise on dis- 
play. The experience of other types of retail business 
proves that open displays, properly set up, multiply 
sales.—G. W. SULLEY, Dayton, Ohio. 


I favor Main Street—in your town and mine. Your 
yard is on Main Street—so is the local carpenter and 
the local savings and loan association. Let's give the 
local home owner a good house at a reasonable price, 
and don't let's jump that price when the demand gets 
fairly strong. Let's go in for volume, cut out unneces- 
sary competition and overhead, increase our effi- 
ciency, stabilize prices, and make taxpayers out of 
most of the renters in town. We will build hetter 
towns that way, and stabilize business as we do it.— 
BENJAMIN H. HAZEN, Portland, Ore. 


Letters sent to new people coming into the com- 
munity are good for future business, especially if you 
handle fuel, as such transactions get you acquainted 
with the newcomers, so that later when they are in 
the market for home building or repair materials they 
will come to you for them.—RAY W. BEIL, Spokane, 
Wash. 


Don't let any green lumber come into your yard: 
it is the worst enemy you have to combat.—W. D. 
PARLOUR, New Orleans, La. 
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patented processes. Gum-Dipping— soaking and coating every 
strand of every cord with pure liquid rubber — gives these 
tires greater strength and greater flexibility to withstand the 
stresses and strains of hard going under a heavy load. 


Firestone — is locked to the body of the tire by two extra 
layers of Gum-Dipped High Stretch cords. No chains are 
needed — this Ground Grip tread holds. 


See your Firestone Auto Supply and Service Store or Firestone 
Tire Dealer at once. 


Street, Chicago, Ill. 
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—_— Ground Grip Tires will pull your trucks 


through the toughest logging roads you have to travel. Snow, 
mud, sand, or loose earth, won’t halt operations! This tire 
makes its own road. 


Ground Grip super-traction is the result of Firestone 


The deeper, wider, self-cleaning tread — patented by 


These massive Ground Grip Tires cut operating costs. 


Listen to the Voice of Firestone featuring Richard 
Crooks or Nelson Eddy—with Margaret Speaks, Monday 
evenings over Nationwide N. B. C.—WEAF Network 
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Realistic Study of Causes Is Reducing 
the Toll of Accidents 


HE EXTENT of efforts to make the 

American worker safety-conscious 

is brought out in a nation-wide in- 
vestigation of industrial relations policies 
made by the National Industrial Confer- 
ence Board. The survey covered 2,452 
business establishments in manufacturing, 
mining, transportation and communica- 
tion, wholesale and retail trade, finance 
and public utilities. Employment repre- 
sented by these companies totals over 414 
million. A total of 1,429 companies re- 
ported organized safety programs. These 
companies employ 3,742 workers or 83 
percent of the total number covered in 
the survey. 

Safety committees are functioning in 
1,200 of these companies. These commit- 
tees, consisting of management represent- 
atives, foremen, and key employees, have 
as their special responsibility the elimina- 
tion of accident hazards in the plant, 
proper safeguarding of machinery, and 
education in safety methods. 

A quarter of a century ago, accidents 
were fairly common in lumber yards and 
planing mills. Men fell when high piles 
rolled from uneven or broken bearings. 
They fell from unguarded second-deck 
walks. They got infected from splinters 
and from minor wounds that were not 
promptly treated. They lost fingers or 
hands in unguarded power machines, 
Every employer deplored these things but 
usually did not think of practical ways for 
preventing them. Then various States 
passed workmen’s compensation laws; 
and employers, with the help of insurance 
companies, began studying the causes of 
these happenings and taking the fairly 
simple precautions that suggested them- 
selves when the causes were tabulated. At 
present, accidents around lumber yards 
are comparatively infrequent; and first- 
aid treatment keeps many of them from 
having serious results. 

Homes and farms at the present time 
are among the most dangerous of places, 
as measured by the relative number of 
casualties. One reason is that compensa- 
tion laws generally do not apply in these 
places, and no organization has made a 
determined effort to discover and correct 
these causes. 

There is every reason to believe that 
the same direct and realistic studies and 
methods can make homes and farms safer 
places. Lumbermen can do much to help; 
and they have a direct interest in offering 
this help. It is known that falls are fre- 
quently the causes of fatal accidents. A 
stair is a dangerous place. Broken steps, 


absence of railings, dark landings and the 
bad habits of using cellar or attic steps for 
the storage of mops, pails, unused cloth- 
ing, sweepers and the like are veritable 
death traps. Falls are especially danger- 
ous among the aged. There is practically 
no house which does not have unused 
space for building closets or shelves for 
the orderly storage of household gear. 
There is no excuse for a broken step. 
White paint, additional windows or extra 
light sockets will light up the corners and 
landings where falls are likely to occur. 
Adequate medicine cabinets will keep dis- 
infectants and poisons away from childish 
hands. A tool panel or cabinet will keep 
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edged tools in better condition and will 
prevent those painful cuts caused by 
stumbling into chisels and hatchets. 

Of course, these things frequently are 
leads which result in still more extensive 
remodelings and improvements. But the 
industry, because of its special knowledge, 
owes a humanitarian duty to the public 
quite aside from its own profit. And for 
that matter the profit, both direct and in- 
direct, is there. It has been estimated that 
aside from the great item of human suffer- 
ing, which cannot be measured, the annual 
toll in money of accidents “in the United 
States approaches the huge recent appro- 
priations of the Federal government for 
relief and recovery. This accident-loss is 
pure wastage ; and who can underestimate 
the effect if these billions in accident 
waste were turned into useful channels of 
trade? 


Architects Back Movement for Raising 
Small-House Standards 


PONSORED by a coalition of archi- 
tects, builders, governmental agen- 
cies, banking and other groups, a 
movement to achieve a higher national 
housing level has been launched, accord- 
ing to an announcement by Stephen F. 
Voorhees, president of the American 
Institute of Architects, from the head- 
quarters of the organization in New York. 

A major objective is to bring archi- 
tectural service, hitherto largely confined 
to costlier structures, into the small house 
field. Another aim, with the aid of the 
Federal Home Loan Bank System, build- 
ing and loan associations, and other lend- 
ing agencies, is to raise building and 
mortgage standards. 

Three million new and four million 
modernized homes are said to be needed 
and it is plagned to enlist the entire archi- 
tectural profession in directing their con- 
struction and design. 

“Many powerful forces of the country 
are moving toward vastly increasing the 
number of small houses to be built in the 
near future,” the announcement declares. 
“Architects, faced with the charge that 
they are neglecting a sphere in which 
great social and economic developments 
are impending, have, with the sanction of 
the Board of Directors of the Institute, 
assumed the responsibility of correlating 
the diverse interests involved to a com- 
mon end.” 

Heading the activities is a housing com- 
mittee of the Institute, of which Richmond 
H. Shreve, of New York, has been named 
chairman. Housing groups in each of the 


Institute’s sixty-eight chapters will carry 
on the work in every section of the United 
States in co-operation with the field rep- 
resentatives of the Federal Housing 
Administration. 

Lumbermen and all others interested in 
raising the standards of quality for small 
homes will welcome this move by the 
architects and associated groups. With 
prospects for construction of many homes 
of the less expensive type in the early 


future, this should be a healthful influ- 


ence, in the direction of good design, qual- 
ity materials and sound construction. 





C. B. Everett, general manager retail 
department Long-Bell Lumber Co., Kan- 
sas City, Mo.: I have just been looking 
over the front page of the AMERICAN 
LUMBERMAN ; undoubtedly spreading this 
message will create a desire on the part of 
the veterans for building or remodeling 
of homes. Just last week we held a meet- 
ing of some twenty of our key men, in 
which this very matter was discussed. I 
want to assure you that we appreciate the 
good work you are doing at all times in 
the interest of the retail lumbermen. 





Harry FAurincer, Fahringer’s Lum- 
ber Yard, Berwick, Pa.: The message on 
front page of your publication is very 
timely. We expect to use space in our 
daily papers, and also to personally con- 
tact some of the men who will receive 
bonus money, hoping thus to stimulate 
business in our line. 
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Dealers Adopt American Lumberman’s 
Advice to Go After Bonus Business 


Here Are Ideas and Suggestions Galore for Local Advertising 
and Direct-Mail Campaigns --“ The Early Bird Gets the Worm” 


Tells Service Man How to Eat 
His Cake and Have It, Too 


John H. Olson, manager Rockwell 
Brothers & Co., Hereford, Tex., sends in 
a very effective ad which he used in his 
local newspaper. It was, he says, “in 
part inspired by the material printed in 
last issue of the AMERICAN LUMBER- 
MAN.” The advertisement, reproduced 
in reduced size on this page, is addressed 
to the ex-service man, and tells him: 

You can eat your cake and have it, too, if 
you invest your adjusted compensation money 
in a new home or in modernizing your present 
home. The decision as to what you will have 
to show for your money in five or ten years 
rests with you. Most of you are at least forty 
years old. Most of you have families. This 
may be your chance of a lifetime to start an in- 
vestment that will place your future on a more 
secure basis, an investment for which your 





















We care not what, and see 
if you can find any other 
investment that will even 
approach home ownership, or 
home improvement, in divi- 
dend returns of satisfaction, 
security and permanence. 





Mr. Ex-Service Man: 


You Can Eat Your Cake 
And Have It Too 


If you invest your adjusted com- 
pensation money in a new home or 
in modernizing your present home. 


The decision as to what you will have to show for your money 
in five or ten years rests with you. Most of you are at least 
40 years old. Most of you have families. This may be your 
“chance of a lifetime” to start an investment that will place 
your future on a more secure basis, an investment for which 
your loved ones will be grateful through the years, 


Consider Everything Money Can Buy 


loved ones will be grateful through the years. 
Consider everything money can buy, we care 
not what, and see if you can find any other in- 
vestment that will even approach home owner- 
ship, or home improvement, in dividend re- 
turns of satisfaction, security and permanence. 

Mr. Olson also sends a clipping of a 
large advertisement appearing in same is- 
sue of his local newspaper, likewise di- 
rected to the ex-service men, over the 
signature of a local automobile firm, urg- 
ing them to investigate its new time-pay- 
ment plan and assuring them that it will 
accept their bonus bonds on any new or 
used car in stock. 

“This substantiates,’ says Mr. Olson, 
“your statement that the automobile peo- 
ple are not going to be satisfied with any 
mere 5 percent proportion of the bonus 
total, as forecast by the American Le- 
gion’s questionnaire. No doubt similar 















Rockwell Brothers & Co. 


LUMBERMEN 


advertising is appearing all over the coun- 
try, and the pressure is going to be some- 
thing terrific by the time the veterans ac- 
tually get their money.” 

This lumber dealer, however, is en- 
couraged to believe that many ex-serv- 
ice men will use their bonus cash to im- 
prove their homes; in fact, said he, “a 
good many of them have told me that 
they intended to use their money to fix up 
their places; while others say they will 
put it away for a rainy day. Good inten- 
tions are not always carried out, how- 
ever, and I intend to keep up the drive 
to ‘Build With The Bonus.’” Mr. Olson 
is himself an ex-service man, and there- 
fore finds it easy to discuss this subject 
with the local veterans, 





How Illinois Dealer Is Paving 
Way for Bonus Business 


The L. M. Bayne Lumber Co., 
Ottawa, Ill., is going after the bonus 
business with an informative and sugges- 
tive form letter as the opening shot of its 
campaign. The letter, signed by C. T. 
Bradford (himself a veteran), reads: 


Ottawa, Ill., Feb. 24, 1936. 
Dear Veteran: 

Maybe you will be as interested as the writer 
(who is also a veteran) as to how the forthcoming 
bonus money is going to be spent, according to a 
recent survey. 

Forty-two thousand veterans were questioned— 
here is the result in percentages: 


31% to be spent on old debts. 


25% FOR BUILDING NEW HOMES AND 
MODERNIZING. 

7% to invest in own business. 
7% for clothing. 

6% for motor cars. 

6% for home furnishings. 

“4%, for savings. 

4% for insurance. 

2% for home conveniences. 
2% for farm equipment. 

1% for securities. 

6% for miscellaneous. 


Since we are in the building business the second 
item in the above list naturally interested us to 
the extent that we are offering you and other 
veterans our complete facilities for making plans 
or getting estimates on any home building or 
modernizing you may be contemplating. 

Why not see us now so that your plans will 
be complete and you will be ready to go upon 
receipt of your bonus money? 

Yours very truly, 
L. M. BAYNE LUMBER COMPANY, 


C. T. Bradford, 
Secretary-Treasurer. 
The envelope carrying above letter is 
decorated with the attention-compelling 
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two-color sticker “Build, Repair, or 
Make a Down Payment with the Bonus,” 
supplied at nominal cost by the AMERI- 
CAN LUMBERMAN. 

—_—_— 

Here are excerpts from a few of the 
great number of letters that have been 
received endorsing the “Build With the 
Bonus” campaign launched by the AMER- 
ICAN LUMBERMAN, and telling of plans 
and methods for interesting the veterans 
in the idea of using their bonus money to 
build or repair homes: 


EctmMer QO. HINKLE, vice president 
Dascomb-Daniels Lumber Co., Altus, 
Okla.: We think your idea of awakening 
the ex-service man to the wisdom of in- 
vesting his bonus in permanent improve- 
ments is splendid. The writer is an ex- 
service man, and expects to put every 
dollar of his bonus money on his home. 
We have already sold one small house to 
an ex-service man, and have two or three 
remodeling jobs in view, all of which will 
be paid for with bonus money. 





M. H. McCatra, Foxworth-McCalla 
Lumber Co., Phoenix, Ariz.: The lum- 
ber dealers of Arizona are sponsoring 
large advertisements to run in daily pa- 
pers for nine weeks prior to July 1, ad- 


AMERICAN LUMBERMAN 





This reduced repro- 
duction of "ad" of 
the Marinette (Wis.) 
Lumber Yard shows 
that Manager Roy 
Ramsey is alert to the 
opportunity for cre- 
ating sales presented 
by the distribution of 
Bonus money. The 
text is a copy of the 
American Lumber- 
man's front page 
message of Feb. |. 
This advertisement 
appeared on the 
Builders’ and Home 
Owners’ page of the 
Marinette Eagle Star 
of Feb. 22 
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vising veterans to put their money into 
new homes, or repairing and adding to 
their present homes. We would appreciate 


ATTENTION VETERANS!! 


YOU are soon to receive your portion of the 
BONUS. And the question will arise in your 


mind, Just how can I best invest it? 





Perhaps you are already the owner of a HOME 


that may need some repairs, or improvements, to 


make it MODERN and COMFORTABLE. his 


If you are not the owner of a HOME, WHY NOT 
BECOME ONE? Can you think of any SAFER 
or better INVESTMENT than this, that will in- 
sune the future HAPPINESS and COMFORT of 
yourself and FAMILY? 


In either case we are prepared to take care of 


your requirements on the monthly payment 
plan, the same easy basis as that offered by the 


GOVERNMENT. 


We can show vou some ve 


ate cost. 


. attractive designs of 
MODERN HOMES that can be built at a moder- 


This advertisement in 
newspaper 
created considerable 
interest among the 
ex-service men, ac- 
cording to J. H. Her- 
old, secretary Palme- 
tier & Abell Lumber 
Co., Waukesha, Wis., 
who adds: "We have 
several prospective 
builders who are go- 
ing to proceed as 
soon as spring opens 


up. 


local 


Call at our Office and let us explain to vou our 


Plan. 
Make this RESOLUTION: 





BUILD WITH THE BONUS 


Palmetier & Abell Lumber Co. 


Phone 98 
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Build with he ROMUS 


To The 


Veteran: 


A HOME! 


ewe tm prove edifice of 

BUILD-1. one — have, BUILD —Siisctection — intan- 
gible bet real; of personal pride 
and community respect—in short, 

bs a heme of your own. 

BUILD-2, - ownership, = BUJLD—security, now and for 

frem dependence upen a land- years to come, for 

lord te real American indeptn- 

dence. 

1LD-3, 9%, Sinem coe ' 

lg CT 

dren, your community and yoer 

country. 


ADDITIONAL FINANCING is now available under. 
F. H. A. Titie 2 (New Homes). 


MARINETTE LUMBER YARD 


ROY RAMBAY, Manager 
Phone 840 





548 Wells St. Marinctte 





it if you will send us copies of advertise- 
ments being used in other communities. 
(Samples of several such advertisements 
appear in this issue——EbpirTor.) 





W. R. BALLou, superintendent Morse 
& Co., Bangor, Me.: Several of the ex- 
soldiers of this community have already 
made arrangements to use their bonus on 
their homes. We are planning to send 
letters to all veterans in our vicinity. 





W. H. Crim, C. M. Crim & Son, Sa- 
lem, Ind: Was glad to read your front- 
page story, on “Build With the Bonus.” 
Your theory is right; but we have got to 
get the veteran’s mind off of that shiny 
new car. We are going to try it anyway. 


RatpoH E. HI, 
National Oak Flooring Manufacturers’ 
Association, Memphis, Tenn.: There 
isn’t any rhyme or reason in letting the 
radio and automobile get all of the bonus 
money. We have the greatest thing in the 
world to offer ; namely, a home. We want 
to do all we can to promote the “Build 
With the Bonus” idea. 


E. M. Oertincer, Oettinger Lumber 
Co., Greensboro, N. C.: You may rest 
assured that we are going to try to divert 
as large a percentage of the bonus money 
as possible to building and home improve- 
ments. 





C. J. Hocuge, West Coast Lumbermen’s 
Association, Seattle, Wash.: We shall be 
glad to urge this to our members through 
the means you suggest or other methods, 
and to give the matter consideration in 
our trade promotion committee, in order 
to act as comprehensively and efficiently 
as possible. The ultimate sale must be by 
the retail dealer, so anything which can 
be done in the way of helpful co-opera- 
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tion, or in suggesting activity which 
would not otherwise take place, will stim- 
ulate the veteran to put his bonus into a 
permanent investment in a home. Un- 
doubtedly a large amount of bonus money 
will go into home building and remodel- 
ing, but lumber must compete for this 
with automobiles, radios and other lux- 
uries. 


D. W. Gossarp, White River Lumber 
Co., Enumclaw, Wash.: Congratulations 
on your presentation of the bonus matter. 
Everyone else is after the bonus money ; 
why not the lumberman? Using the bonus 
money to get a home will not only help 
the lumberman but the veteran and his 
family. We are passing the matter on to 
our retail department for consideration. 


T. J. Gitstrap, Gilstrap Lumber Co., 
Coffeyville, Kan.: We are making all the 
contacts we can with bonus recipients, 
suggesting new homes and repairs for 
present homes, and offering to finance the 
difference. We hope by this means to se- 
cure our share of such business. 





Dealers’ State Association 
Helps Spread the Message 


BIRMINGHAM, ALA., Feb. 24.—Joseph 
G. Rowell, secretary-manager of the Ala- 
bama Building Material Institute, is an- 
other association executive who has made 
effective use of the “Build With the 
Bonus” message set forth on front page 
of the Feb. 1 issue of the AMERICAN 
LUMBERMAN; by having it reproduced as 
a bulletin, and sent to all members of the 
Institute, with the following notation: 


“Through the courtesy of the AMER- 
ICAN LUMBERMAN we have reproduced 
from the cover page of its Feb. 1 issue the 
persuasive ideas found in the enclosed 
bulletin headed ‘Veterans, Attention.’ ” 


The bulletin, which fills an ordinary 
letter-sheet, is here reproduced, in much 
reduced size. A footnote to the bulletin 
states that the Institute will supply it in 
quantities with name of the dealer printed 
at bottom, at nominal charge. 


How Association Spreads the 
Bonus Message 


PorTLAND, OreE., Feb. 22—N. L. Cary, 
of the Western Pine Association, says 
that quick action was taken on the 
AMERICAN LUMBERMAN’S suggestion to 
“Build with the Bonus.” A quantity of 
rubber stamps was immediately ordered 
by the Association, and one was sent to 
each member, reading thus: 

Suggest to every Veteran in your 
vicinity that he invest his Bonus money 
in a new home or in improvements on 
his present one. 

Accompanying each stamp was a bulle- 
tin signed by the Association, reading as 
follows : 


A rubber stamp bearing the above text is 
forwarded herewith for your use. We recom- 
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mend that you use it on your order acknowl- 
edgements, invoices and letters going to lumber 
dealers, to remind them of the great opportunity 
that is offered to increase the demand for new 
homes and home improvements, and thereby 
stimulate greater call for building materials. 

The Bonus Act ‘will turn loose a large amount 
of money for homes or other purchases in all 
parts of the country after July 1. Many mer- 
chants are alive to the possibilities in this direc- 
tion and already are seeking to divert the flow 
of this money through their channels. Fore- 
casts by veteran service organizations seem to 
favor the building industry over others for a 
goodly share of the amount that will be put in 
circulation. Dealers who go aggressively after 
this business will be successful. You of course 
are interested in having your dealer outlets de- 
velop business for the woods you manufacture. 
KEEP THE RUBBER STAMP WORK- 
ING! Additional stamps will be furnished at 
25 cents each. 

In sending this stamp to you we are follow- 
ing the suggestion made by the AMERICAN 
LUMBERMAN on the front page of its Feb. 1 
issue. 
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Said Mr. Cary to the AMERICAN LuM- 
BERMAN representative: “We appreciate 
the initiative taken by your paper in get- 
ting something started which should re- 
sult in benefits to retail dealers and the 
lumber manufacturers who supply them.” 

_—_—— 


Several of our dealers and manufac- 
turers have already taken cognizance of 
this matter, and our association will try 
not to overlook any opportunity to ma- 
terialize its opportunity, both for dealers 
and those to be served. Home building 
and modernization are the best ways for 
these boys to spend their money. Then 
they will have something to show for it 
for a long time. We shall find a place 
for the subject on our program.—Harris 
MITCHELL, secretary-manager Virginia 
Lumber & Building Supply Dealers’ 
Association, Richmond, Va. 
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Thus the Alabama Building Material Institute sows seed for Bonus harvest 
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S REALM OF THE RETAILER 


A “One-Stop” Yard That 
Proved Its Selling Power 


This story is told largely by pictures. 

It is the story of the Claude Campbell 
Lumber Co., of Detroit, Mich. When 
the Realm sat in at the Michigan conven- 
tion—in the midst of some of the bitterest 
winter weather that’s been at large in 
these parts since Cadillac founded the city 
of Detroit, way back in the French period 
—Mr. Campbell had called the turn and 
had gone to Florida. Robert L. Buckley 
was acting as chief engineer and was 
doing a brisk business in spite of the low 
temperature. 

This yard is some three years old. Mr. 
Campbell is an experienced lumberman, 
with a career in Detroit covering more 
than twenty years. The yard is located 
near the Ford plant; not the one in 
River Rouge, but the plant in Detroit 
itself. The neighborhood does not have 
an industrial appearance but looks rather 
like the nice residence area that it is. 
Hence the Campbell yard has been espe- 
cially fitted to this type of trade. Mr. 
Campbell had at least two purposes in 
mind: First, to handle the usual run of 
residence building business, for which he 
carries a full and complete stock of build- 
ing materials ; and, second, to cater to the 
household trade in small repairs, house- 
hold hardware and the like which the 
owner picks out and pays cash for. 

To serve both these purposes, the 
sales rooms have been designed and 





This year-end window display had a holiday 
note—but the goods are where they catch 
and please the eye of passersby 


stocked to appeal to the eye. The win- 
dow displays and the sales rooms are well 
indicated by the accompanying pictures. 
This is a place where Mr. and Mrs. 
Householder come frequently, look over 
and handle the stock, get new ideas, ask 
questions and choose the things they want. 
Those ideas are of special importance in 
the Campbell sales plans, for tne more 
often the neighbors drop in for a can of 
paint or a piece of shelving, the more they 
learn about the quality stock and the serv- 
ice features. Sooner or later there will 
issue an extensive repair job or construc- 
tion of a new house. 


This company, as we get it, works in 
full harmony with local contractors and 
carpenters. But it does most of the sell- 
ing, itself. It will take any kind of build- 
ing, repair or painting contract, and then 
sublet or allocate the work among these 
mechanics according to their special skill 
and the amount of work available. The 
customers think first of the yard and go 
there for information. 


Although it pleases Mr. Campbell to 
refer to his business as a “small yard,” 
it could be called such only in comparison 
with the huge plants catering to indus- 
trial or other quantity business. It car- 
ries a big stock, with emphasis upon qual- 
ity; and Mr. Buckley tells us the Weyer- 
haeuser Four-Square stock, so conspicu- 
ous everywhere in the plant, has a defi- 
nite value in impressing these house- 
holder-customers with the fact that lum- 
ber can be fine looking even in the bins; 
and its appearance produces a feeling of 
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Built Around Displays With Added Sales 
Service -- Small Items That Lead to the 
Big Jobs -- A General Plan Into Which 
the FHA Fits as Though Made to Order 


quality confidence. As we went along the 
alleys of the warehouse, we noted that 
bearings and framework and bin divisions 
were painted white; this in itself making 
an excellent setting for good lumber. 


The Welcome Householder- 
Customer 

Everywhere a person is conscious that 
this householder-customer and his per- 
sonal shopping have been kept in mind. 
We noted a rack of plywood cuttings, 
of various shapes and sizes. There is no 
trouble here about cutting a sheet of ply- 
wood to get a buyer a piece a foot square. 
He can probably find exactly the size he 
wants, waiting for him in this rack. So 
there is no trouble about disposing of 
these odds and ends at a fair price. We 
noted also a rack in which rolls of build- 
ing paper, roll roofing and the like are 
hung on spindles. Any amount the buyer 
wants is cut off and sold by the square 
foot with a small cutting charge added. 

The yard also has a little shop with a 
complement of woodworking tools. This 
makes it possible to turn out some of the 
specialty jobs, and it also makes possible 
the doing of repair jobs for all kinds for 
customers. If it’s made of wood, the 





An interior view, looking partly through the 

front windows, shows a nice type of residen- 

tial district. Note, in the foreground, a 

glass-covered display counter, and a com- 

partment-type display for putting smaller 

articles where they can be handled and 
bought easily 








Febr’ 





1936 


the 
that 
ions 
cing 


aller 
and 








February 29, 1986 





chances are it can be repaired here. At 
the time of our visit a workman was ex- 
tending the life expectancy of a number 
of chairs. In the show room was,a stock 
of veneer wood; sheets of fine cabinet 
stuff, part of which is used in the shop 
and part sold to amateur cabinet makers. 
Nearby is a cabinet of Weyerhaeuser 
shorts; sugar pine, if we remember cor- 
rectly. These are intended both for man- 
ual training and for household repairs; 
and Mr. Buckley tells us that large quan- 
tities are sold. The stock carries its own 
profit, and it gives Friend Householder 
an added incentive to call. In the entry 
to the office is a cabinet of dowel stock; 
something that sells rapidly when it is 
seen and not at all if it isn’t seen. 

If we mention these various and com- 
paratively small items, we are not in- 
dicating that the place is a novelty or 
repair shop; for it’s in every way a big- 
time yard, doing big-time sales. It car- 
ries a stock worthy of the city, has the 
bins well filled and has some twenty addi- 
tional cars on the way. These devices 
and small-sale items fit in with the gen- 
eral plans. They carry their own share 
of profit and overhead, and they’re in 
addition an important part of the sales- 
building plans. The whole plan, as we 
understand it, is to contact the buyer at 
first hand ; to get him to come to the sales 
rooms and to bring his wife. Once there, 
the displays and the services start right 
in unobtrusively to create the confidence, 
the general knowledge and the desire 
which so frequently bring about big sales. 
Repairing a dining table may sell a new 
roof. Supplying the veneer and the tech- 
nical information needed by an amateur 
cabinet maker to produce a coffee table 
may eventually mean sale of a new house. 

The company does a big business in 
paint; carries an extensive stock and 
keeps it on display in alcove rooms. As 
we mentioned before, the company takes 
painting contracts, big or little, supplying 
the materials and sub-letting the labor to 
the painters on its list. 

Mr. Buckley tells us the FHA has 
fitted into the company plans very nicely. 
It has made use both of Title I and 
Title II; and, while Title II hasn’t yet 
been used extensively, it is growing in 
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popularity, and Mr. Buckley expects it 
to be a highly important factor during 
this year. 

“It suits us very well,” he said. 


“There’s always been trouble about financ- 


ing a repair job costing a few hundred 
dollars. Dealers have been asked to carry 
these things on open accounts, and han- 
dling them has never been organized in 
an exact and careful way, while they tie 
up working capital. Money lenders have 
always had the idea that on such a loan 
they must be protected by mortgages, and 
a householder shies away from the matter 
of giving a mortgage for a comparatively 
small sum. Title I has proved around 
here that a man with a large equity in a 
home and a sufficient income is a better 
risk on a well organized and well defined 
loaning scheme without a mortgage, than 
he would be with a mortgage but with- 
out an income. Loans are paid out of 
earnings, not out of the value in a mort- 
gaged house. And we find that as bank- 
ers and customers understand the opera- 
tion of Title II, they like it. It’s all in 
one mortgage, and the owner doesn’t have 
the bother and cost of getting a second 
mortgage, running two or three years at 
the most, with heavy discounts and con- 
cealed charges for frequent renewals. 
When the thing is worked out so that 





Here's a big stock 
of paint neatly and 
attractively dis- 
played. There are 
display shelves 
above openings in 
divisions, but noth- | 
ing at eye level to 
prevent the wall 
shelves from making 
their impression; 
‘and some goods are 
featured on glass 
shelves suspended 
from the ceiling. 
Below the glass cov- 
ered counter at left 
is an orderly array 
of brushes, pro- 
tected by sliding 
glass panels 
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A general view of the plant of the Claude 

Campbell Lumber Co., Detroit, Mich., built 

three years ago and fitted to serving a resi- 
dential district 





the prospect knows what his monthly 
payments will be for everything—inter- 
est, taxes, amortization charge and the 
rest—he can make up his mind whether 
or not he can reasonably expect to be 
able to meet those charges. And when 
he gets through, the debt is paid. Un- 
der the old methods, he could pay more 
than the total of the loan in interest dur- 
ing a twenty-year period and still owe 
the principal. 

“T suppose one reason it appeals to us 
is that it’s a ‘one-stop’ plan. And that’s 
what we have made this lumber yard in 
the field of building material sales. It’s 
a one-stop yard, where every kind ot 
building material and building service can 
be had on a single contract. With that 
kind of a service, it’s clear enough why 
we like to contact the owner himself and 
why we organize our services, big and 
little, to attract him to this office. We 
have a plan that fits his needs and his 
way of thinking. We don't need and 


neither do we want to approach him in- 
(Continued on Page 26) 











22 


AMERICAN LUMBERMAN 


February 29, 1936 














RETAILERS’ ROUND TABLE 














Has Day of the Big Retail Lumber Yard Passed? 


A prominent Boston retail dealer, dis- 
cussing with the AMERICAN LUMBERMAN 
representative the trend of, and outlook 
for, retail yard operation, made a state- 
ment that is not new, though current de- 
velopments lend an added significance. 
It is this: 

“The day of the big retail lumber yard 
is gone.” This statement has been made 
to the writer on many occasions both 
within and beyond the confines of New 
England. They do not intend to convey 
the thought that the day of large retail 
units or of the resourceful retail distrib- 
utor of building material has passed, but 
rather that the area of the yard and the 
volume of stock carried by many of the 
larger distributors must be sharply cut 
down in line with modern distribution 
practices. 

There are two major causes of this 
trend toward the smaller-area retail yard: 
One, the planting of wholesale distribu- 
tion yards at strategic points from which 
the retail dealer may draw his supplies 
as wanted, and, two, the difficulty ex- 
perienced by most large dealers in scaling 
down their overhead expense when the 
call for lumber drops sharply as it did 
from 1926 to 1935. There is an old 
truism that applies here: “Necessity is 
the mother of invention.” There was 
need of better control of overhead ex- 
pense, and long-haul transportation called 
for the assembling of spot stocks at points 
within range of truck-haul of most of the 
retail yards. The Atlantic coast is now 
dotted with these wholesale distribution 
yards for handling huge cargoes of the 
West Coast woods to be trucked to the 
dealer as wanted. Terminals have been 
planted wherever deep water is available. 
Such facilities are used as far inland as 
Albany, and there is a project by the State 
calling for a mid-Hudson receiving point. 
And now comes the Weyerhaeuser Sales 
Co. at Port Newark, N. J., adding a full 
line of N. C. pine roofers for distribution 
to the dealers along with its full line of 
West Coast woods, while the Blanchard 
Lumber Co., of Boston, installs its sec- 
ond local distribution yard in the South 
Bay section, where in addition to West 
Coast woods a full line of eastern spruce 
has been assembled for delivery as wanted, 
to the retail dealers located south of the 
city. 

These two developments—at Newark, 
N. J., and Boston—are of real signifi- 
cance, for clearly they mark the dawn of 
a new day in the economics of lumber 


distribution and the area required by the 
retail yard for the assembly and handling 
of the bulky, coarse construction lumber 
such as western fir and hemlock and east- 
ern spruce. As the new century came 
in, when spruce was king as a building 
material in New England, and dimension 
sizes cost $14 per thousand feet delivered 
at the retail yards, it was customary for 
the dealer to go into winter quarters with 
sufficient stock in pile on the yard to 
carry him over to spring. In March 
came the big-yard schedules, and perhaps 
they could not be filled until the log drives 
reached the mills in June or July. Then 
came the “hot ponds” to enable the mills 
to run twelve months in the year, and to 
deliver by rail in the coldest weather. 
Dimension prices stiffened steadily, until 


today the range is from $32 to $40, thus 
more than doubling the investment and 
carrying charges upon a retail stock. 
From 1920 to 1930 there was a tremen- 
dous shift from spruce to West Coast fir 
as the price parity favored the latter. In 
the past five years spruce has regained 
much of this lost ground in consumer 
preference. 

And now comes the development of the 
concentration or distribution yard, and 
with the aid of the truck as a trans- 
portation factor, most retail yards along 
the Atlantic seaboard and in back-haul 
territory northward and eastward may 
be served within comparatively few hours 
with such stock as the distribution yards 
carry. Within a month they have added 
N. C. pine and spruce, and the end is 
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This view of a part of the display room and one corner of the book- 
keeping department in the recently modernized plant of the Minocqua 
Lumber Co., Minocqua, Wis., illustrates an interesting and useful idea; 
in that the floor is laid out in six equal squares, separated by strips of 











black walnut, each square being in a different kind or grade of hard- 
wood flooring. This affords customers opportunity to see and to choose 
from samples just as they appear in an actual floor. The demonstra- 
tion is made still more effective by the fact that the floor of the private 
office of C. J. Huber, secretary and treasurer of the company, is laid with 
oak block flooring. Prospective customers appreciate this visualization. 
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not yet. When the next building surge is 
in full force this new problem in retail 
yard economics will meet its real test. It 
will prove whether the claim of scores of 
retail dealers that “the day of the big 
retail yard is gone” rests upon a sound 
and practical economic basis. Orders and 
sales may bulk as large or larger, but 
the inventory will never approximate the 
totals of the old days. It is to be hoped 
that the profit account and bank balance 
will swell steadily. 


Thinks Subletting Plan Will Be 
Mutually Helpful 


Rocuester, N. Y., Feb. 24—The Her- 
rick Lumber Co. (Inc.), successor to 
Comstock Lumber Co, (Inc.), located at 
1030 Main Street East, has leased a por- 
tion of its unused space to a new concern 
headed by Frank A. Seiser and named 
Acme Builders’ Supply Co. 

“We have been purely a lumber yard,” 
said N. B. Herrick, president and treas- 
urer of the Herrick Lumber Co. (Inc.), 
“but believing that it would bring more 
people to our yards and utilize some 
spare space we have, both office and yard, 
we are subletting it to this new concern, 
which handles masons’ and builders’ sup- 
plies, not conflicting with ours. We think 
this arrangement will be mutually helpful. 
The Acme Builders’ Supply Co. is in no 
way connected with the Herrick Lumber 
Co. (Inc.), though both occupy the same 
premises.” 








Paul Bunyan to Show Products 
to Retailers 


BIRMINGHAM, ALA., Feb. 24—For the 
first time in the history of the lumber 
industry a mill whose product is distrib- 
uted largely to: the industrial trade for 
remanufacturing or shop purposes, and 
which caters to the retailers, has prepared 
an exhibit for display at a State retailers’ 
convention. The Red River Lumber Co., 
Westwood, Lassen County, Calif., is the 
pioneer in the matter of acquainting the 
trade with its products through this 
method. The display to be exhibited 
March 5-7 at the Tutwiler Hotel here, 
in connection with the annual meeting of 
the Alabama Retail Lumber Dealers’ 
Association, will cover every article man- 
ufactured in the big plant at Westwood, 
including flask and pattern lumber, 
mouldings, lath, plywood panels in all the 
different thicknesses. All these items will 
be branded with that famous old “Paul 
Bunyan” imprint, and his smiling face 
will greet each visitor. Literature setting 
forth the prowess of “Paul” in the days 
when logging and lumbering were in their 
infancy will be available for all visiting 
the booth. Jobbers and retailers will be 
the guests of “Paul’s” representative in 
Alabama, Albert L. Lindsley, during the 
convention. 








BUILD WITH 
THE BONUS 


done during the summer. 
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GOOD ENOUGH 


—to pass along are these instances of 
casual contacts that resulted in sales. 
They’re told by dealers and their em- 
ployees, and appear in the “Idea Circu- 
lator” of the Mountain States Lumber 
Dealers’ Association : 

“T drove an elderly couple home and 
was invited into their house. It was a 
new house and I looked it over, on the 
watch for an opening, and I found it 
when we got upstairs. They had it 
floored but that is all, and before I left 
I had them sold on the idea of finishing 
it up with insulation board. They are 
going to have three rooms finished, which 
will require about 1,500 feet of board.” 

“Got a tip while at the County Clerk’s 
office that John Doe was figuring on 
fencing his yard here in town, so I 
stopped and called at his house, and 
found that he already had an order made 
out for fence, steel posts and yard gates 
and was all ready to send it to the Blank 
Fence Co. After telling him that we 
would like to figure, I went back and got 
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my catalog and sold him $65 worth of 
lawn fence, steel posts and gates.” 

“While visiting at a home one evening 
snow began to fall, with a 60-mile wind 
behind it. The roof was in very poor 
condition; the snow blew under the 
shingles and melted, dripping down on 
the plaster. The owner asked me how to 
take spots off of the ceiling. I told him, 
but first sold him a new roof which will 
be put on this spring.” 

“Last week we gave a bridge party at 
our home and I sold three A-type hog 
houses and some hog panels and got an 
insulation prospect.” 

“While at the barber shop getting a 
haircut I noticed that the shop was much 
in need of painting. After discussing the 
matter with the proprietor, he has de- 
cided to repaint all the interior of his shop 
within the next ten days.” 

“Talking to the proprietor of the hotel 
at which I stay, discussing the present 
low prices of building materials and ad- 
vantages of building at this time, resulted 
in his planning to build two small build- 
ings on his dairy farm. This will be a 
cash sale.” 


Houses Should Be Reconditioned 
After Severe Winter 


Spring means so many things—trees 
coming to life, grass growing green, the 
first game of golf, birds building nests, 
women cleaning their houses, and so on 
and on. But to pass from the poetical to 
the practical, let us consider some of the 
things it can mean to lumber and build- 
ing materials dealers throughout the 
country. The list is almost  inex- 
haustible. 

The winter of 1935-36 has been a 
record-breaker for coldness in practically 
every section of the nation. Although the 
family wallet may be pretty thin as a 
result of having to buy more than the 
usual amount of fuel, spring is the psy- 
chological time to talk to home owners 
about making such improvements as will 
save them money on heating next win- 
ter. While the memories of vagrant 
drafts seeping in around loose windows 
and doors are still fresh in people’s 
minds, it is comparatively easy to sell a 
complete weather-stripping job to be 
The compan- 
ionate subject for the retail lumber dealer 
to bring up in selling a weather-strip- 
ping bill is, of course, insulation. The 
two products go hand-in-hand, with nei- 
ther entirely effective without the other, 
but with either alone being a boom to 
comfort. Insulation has the added sell- 
ing argument of keeping a home cooler 
in summer. Regardless of whether he 
sells the fill, reflective, batt, board or 
some other type of insulation, the lum- 
ber-yard owner should grasp the oppor- 
tunity before him to ring up sales of these 
weather conditioning items this spring. 


Roofs are another part of a building 
which should be checked in the spring 
after the ravages of winter have put 
across many telling blows. Regardless 
of what type of roofing covers a build- 
ing, its owner should be encouraged by 
the lumber dealer to have it inspected 
for flaws. The retailer who goes to this 
bother to protect the property of some 
one else builds up good-will, and will 
likely get the order for any roof mate- 
rials needed, then, or later. 

After a winter of heavy firing, the 
chimney of a house needs cleaning and 
perhaps some repairs. The building sup- 
ply dealer makes a good coach for this 
work, and stands a good chance of selling 
the owner any cement, brick or other ma- 
terials he may need to put the chimney 
in sound condition. Advice along this 
line could wisely be carried in the firm’s 
advertising in newspapers or other 
media during the spring. 

Associated with cleaning the chimney, 
is sprucing up the entire basement for 
the summer. After the heating unit has 
been cleaned, the walls of the cellar can 
be either whitewashed or painted to 
brighten up the whole interior. Many 
families use their clean basements as liv- 
ing quarters during the hot months of 
summer. Cooking, eating and recreation 
are all more enjoyable in the cooler re- 
gions below ground, and are possible 
when the basement has been made spic- 
and-span. 

Cold weather is sometimes cruel to 
plaster walls, and spring is the logical 
time to put them back in condition. A 
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small leak in a water pipe or the roof 
may have soaked the plaster and caused 
it to crack and crumble. The cause of 
the damage, naturally, should be cor- 
rected before new plaster is applied, or a 
repetition may occur. A builders’ supply 
dealer should go after this plaster busi- 
ness, as a small beginning may lead to 
a sizable sale before he finishes. 


100,000 Visitors Expected to 
View Lumber Industries’ New 
Model Home 

LouISsvILLe, Ky., Feb. 24.—With but 
117 working hours available to complete- 
ly erect and furnish a model two-story 
home of French Colonial design, the 
wholesale and retail lumber dealers of 
Louisville, under the direction of Leo 
Klarer, Jr., secretary of the Kentucky 
Retail Lumber Dealers’ Association, are 
bending every effort to have the dwelling 
finished on scheduled time. The home 
will be the feature of a National Home 
Show, held in the spacious Jefferson 
County Armory, Feb. 28 through March 
7, and is to be placed in the center of the 
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The Model Home now being built by the Lumber Industries of 


mammoth show building. The Home 
Show is sponsored by the Louisville Real 
Estate Board in co-operation with the 
Federal Housing Administration. 

Surrounding the model home, which is 
to be completely finished, painted and 
decorated, for the benefit of an expected 
attendance of approximately 100,000 
visitors, will be a formal garden enclosed 
with a brick fence. In addition, dog- 
wood, redbud and other trees in bloom 
will be placed about the home, grass will 
be sown and flowers will be in bloom. 
The Stewart Dry Goods Co. will com- 
pletely furnish the home. 


It was estimated by Mr. Klarer that 
the services of approximately two hun- 
dred workmen would be necessary to 
bring the model home to completion on 
time. These include carpenters, roofers, 
bricklayers and other skilled artisans and 
craftstfien as well as laborers. 


Opening ceremonies arranged for will 
be thedriving of the first nail by Mayor 
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Neville Miller, and the formal opening of 
the home, with a “golden key” by Leo 
Klarer, Jr., chairman Lumber Industries 
Home Show Committee. 


What Is Biggest Factor in Suc- 


cess of a Retail Yard? 


The Herrick Lumber Co. (Inc.), of 
Rochester, N. Y., is conducting a very 
interesting contest, with a view to ascer- 
taining the most essential factor in suc- 
cessfully conducting a lumber yard. Its 
announcement of the contest, in letter 
form, reads as follows: 


A new lumber company at an old lumber- 
yard location invites you to send your sug- 
gestion of what in your opinion is most essential 
to make a lumber yard successful. 

You must have in mind some idea that you 
prize most when you make inquiry about or 
order any lumber—whether quality, quick serv- 
ice, courteous treatment, dependable promises, 
or whatever it may be. There is something, an 
“it” as it might be termed, that makes an appeal 
to you, to guide you in placing your order. Just 
what that is we would like to know. So we are 
asking you to state what you would do above 
everything else, if you yourself were merchan- 
dising lumber. 


The company offers a prize of $10 for 


7, 
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Louisville, Ky. 


the best answer; $5 for second best and 
$1 for each of the ten deemed next best. 
Announcement of winners will be made 
later. The closing date is Feb. 29. 

The question raised in this contest is 
an exceedingly important one, and in 
thinking it over the retail editor wondered 
what he would consider the most essen- 
tial factor, and concluded that, in the last 
analysis, there is nothing more important 
in building the success of a retail lumber 
business than the human personality, or 
personalities, which direct and operate it. 
If the potential customers personally like 
the men who run the business and those 
who come in contact with the public— 
they will, all other things being equal, go 
out of their way to trade with them. That 
implies that the dealer, if he is going to 
succeed, must have a genuine liking for 
people; and welcome a chance to go a 
little out of his way to be courteous and 
accommodating, or to render some spe- 
cial service, without necessarily figuring 
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it up on the basis of dollars and cents, 
There are, however, two extreme types 
tu be avoided : one is the “slap-your-back” 
chap who is “hale fellow well met” with 
everybody, in a merely superficial way; 
and the other is the reserved “high-hat” 
personage. In between, is the real, gen- 
uine sort of personality that people like 
to do business with. While good service, 
quality and variety of stock are important, 
people expect those things as a matter of 
course. Your competitors can imitate 
and equal everything in your yard, except 
yourself. So the editor concluded that if 
he were running a retail yard he would 
give first and foremost attention to the 
human factor, including himself, and go- 
ing from there right down the line. If a 
dealer can get people in the habit of think- 
ing and saying, “The folks at the Blank 
yard are a swell bunch,” that is about the 
biggest asset any yard can have. 





Lumber Dealer Makes a Good 
Sale to Veteran 


A few days ago the Longmont (Colo.) 
Lumber Co. was approached by a veteran 
who said, “I’m going to cash bonus bonds 
for $800 next July. I’d like to buy be- 
tween $200 and $300 of lumber. Will 
you extend me the credit? You'll get 
your money as soon as I get my bonus 
cash.” 

The Longmont yard, which is owned 
by Messrs. Johnson and Lyon, looked up 
the applicant’s record. His character was 
good. It was decided to extend the 
credit. Other bonus sales, to applicants 
as good as this one, will be welcomed by 
these Longmont men. 

Said Mr. Johnson to the AMERICAN 
LUMBERMAN correspondent, “The time 
to collect an account is when you make 
the sale. We like to do credit business. 
However, we always learn exactly what 
the buyer’s financial condition is, and his 
prospects. We want to know when he is 
going to be able to pay, and to have a 
specific understanding. Then, if he slips, 
we go after him at once. It isn’t often 
we have to invoke the lien.” 





Dealers Planning for Spring 
Modernization Campaign 


SASKATOON, SASK., Feb. 24—The 
lumber and allied trades here are planning 
to put on a drive to be known as the 
“Spring Modernization Campaign.” En- 
listed in this effort will be lumber firms, 
planing mills, general contractors, job- 
bing contractors, architects, painters, 
plumbers and heating engineers, electrical 
jobbers, tinsmiths, hardware dealers etc. 
The lumber dealers are leading the way, 
and will be the heaviest contributors to 
this campaign, the other trades partici- 
pating in proportion to their importance. 

“In common with all communities we 
have a number of people on relief, a large 
percentage of them being connected with 
the building trades,” said C. H. Wentz, 
president, C. H. Wentz Lumber Co. 
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(Ltd.), to the AMERICAN LUMBERMAN ; 
“and our hope is to take people off relief, 
and put them to work at fair wages so 
that they will have buying power to spend 
with merchants in other lines, as well as 
to pay taxes and other obligations.” 

Mr. Wentz further explained that 
newspapers will be used as the principal 
advertising medium, with radio to some 
extent, and perhaps house-to-house distri- 
bution of printed folders. The proposed 
campaign has already created considerable 
interest, and broad plans are being made 
for pushing it to a successful consumma- 
ion. 


Celebrates 50th Anniversary 


Mapison, INp., Feb. 24.—W. H. Mil- 
ler & Sons (Inc.) celebrated its fiftieth 
anniversary on Feb, 10. This is one of 
the largest and best known concerns of its 
kind in southern Indiana, employing 12 to 
14 men. It handles every kind of lumber 
and building material; has a_ well- 
equipped planing mill, including dry kiln, 
and operates a sawmill in Ripley County. 
The business was founded by W. H. Mil- 
ler and the late R. F. Benson, the latter 
remaining identified therewith only a 
short time, while Mr. Miller has served 
as head of the concern since the day it 
was started. 

In 1906 the founder formed a partner- 
ship with his sons, Earl and Dean, of this 
city, and J. C. Miller of Cleveland, Ohio, 
and in 1910 the business was incorporated 
under present name. 

Incidentally, Mr. Miller has been a sub- 
scriber to the AMERICAN LUMBERMAN 
for something like thirty-five years. 








Tells What Makes Retailer's 
Business Go Round and Round 


Union City, INp., Feb. 24.—At a re- 
cent luncheon meeting of the Rotary Club 
of this city, Art Snider, Manager Union 
City Lumber & Supply Co., gave a very 
interesting talk, explaining some of the 

‘ins and outs” of the retail lumber busi- 

ness, in the course of which he made 
some points that will interest dealers, 
generally, as follows: 


Today the retail lumber dealer is in an era 
of entirely new selling methods. The day of 
the old-fashioned lumber yard is gone. This is 
an age of merchandising and a lumberman 
profits in proportion to his ability to interpret 
the needs of the times, apply them to his own 
business and act accordingly. 

It is one of the decided trends in the build- 
ing industry today for the lumberman to go out 
after the business and to carry or control every- 
thing necessary to do a complete job. 

The buying public demands that the lumber 
dealer be an expert in his many lines—thus con- 
stantly improving his merchandising methods. 

“Knowing the goods” he sells is only one of 
the many requisites for successful salesmanship. 
He must know or have immediate access to all 
kinds of information on farmers’ various ques- 
tions pertaining to chicken or hog houses, corn 
cribs, barns, silos, and the like. 

The manufacturers have been most helpful 
in making the retail lumber dealer install new 
selling and merchandising methods. By all 
kinds of national advertising, via magazine, 
radio and building shows, they have acquainted 
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the public with their products and created de- 
sires. I, as a retail lumber dealer, must there- 
fore be “on my toes” and able to give complete 
information and data on the various new prod- 
ucts. 

Let me say that no building can be built so 
as to be perfect. Most car owners take their 
machines to a garage for a check-up every six 
months or so. Why not do the same with your 
home? Why not make a periodic inspection, 
say every spring and fall, of the various parts 
of your house? Leaving small needed repairs 
go is false economy. 

When contemplating or doing any kind of 
building work, go to your lumber dealer and 
have him give you the correct data on various 
products and I’m sure he will give you his con- 
scientious opinions. 

It is our main purpose today to sell you mate- 
rials requiring the least amount of maintenance 
—because when you have something demanding 
minimum amount of upkeep you will be a satis- 
fied customer, and satisfied customers are what 
makes business go ’round and ’round. 





Lumber Firm Celebrates Its 
55th Anniversary 


CoLpwATER, MicuH., Feb. 24.—In 
honor of its fifty-fifth birthday the retail 
lumber firm of S. Pollock & Son, located 
here, arranged an attractive window dis- 
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Not a New Idea But Worth 
Emphasizing Again 

Roofing business has been tripled in 
the past year by the C. S. Pierce Lumber 
Co., Fresno, Calif., primarily by selling 
the “new roof over the old” idea. A novel 
cut-away sample. display in the store, 
newspaper advertising, circular advertis- 
ing and personal contact work have been 
the principal media used in the campaign. 

The sample display is a portable panel 
having several short sheathing sections as 
a foundation. On this were fastened 
badly worn, broken shingles, which had 
been taken off an old roof. Then on the 
upper half of the panel new shingles were 
laid over the old ones. The half-and-half 
arrangement gives the customer a strik- 
ing view of what a change can be accom- 
plished, and also shows the practicability 
of laying new shingles over old ones. In 
some cases this panel is taken out to the 
prospective job for demonstration pur- 
poses. It is only about three feet long 
and two feet wide, so can easily be trans- 
ported in an automobile. 

There are three principal appeals used 





Office and other yard buildings of S. Pollock & Son, Coldwater, Mich. 


play, featured by a portrait of Samuel 
Pollock, founder of the concern; and an 
old ledger, which revealed many inter- 
esting items, as, for instance, sales of 
gocd white pine 2x4 at $16 per thousand 
feet. Other entries show sales of “Nor- 
way sidewalk planks” and “oak sidewalk 
stringers.” The firm, which is now oper- 
ated by Charles A. Pollock, son of the 
founder, started business here in Feb- 
ruary, 1881. It is still at the same loca- 
tion as when it first opened its doors 
fifty-five years ago. 
_——SSSS 


Don’t ForGET that there are many lum- 
ber dwellings in America from two hun- 
dred to three hundred ‘years old that are 
still in good condition, and that they have 
been preserved and decorated through the 
use of high-quality paint. Properly con- 
structed and painted lumber structures 
are good for generations, as any traveller 
in the eastern states can bear witness. 


in selling the “new-over-the-old” idea. 
First, that the customer gets superior 
roof insulation through use of a double 
thickness of material. Second, that dirt 
occasioned by removing the old roof is 
avoided. Third, that there is much less 
noise involved in putting on this type of 
roof, a point which occupants of the house 
will appreciate. 

Newspaper advertising of the proposi- 
tion consists of two-column by six-inch 
ads twice a week, on Sunday and 
Wednesday. Circulars are distributed as 
statement inserts, and handed out in the 
office and by the outside man. The lat- 
ter gets his prospects mainly by inspect- 
ing roofs throughout the city, contacting 
the owners where they obviously need re- 
pair. From that point on it is just a case 
of selling an idea. 

“This ‘new-over-the-old’ idea seems 
like an obvious thing but it is surprising 
to find how many people had never 
thought of it,” says Manager Frank E. 
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Minard. “There is a great deal of room 
for effective educational work on this 
point. As I see it, the slogan gives some- 
thing new and definite to sell. Durability 
and other similar points are somewhat in- 
tangible to the customer—he has to take 
your word for them. But he can readily 
see the advantages of additional insula- 
tion, and of avoiding the noise and mess 
of removing an old roof. 

“The sample board is probably the 
most important part of the whole plan. 
It tells the story at one glance more effec- 
tively than it could be told orally in 
hours.” 
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REALM OF THE RETAILER 


(Continued from Page 21) 


directly through contractors—who know 
how to practice their own trades, of 
course, but who necessarily know less 
than enough about selling. We're delib- 
erately geared directly to the customer’s 
problem. We like and respect the build- 
ing mechanics, but we think they’re hap- 
pier and more useful to the customer and 
to us and to themselves if they stick to 
building and let us sell the jobs. We're 
glad to have their help, in bringing us 
prospects and the like, but we think 
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they’re glad to have our help in managing 
the sales. This looks as though it would 
be a big year.” 

Well, it’s a handsome place all around; 
from Mr. Campbell’s paneled office to the 
impressive sales displays and on out 
through the orderly alleys; a “one-stop” 
yard that has already proved its selling 
power with the customers. 

—_—_—_—_ _—_ 

THE CARPENTER should be careful to 
join square ends closely together after 
sealing with paint. Ends of siding should 
be tightly joined against door and window 
casings. 





Keeping the Local Trade at Home 


HererorpD, TEx., Feb. 24.—With co-operation of the editor 
of the local newspaper, the three retail lumber firms doing busi- 
ness here have planned a co-operative advertising campaign, de- 
signed to impress upon the people of the community the desira- 
bility of buying their lumber and building material locally, 
thereby insuring satisfactory quality and service, because the 
local men stand behind everything they offer. The three par- 
ticipating firms are the Panhandle Lumber Co., R. H. Kemp 
Lumber Co., and Rockwell Bros. & Co. 


WHICH PRICE IS 


Cheaper? 


LUMBER, LIKE ALL MERCHANDISE, IS DIVIDED INTO MANY 
grades and classes. However, it requires more or less of an expert to de- 
termine the quality. Therefore, it is essential that you deal only with lum- 


bermen in whom you have complete confidence. When you buy lumber 


Look Into the Future 


DETERMINE HOW LONG IT WILL BE BEFORE THE MATERIAL 
you use begins to rot and tear away. That is the test of quality lumber. 
**Bargain” lumber dealers hide the true facta. They show only the immed- 
iate cheap cost. Actually the cost of building material in Hereford and 
elsewhere is the same according to quality—only the quality differs. 


LOCAL LUMBER DEALERS HANDLE ONLY THE HIGHEST 
grades of material, because they expect to be here many years and never 
want to face the music of dissatisfaction growing out of the selling of poor 


material. 


Consult Your Lumber Dealer With the Same Con- 
fidence Accorded Any Professional Man 


Panhandle Lhr. Co. -R. H. Kemp Lr. Co. 
Rockwell Bros. and Company 





An advertisement, the first of a series of twelve, is repro- 
duced herewith, considerably reduced. Asking the important 
question “Which Price Is Cheaper ?” the text of the ad proceeds 
to answer as follows: 


Lumber, like all merchandise, is divided into many grades 
and classes. However, it requires more or less of an expert 
to determine the quality. Therefore, it is essential that you 
deal only with lumbermen in whom you have complete confi- 
dence. When you buy lumber look into the future. Determine 
how long it will be before the material you use begins to rot 
and tear away. That is the test of quality lumber. “Bargain” 
lumber dealers hide the true facts. They show only the im- 
mediate cheap cost. Actually the cost of building material 
in Hereford and elsewhere is the same according to quality— 
only the quality differs. 

Local lumber dealers handle only the highest grades of ma- 
terial because they expect to be here many years, and never want 
to face the music of dissatisfaction growing out of the selling of 
poor material. 

Consult your lumber dealer with the same confidence ac- 
corded any professional man. 


Nor is that all, for in the same issue of the newspaper there 
appeared an editorial headed “Lumberman at Work” which in 
itself is a good example of co-operation by the editor in pro- 
moting the legitimate business interests of his community, read- 
ing as follows: 


LUMBERMEN AT WORK 


The lumbermen of Hereford this week take top place among 
the group planning for the future, the development of this area 
and the improvement of business conditions. Anticipating a 
large increase in business, they are starting a three months’ 
advertising campaign to encourage home buying of lumber, 
pointing out the advantages of local purchasing and also com- 
paring prices here and elsewhere. This is not a mere attempt 
to get business. Every point they make is true and worthy of 
some thought by those who will be in a position to purchase. 
The lumber business is of a more professional nature than any 
other retail business in that the builder needs someone to 
consult about his problems, someone whom he knows will be 
fair and will give the best of advice without considering per- 
sonal gain. The person who goes out of town to buy so- 
called “cut-price” lumber gets nothing but the material. He 
knows little about the value of that material, and he is en- 
tirely without assistance, which is so important when he starts 
constructing buildings of a more or less permanent nature. 


When three yards, representing the total lumber supply of 
a town of 2,500, and the local editor co-operate in this way to 
promote the interests of the community, it is an unbeatable com- 
bination. Perhaps something similar could be worked out 
elsewhere. Every community aspires to keep its own legiti- 
mate trade at home, so far as possible. This shows a way to 
do it. Anyway, the dealers hope thereby to induce lumber- 
users of the community to buy in Hereford, while at the same 
time developing their thinking along building lines and the use 
of building materials. 

This community has been blessed with good winter moisture 
and the winter wheat at this stage is looking fine so that local 
dealers, after five years of drought and depression are looking 
forward to the first prospect for real good business since 1929. 
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Help the Farmer to Re-Plan His Farm for Greater Profits 


Fence will be a major factor in sales to 
farmers this year. Farmers are learning, in 
the ancient and universal school of hard knocks, 
that the profitable farm is a well-fenced farm, 
planned for economical operation and maximum 
production. 

Past circumstances and buying judgment de- 
termine the basic value of a man’s farm, but 
the way in which the fields are arranged—the 
method and manner in which they are fenced— 
the extent to which they permit rotation of 
crops and maintenance of soil fertility—largely 
govern the results which he will be able to 
obtain from his land. 

Any dealer who by good merchandising per- 
suades a farmer to buy the kind and amount 


of fence he needs for efficient and profitable 
operation of his farm is doing that man a real 
favor. Incidentally, the retailer is also doing 
himself a favor, for there is three-fold profit 
in this kind of merchandising of fence—the 
profit in the sale of the fence itself, the profit 
on other items sold to the man who comes in 
to buy fence, and the compounding of profit 
which results from having farmer customers 
operating more efficiently and therefore having 
more money in their pockets. 

It is decidedly worth working for, and this 
is the year to do some intensive working, for 
with the good prices they have obtained for 
their crops, farmers at last will be able to buy 
the fence they have been needing. 

This is a big market, and 1936 can be a big 
year for fence. It is up to each individual dealer 
to make it a big year for fence in his territory. 
Reports from various parts of the country 
point conclusively to the fact that lumber and 
material dealers can be unusually good mer- 
chandisers of fence, and that they can obtain 
a profitable price for it despite any competition 
that may be offered, for the lumber and mate- 
rial dealer can afford to make himself a better 
fence merchandiser than anyone else operating 
in his community. 

And that, judging by the experiences of deal- 
ers successful in selling fence, is his great 
opportunity. The main factor in the worth- 
while selling of fence, these men say, is in 
really knowing fence itself—the reasons why 
farmers need fence, and the kind of fence re- 
quired for each purpose. Any fence manufac- 


turer will be only too well pleased to aid deal- 
ers in obtaining this thorough knowledge of 
fence, and close co-operation with the county 
agent and the State agricultural college will 
bring the specialized knowledge of how fence 
should be used for the various types of farming 
in the particular locality. Both the college and 
the manufacturer have the same problem here 
—putting specialized knowledge of good fencing 
practice in the buyer’s possession at the critical 
time, the time when the fence is being sold, and 
the most practicable way to do this is to train 
the dealer who does the selling. Dealers who 
want to learn all they can about fence and how 
it is used, so they can apply the knowledge 
when they need it in making the sale, will not 





find difficulty in obtaining a competent teacher. 

A particularly gratifying feature of this is 
that a dealer need not wait until “graduation” 
before beginning to practice what he learns— 
and in fact he never does graduate, for each 
new fence sale adds to the dealer’s education in 
the selling of fence. It is something like the 
practice of medicine—the more different kinds 
of ailments a physician has treated, the more 
easily he can correctly diagnose the troubles of 
each new patient. 

With this accumulating knowledge of what 
constitutes the best fence for his locality the 
retailer is able to do that which, according to 
reports, is the most resultful kind of merchan- 
dising—to talk utility, high standard of quality, 
and long life, rather 
than price. Because lum- 
ber dealers are jealous 
of reputation they prac- 





Wonderful as a bit of 

picturesque scenery, but 

out of date and expensive 
as a fence 





tically always handle a 
high quality brand of 
fence, the kind that per- 
mits them to talk utility. 
Printed literature sup- 
plied by manufacturers 








helps to drive home the importance of good 
fence in economical farming—the kind of fence 
that, though it may cost more to buy, costs less 
to own. 

It seems surprising that so few retailers fea- 
ture quality in their fence displays, and that in 
fact not all dealers who have a stock of fence 
take the trouble to display it at all. 

Now is the time to start. In fact, many ex- 
perienced dealers have started already on the 
selling of next spring’s fence. Some, who 
are particularly successful in selling fence and 
who know its opportunities, are calling on 
farmers at the farms, talking over the fence 
problems with them—for these dealers know 
by experience that farmers are willing to pay 
for good retailing serv- 
ice when the dealer 
gives them good service 
—advice with his fence, 
worthwhile suggestions 
with his invoice. 

Help the farmer to re- 





Valuable cattle and other 
farm animals are impor- 
tant reasons why fences 
should be kept in good 
condition like that shown 
here. It makes easier the 
farmer's of both 


livestock and crops 


care 





plan for greater farm 
profits. He may not— 
probably will not—make 
the entire shift at one 
time, but if he has a 
definite goal which he is convinced is funda- 
mentally sound, he will change a little at a 
time, as his resources and time permit. First, 
however, he must have the plan, the goal, and 
do a little of the changing each year until he 
has his entire farm operating in the more effi- 
cient manner. 

Give your farmer customer a continuing pro- 
gram for farm betterment, then keep him sold 
on it so he really does continue it. He will buy 
fence, and, buying for the years ahead, will buy 
good fence. Also, while the dealer is selling 
him this fence he will be selling him other 
things for the improvement of that farm—new 
cribs, new barns, and finally, or maybe first, a 
new home for the farmer and his family. 
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The attractive new office building of the 
|. N. R. Beatty Lumber Co., Wilming- 
ton, Ill. 


WILMINGTON, ILL. Feb. 24.— 
Weather 15 degrees below zero is con- 
ducive to huddling around a heat- 
maker at home, but, when residents of 
a small town have been watching for 
four months the remodeling and en- 
larging of the office of their sole lum- 
ber yard, the “grand opening” becomes 
an event of such great civic pride that 
arctic blasts are not an obstacle to 
attendance. So on Jan. 24-25 over five 
hundred persons living in Wilmington 
trouped to the I. N. R. Beatty Lumber 
Co. as guests of the firm, to inspect 
the spic-and-span quarters, see prod- 
uct demonstrations, and receive sou- 
venirs. No one regretted venturing 
out into the sub-zero weather, for his 
knowledge on home building mate- 
rials, paints, roofing, insulation and 
lumber had been increased many 
times. 

As is seen in an accompanying pic- 
ture, the office of the lumber yard 
with its colonial architecture is very 
attractive. Two coats of gleaming 
white paint, such as is recommended 
and sold by the firm, were applied to 
the office and the front of its flanking 
sheds. Deep green shutters are fixed 
to the windows, and give a finishing 
and hospitable touch to the pleasing 
exterior. The front entrance is inter- 


A corner of the front of the new quarters. The low display plat- 
form may be seen, and prominent exhibit of roofing material 
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Remodeled Office Displays 
Products It Sells 


esting because it is the Colonial type 
which practically never opens into a 
lumber yard office and which might 
grace a private home. It is a sample 
of the brand of unit doors and win- 
dows sold by the yard. The inviting 
windows, one is told, come complete 
in their frames with storm windows 
for winter and screens for summer 
included. Their installation in the 
Beatty office gives Manager Fred 
Schmednecht and his aides a strong 
talking point in making sales. This 
idea of using materials that the com- 
pany advises its customers to buy has 
been adapted in other improvements. 
“Women, especially, like to see how 
material is going to look after it is 
applied to their own homes,” states 
Mr. Schmednecht. He believes, as 
does Ross W. Beatty, treasurer, and 
I. N. R. Beatty, president of the com- 
pany, that it would be a fine example 
to Americans, if lumber yards all over 
the nation improved the appearance 
and serviceability of their plants by 
using the products they boost. 


TWO TYPES OF INSULATION 
BOARD ARE USED 


Carrying out this theory, the walls 
are the plank form of the brand of in- 
sulation board handled, while the bor- 
der and ceiling are tile board of the 
same make in variegated shades. There 
is little doubt that many insulating 
jobs will be sold in the months ahead 
as the result of customers seeing these 
products actually applied and learning 
of their advantages. The new type of 
narrow interior trim which is finding 
favor with many home builders today 
was used in oak around the doors and 


At the rear of the 


windows, and likely will create sales 
for the Beatty concern. Indirect light- 
ing fixtures have been installed in the 
new office, to lessen eyestrain and give 
an uptodate appearance. 


HANDY FEATURES INCLUDED 
IN NEW QUARTERS 


Over the former drop siding, 10- 
inch cypress siding was put on with 
waterproof paper between the two 
layers. The former siding was too 
good to remove so the new was ap- 
plied over it, and greater airtightness 
and warmth result. A popular brand 
of composition roofing, sold by the 
company, covers the office roof, and 
will be another “Exhibit A” in making 
future sales. It is quite needless to 
say that the lumber used in construc- 
tion came likewise from the Beatty 
sheds! 

Among the features of the remod- 
eled office are: Small wing which con- 
tains a complete paint stock, on one 
side, and across the aisle, eighteen 
metal nail bins, while the end of the 
space is devoted to hardware supplies ; 
a private office; a counter upon which 
plan books, Federal housing literature, 
and building material pamphlets are 
available; a low platform which bor- 
ders the front and one side of the 
room to better display samples; and a 
modern lavatory. A basement was 
dug and a furnace installed so as to 
give more room in the office, keep it 
cleaner, and make it more modern. 
Stocks of paints and office supplies are 
stored in the basement. 

The sheds were not wholly forgot- 
ten during the remodeling. The lum- 
ber bins were evened up, and the 





office, shelves well filled with a variety of 
paints at once catch the eye of customers 
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Small Town Residents Go to Lumber Yard's 
Grand Opening to See Use of Materials 
Despite 15° Below Zero Weather 


elevated walks repaired. The piles of 
boards are neat and even on the ends, 
and the floors are kept clean of litter. 

The Beatty company has furnished 
materials for a few new houses the 
past year, and was supplying lumber for 
one at the time a representative of the 
AMERICAN LUMBERMAN Called. As soon 
as the weather gets warmer, the yard’s 
trucks will make some deliveries of 


1214x36-inch composition shingles to 
several jobs of remodeling home ex- 
teriors. A good number of Wilming- 
ton homes have also had their in- 
teriors remodeled, it was reported by 
Mr. Schmednecht. 

The Beatty business was opened 
here twenty years ago, after the yard 
was purchased from Joseph Ray. Mr. 
Schmednecht assumed the manager- 





At the left is a section of the private office, with its attention-commanding sign. On 
the right Fred Schmednecht, manager, is seen at the new desk in the general office 


NEW “FACE” 


Hens, farmers have often observed, seldom 
“scratch gravel” so long as there are any 
kernels of corn scattered on top of the ground 
where no scratching is necessary. When the 
easy pickings are gone, then they really begin 
to scratch if they’re hungry. 

Men act about the same way, it has likewise 
been observed, and permit life to go along like 
a song just as long as possible. Many a manu- 
facturer was quite well satisfied with his prod- 
uct until the going got rough in ’29, and rougher 
still in the years to follow. But still he didn’t 
really “scratch gravel” until he got hungry— 
until his sales approached the irreducible mini- 
mum. 

When folks stopped building new homes, the 
manufacturers of insulation board saw that 
although there was a big market for moderni- 
zation, there was a limit to the sales appeal of 
insulation board in its original form. So these 
manufacturers began to seek methods of pre- 
senting their products in new and more decora- 
tive forms. Anybody familiar with the business 
of retailing lumber and materials during the 
past six years or so has had an opportunity to 
watch this evolution. If memory plays no 
tricks, the first attempt was to cut it in smaller 
sizes and offer it as tiles. Edges were beveled. 
More attention was paid to surfaces. Colors 
were introduced. Followed then other new 
shapes, decorations, and matching, with intro- 
duction of new tools for the special purpose 
of producing these interesting new effects. 
Architects learned about it. Beautiful adver- 
tising pictures helped customers to visualize the 
possible results. And the manufacturers kept 
on finding still more shapes and sizes in which 


to offer their wares. The result has been that 
these manufacturers find themselves offering 
considerably more than insulation, and in fact 
they stopped advertising their products as in- 
sulation only. They have even adopted new 
name combinations. 

The Insulite Co., for example, does not adver- 
tise “insulation board” as of old, but “insulating 
interior finish,” which is offered in a variety of 
patterns and effects. Exactly what varied prod- 
ucts and effects are now 
merchandised by this 
concern are well demon- 
strated in the company’s 
own newly modernized 
northwest sales division 
offices at Minneapolis, 
the lobby portion of 
which is shown in the 
accompanying  illustra- 
tion. Contrast this with 
what the 18-foot walls 





These 18-foot ceilings and 
the supporting _ pillars 
might have been consid- - 
ered only obstacles, for 
they did offer problems in: 
decoration and acoustics, 
but to the Insulite Co. 
they were opportunities 
instead to demonstrate, in 
the company's own office, 
what can be done with 
modern insulating, sound- 
absorbing, interior finish 


ope 
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This wing of the office contains a neatly 

arranged stock. Notice the containers of 

nails under the counter, and the hardware 
display at the end of the aisle 


ship in 1920, after spending about two 
years at the company’s branch in 
Morris, Ill. His first connection with 
the firm was at Tinley Park, where he 
worked in 1916 before serving with 
the U. S. Marine Corps in the World 
War. 


ON PRODUCTS 
WAS NECESSITY 


would have looked like if covered with what In- 
sulite was selling only five years ago. Besides 
the insulating properties, which Insulite still re- 
tains in its new dress, this wall material has 
decorative qualities pleasing to the eye, and 
acoustical results are pleasing to the ear. 

Thus has the industry of manufacturing prod- 
ucts such as these opened up to itself a new 
market, and one that will be both permanent 
and profitable. 
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Wisconsin Dealers Brave Blizzard to Study 
“End of Depression” Policies 


MILWAUKEE, WiIs., Feb. 24.—Although President J. L. 
Burt’s statement that some of the speakers had arrived by dog 
team was a genial exaggeration, Ol’ Man Winter did take a 
hand in the 46th annual convention of the Wisconsin Retail 
Lumbermen’s Association, held in the Milwaukee Auditorium, 
The thermometer retired to the basement and 
Additional blizzards choked the highways, and 
on the opening day trains from the North and West were 
But it takes more than arctic weather to keep 
Wisconsin dealers away from their famous convention. 
muffs and other common-sense gadgets were in evidence; and 
by three o'clock of the first afternoon 1,159 had registered. 
And as plows and shovelers opened highways and railroads, 
The final Thursday check-up 
placed the number of registrants at 2,187. 


Feb. 18-20. 
stayed there. 


“grounded.” 


additional crowds poured in. 


W. C. Maas, president of the Milwaukee As- 
sociation of Commerce, in welcoming the con- 
vention, stated that the country is on the high- 
way to better times, with opportunities for every 
man who is willing to work. He recalled his 
own early experience, riding logging trains, and 
wondered if in these later years men have 
grown soft. The lumber business, he stated, 
means new homes and homes have their great 
value in building future Americans. 

Secretary Don S. Montgomery stated that his 
formal report was in print and would be mailed 
to members. Commenting on the State retail 
codes, he said that a recent questionnaire had 
run heavily against a code for retail lumber 
and that probably never again would such a 
code be enacted into law. 

Following the reading of a skeleton financial 
report by Treasurer D. O. Head, of Kenosha, 
the formal program of addresses was opened by 
Robert R. Aurner, professor of business admin- 
istration, School of Commerce, University of 
Wisconsin. 


A Move to Supply Research Aid 


Professor Aurner stated that some time ago 
the School of Commerce had held a conference 
with representatives of leading trade associations 
of the State in the effort to devise ways of ex- 
tending to business men services of a kind com- 
parable to those offered farmers by the College 
of Agriculture. There is no desire to interfere 
with private research agencies or to compete 
with them. But it is hoped that, working with 
and through trade associations, the School of 
Commerce can direct its research in such a way 
that useful and practical facts about Wisconsin 
business may be discovered and made available. 
The building field is highly important and is de- 
veloping rapidly; and the school believes that 
with association co-operation it can assemble, 
analyze and publish significant facts needed in 
the efficient development of manufacturing, 
finance and retailing. Mr. Aurner stated that the 
weakest spot in business is a lack of exact 
knowledge about costs and volume trends. Fol- 
lowing the war, with its three-year stoppage of 
building, there was a great increase of con- 
struction ; and many dealers, being without long- 
range statistical information, assumed that this 
volume was permanent. They invested their 
earnings in yard expansion; something that 
would be justified only if volume remained 
large and continued to increase. When the war 
slack was taken up and sales decreased there 
was an intense effort to maintain volume by cut 
prices; and the era of “profitless prosperity” 
iollowed. This is a case in point, indicating 
the value of basic statistical knowledge. 

Lumber Yards Will Remain Such 

Lumber yards, Mr. Aurner said, probably will 
always remain lumber yards; but their methods 
must change to fit changing conditions. He paid 








remained. 


Ear- 


ground.” 
The fame of this 


a high tribute to the trade press in its effort to 
spread a knowledge of changed merchandising 
methods. He referred to the efforts made by 
certain great corporations to fit distributing 
methods to new conditions by “studying the 
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consumer’s mind.” In the lumber field, which 
should dominate the business of shelter, there 
is a pressing need for practical knowledge of 
this kind. If lumbermen are to be the home 
builders of the nation for many years to come, 
as they should be, then there is need for exact 
knowledge of this field, its financing, its style 


association and its convention was well indicated by the fact 
that secretaries and presidents of other associations, from New 
England to the Rocky Mountains, were present. 
arena where exhibits were shown was completely sold out, and 
there was a long waiting list of exhibitors for whom no space 
“The country has come through a well-publicized 
depression,” President J. L. Burt, of Wausau, stated in wel- 
coming dealers and exhibitors. “It has been so well publicized 
that some business men have forgotten about their own busi- 
nesses. The depression is over and the time has come to forget 
it and to remember business. The new times offer a great op- 
portunity to those who will work intelligently. It will be well, 
in forgetting the depression, also to put politics in the back- 
The President urged prompt buying of adequate 
stocks in preparation for the building season about to open. 


The huge 


trends, the reduction of the ratio of costs to 
volume, budgetary control and the maintenance 
of profits. The small merchant usually knows 
much about his customers and little about the 
structure of his business; while the large mer- 
chant knows much about business structure and 
little about customers. Mr. Aurner presented 
some sample statistics, illustrating his points. 
He gave as his personal opinion that the golden 
hopes of business lie in individual initiative but 
added that it would be unwise not to recognize 
possible future riots of bureaucracy. Such rec- 
ognition and control turn not so much upon 
partisan political effort as upon functional 
knowledge of business and its field. If a busi- 
ness man will give fifteen minutes a day to a 
careful, basic study of his business, Mr. Aurner 
asserted, he will be able to meet the new era 
successfully. 


Speaks on Competitive Forces 


Vernon M. Hawkins, Boston, president North- 
eastern Retail Lumbermen’s Association, be- 
gan his address on “Competitive Forces” with 
a tribute to Wisconsin men; Hawley Wilbur, 
George W. LaPointe, Jr., J. L. Burt and D. S. 
Montgomery. Mr. Hawkins then dealt with the 
problem of distribution, stating his own well- 
known position that the retailer is and must be 
the channel through which all building materials 
reach the consumer. A manufacturer, he as- 
serted, who follows his product beyond the door 
of his factory is not a manufacturer. The fact 
that the lumber business changes slowly makes 
it the targets of many “isms.” We live locally, 
but we think nationally; and a policy that is 
not good in Wisconsin is not good in Massa- 
chusetts. A manufacturer who chooses his 
dealer distributors carefully has little trouble 






















































































FEATURE Reject 1 2 3 4 5 Rating 
GENERAL LAYOUT 0 3.0 6.0 9.0 12.0 15.0 
: DESIGN OF PROPERTY 0 1.6 3.2 48 6.4 8.0 
SUITABILITY TO CLIMATE 0 1.4 2.8 4.2 5.6 70 
LIVABILITY 0 3.0 6.0 9.0 12.0 15.0 
LIGHT AND AIR 0 1.6 3.2 48 6.4 8.0 
i MECHANICAL EQUIPMENT 0 1.4 2.8 4.2 5.6 7.0 
ACCESSORY BUILDINGS 0 6 1.2 18 2.4 3.0 
SPECIAL EQUIPMENT 0 4 8 1.2 1.6 2.0 
STRUCTURAL SOUNDNESS 0 4.0 8.0 12.0 | 16.0 | 20.0 
i RESISTANCE TO ELEMENTS 0 2.0 4.0 6.0 8.0 10.0 
RESISTANCE TO USE 0 1.0 2.0 3.0 4.0 5.0 
TOTAL RATING % 











Chart shown by Mr. Kirchhoff explaining table used in rating house for insured mortgage 
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Re-atfirm Distribution Program -- Federal Low-Cost Housing 
Condemned -- Consumer Co-operatives Opposed; Golden 
Hope of Business Is Private Initiative --Want Title 1 Extend- 


ed -- Leader of Veterans Says 


with distribution ; and a manufacturer who tries 
to break down established distribution in a town 
in order to introduce his goods should hear from 
his own dealers in other towns and other States. 
There are fine people in the asphalt roofing 
field, Mr. Hawkins added; but the merchandis- 
ing plans put out by that industry might be 
called “merchandising puzzles.” And it will be 
impossible to build sound merchandising on 
these “puzzles” which are drawn merely to 
move goods from manufacturer to retailer and 
have little relation to the important matter of 
serving and satisfying the final consumer. Mr. 
Hawkins mentioned cement and plywood; and 
he closed by urging dealers to do their own 
selling, to refuse to be glorified warehouse man- 
agers, and to be good sports when another re- 
tailer by shrewd but fair methods gets the or- 
der. 

At the request of President Burt, George W. 
LaPointe, Jr., introduced L. P. Lewin, of Cin- 
cinnati, and Spencer Baldwin, of Jersey City, 
former presidents of the National association. 
Mr. Burt then introduced visiting secretaries 
and the trade-press men. 


Explains Method of Mortgage Rating 


Roger C. Kirchhoff, of Milwaukee, supervis- 
ing architect of the FHA, opened the Wednesday 
afternoon session by explaining the method of 
rating a house for an insured mortgage. He 
showed a chart of the rating table used, which 
is reproduced on the preceding page. 

This ingenious table lists eleven features of a 
house; general layout, design of property, suit- 
ability to climate, livability, light and air, me- 
chanical equipment, accesssory buildings, special 
equipment, structural soundness, resistance to 
elements, and resistance to use. Each is given 
a weighing relative to its importance; and this 
weighting is carried into five columns, of which 
column 3 is considered average. This column 
adds up to 60. Column 5, which is perfect, adds 
up to 100, and column 1 adds up to 20. Mr. 
Kirchhoff, by means of the table, illustrated the 
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fact that a good house, poorly located, might 
fail of meeting the average and so would not be 
recommended for an insured mortgage. This 
rating system can be used in estimating the 
value of any building and so is useful to a dealer 
even if the customer is not asking for an insured 
mortgage. Mr. Kirchhoff stated that stock 
plans, made by a capable architect, accompanied 
by complete specifications, could be made the 


They'll Build With the Bonus 


basis of FHA financing; but he warned against 
the changing of these plans by incapable drafts- 
men. 


Makes Strong Association Talk 


George W. LaPointe, Jr., of Menomonie, 
president of the National association, then de- 
livered his powerful and driving address, “Our 
National Association’s Real Progress,’ which 
has been reported several times in connection 
with other conventions. He mentioned the good 
and bad features of the Code and stated that 
it had compelled the industry to begin over 
again the task of correcting distribution poli- 
cies on the basis of “organized friendship.” He 
reported the progress made in this field, stated 
that manufacturers are recognizing the impor- 
tance of ethical distribution and concluded with 
an earnest statement of the increasing impor- 
tance of association work from the national 
field down to the local lumber club. 


Consumers’ Co-operative Movement 


At the request of Secretary Montgomery, Or- 
mie C. Lance, secretary of the Northwestern 
Lumbermen’s Association, introduced E. W. 
Dobson, vice-president J. F. Anderson Lumber 
Co., Minneapolis, who delivered a powerful ad- 
dress on “The Consumers’ Co-operative Move- 
ment.” This earnest address received close at- 
tention from the big audience, and was the sub- 
ject of much thoughtful discussion after the 
session adjuorned. Mr. Dobson stated that the 
renewed hope of a return to normal life is 
threatened by an organized program dangerous 
not only to business but to general economic 
and social welfare. The consumers’ co-operative 
movement, fostered by certain politicians, cer- 
tain labor organizations and certain radical 
leaders of churches, is aimed at the abolition of 
the profit system and the destruction of retail- 
ers. This movement, Mr. Dobson stated, may 
be cloaked with the mantle of the church and 
called an attempt to create the “more abundant 
life ;” but basically it is an attempt to destroy 
the factor which has built America and which 
is now the source of livelihood of thousands of 
small merchants and millions of people who are 
employed directly or indirectly by them. You 
can not change human nature, Mr. Dobson said, 
by destroying the opportunity of these mer- 
chants, most of whom are church members and 
who support the church with the “profits” they 
derive from this business. The co-operative is 
not aimed at big business but at small; at the 
retailer who is the backbone of American in- 
dustry. The history of the retail merchant is 
the history of America. 

Disclaiming any intention of injecting poli- 
tics into his address, Mr. Dobson stated as an 
obvious fact that the administration is aiding 
the co-operative movement by propaganda. Con- 
sumers have had representatives at all impor- 
tant meetings affecting retail prices. They 
passed upon retail codes and were represented 
in the NRA. They were placed on the bitumi- 
nous coal commission while the 40,000 retail 
coal dealers who handle 90 percent of the do- 
mestic tonnage have no voice in drawing the 
regulations for the coal business. The Guffey 
Act was amended, classifying co-operatives as 
wholesalers; thus giving them the right to buy 
coal at prices eight percent below those the 
equipped retailer must pay. 


Points Out Dangers of Propaganda 


Mr. Dobson read from various resolutions 
passed by national church organizations, mak- 
ing clear their positions. No church, Mr. Dob- 
son said, has the right to assert that any one 
type of business is the only Christian method. 
It is not the function of the church to socialize 
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Christianity but rather to Christianize society. 

here is no one so dangerous as the man who 
forms an opinion on a subject about which he 
knows little and who endows that opinion with 
a fanatical religious fervor. Mr. Dobson cited 
Statistics showing the growth of co-operatives, 
mentioned the attempt at Washington to classify 
all business in which goods are shipped in car- 
lot units as wholesale business, and stated earn- 
estly that the danger to recognized business is 
imminent and acute. He urged organized action 
against this propaganda and a challenge to the 
authority of the radical leadership of churches 
to pass this judgment. This should be ac- 
companied by an earnest effort of business to 
clean its own house and to prove its economic 
efficiency. Business must deal fairly with its 
own employees and should refuse to buy the 
products of sweated labor. The task is to 
change not the economic system but the hearts 
of men; and in this task the church can play 
a great part if it does not neglect its true func- 
tion. 

Later in the program C. F. Keck, one of the 
Methodist laymen who called the laymen’s con- 
ference in Chicago last July, echoed Mr. Dob- 
son’s statements. He read from a letter written 
by Chief Justice Charles E. Hughes to the com- 
mittee on social action of the Baptist Church, 
in which Justice Hughes stated there were suffi- 
cient agencies for dealing with controversial 
political and social questions and that it was 
doubtful wisdom for the church to attempt to 
answer these questions. 


Tells Experiences of a Retailer 


Ralph J. Hines, president of the Edward 
Hines Lumber Co., Chicago, in beginning his 
address, “Some Interesting Experiences of a 
Lumber Retailer,” stated that as he came into 
the hall he saw the gist of his speech expressed 
in the eight words of the convention slogan: 
“We Must Become Merchants Rather Than 
Just Dealers.” Mr. Hines then drew a picture 
of the distress of lumber retailing in Chicago 
during the depression and stated that although 
1935 had shown marked improvement it yielded 
but about one-quarter of the volume of the pre- 
depression era to Chicago dealers. But the 
Hines yards in Chicago all ended the year in 
the black. 

Mr. Hines then gave a graphic account of the 
changed merchandising methods of his com- 
pany’s 22 Chicago yards. In earlier years these 
yards had little if any contact with customers 
and dealt almost wholly with contractors. The 
company had always held to high-quality goods, 
but had made little effort to display them., The 
first move was in the direction of consumer 
contact. The company began working toward 
the sale of complete jobs, which made necessary 
the addition of numerous lines. It had to choose 
whether to buy standard, nationally advertised 
lines or to stock unidentified goods and to sell 
them under the prestige of the Hines name. It 
chose the first. Mr. Hines stated that if goods 
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are to be well sold they must first be well 
bought. The company began letting the public 
know it sought its trade by trying out various 
types of advertising. To test the effectiveness 
of this advertising it carried five yards under 
other names, so these yards would have no bene- 
fit of the publicity. All were good yards, well 
located. After a few months four of these yards 
dropped to the bottom of the sales list, and the 
fifth was closed. All are now carried under 
the Hines’ name. 


Began Advertising Remodeling Service 


The Hines company began advertising a re- 
modeling service; and in this undertaking it be- 
gan assisting contractors to make sales. It 
found that it must begin at the bottom to train 
salesmen and provide them with sales kits and 
similar helps. It found at once the need of a 
financing plan for customers. It also discovered 
that one of the best advertisements was to do 
the building or remodeling job well, in order to 
enlist the comments of satisfied customers. Not 
the least difficulty was that the salesmen knew 
little about lumber; and Mr. Hines told of a 
problem arising at one of the mills. A floor was 
to be laid, and no one knew what species or 
grade of wood to use. A letter to the engineer- 
ing staff brought back the information that 
birch was the indicated material; and the Hines 
company is one of the largest producers of 
birch! 

A sales meeting is held once a week; attended 
not only by the salesmen but also by truck 
drivers, yard men, bookkeepers and in fact the 
entire staff. This staff is now “sales minded ;” 
for a prospective customer may ask questions of 
any employee. Experience has proved that 
grades are not so important as species and con- 
ditioning: and sales are made on the basis of 
utility rather than of grade. The retail yards 
are important sources of knowledge that is ap- 
plied in the Hines mill. The new mortgages 
run for 15 years instead of the five years of 
earlier days, and common prudence calls for 
lasting materials to protect loan investments. 


Comparisons, Cash, and Control 


In 1932, 116,000 customers entered the Hines 
yards and made cash purchases amounting to 
$292,000. In 1935, 169,000 customers entered 
the yards and made cash purchases amounting 
to $469,000. This in itself indicates the in- 
creased effectiveness of the new sales methods. 
Many plans have been tried through the years 
to control or at least to check disastrous price 
competition. Among them have been price 
agreements; either a “gentleman’s agreement” 
or a coercive method; coercive methods con- 
trolling the source of supply and the like. All 
failed. Some are now illegal, and none was 
stronger than the weakest link. The new sys- 
tem of control is applied not at the yard or the 
mill but at the point of sales to the customer, 
through quality and service. To bolster this 
customer confidence the Chicago Lumber Insti- 
tute has been formed to guarantee grades and 
count. It includes engineering service, promo- 
tion and bonded performance. There is no 
agreement about price, and there are enough 
members to assure ample competition. This is 
the foundation for a selected lumber trade. A 
dealer who takes intelligent steps to make his 
business a selling organization need not fear 
direct mill competition. The abuse of his ma- 
terials is his greatest danger. Better merchan- 
dising results in his controlling his own busi- 
ness. 


"Build With the Bonus” Campaign 


The convention recognized the AMERICAN 
LuUMBERMAN’S “Build With the Bonus” pro- 
gram by asking George F. Plant, of Milwaukee, 
State commander of the American Legion, to 
speak on the subject “Bonus and Building.” In 
a brief statement Commander Plant stated that 
there were 88,000 former service men in Wis- 
consin who would receive some $47,000,000 in 
adjusted service compensation. A questionnaire 
sent to these men indicated that more than 
$6,000,000 of this money would be spent for 
new houses or repairs. Mr. Plant stated that 
additional sums would come directly or in- 
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directly to the lumbermen of the State; and he 
estimated that nearly one-fourth of the bonus 
payments would come to these lumber dealers. 


Lumbermen's Mutual Insurance 


On Thursday morning the Retail Lumber- 
men’s Mutual Insurance Co. held a brief meet- 
ing at which financial reports were made. In 
the absence of President F. D. Abell, of Wau- 
kesha, H. D. Snider presided. The meeting 
sent Mr. Abell a wire of greeting. Those pres- 
ent stood a moment in silence, in memory of 
C. W. Allen, of Berlin, former member of the 
board. F. D. Abell was re-elected president; 
and H. D. Snider, of Wisconsin Dells, and F. 
W. Pantzer, of .Sheboygan were elected di- 
rectors. 


Cole Heads the Association 


The lumber association then re-convened, and 
elected as president, F. C. Cole, Iron Mountain, 
Mich.; as treasurer, W. E. Gleason, Portage; 
and as directors, Philip B. Spear, Jr., Mar- 
quette, Mich., and S. E. Taylor, La Crosse. 


Summary of Resolutions 


The resolutions asked for the extension of 
Title One of the Housing Act; extended thanks 
to the National Retail Lumber Dealers’ Asso- 





ciation, and urged a continuance of its work in 
bringing about better relations in the industry; 
opposed the government’s experiment in low- 
cost housing; thanked exhibitors, speakers, offi- 
cers and the press; commended the efforts of 
the FHA; reaffirmed the distribution program; 
commended the Red Cedar Shingle Bureau for 
its complete acceptance of retail distribution; 
and opposed the consumér co-operative move- 
ment and its ultimate objective of eliminating 
the retailer. 


"Dumbbell" Session is Interesting 


The famous “Dumbbell Session,” devoted to 
frank and fair discussion of practical problems, 
began with a luncheon in Juneau Hall of the 
Auditorium and continued through the after- 
noon as members sat at the tables. All speak- 
ers are assured that “reporters are not pres- 
ent,” and that no names will be mentioned. 
While the promise of no reports is faithfully 
carried out, its chief value is in loosening 
tongues; for all the statements made and all 
the questions discussed could be matched by 
statements and question in the open meetings. 
Save for a somewhat greater degree of infor- 
mality the “Dumbbell Session” is scarcely dis- 
tinguishable from the earlier sessions. But this 
informality has immense value; and out of these 
frank and direct discussions come better under- 
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standing and higher respect among retailers, 
commission men, wholesalers and manufactur- 
ers. The general subject this year was retail 
distribution, and among the specific subjects 
discussed were roofing, millwork, cement, 
wholesale sales to government relief agencies, 
cedar shingles, insulation, steel culverts and the 
extension of Title One of the FHA. Members 
and visitors exchanged opinions freely and 
earnestly and in good humor. Retiring Presi- 
dent J. L. Burt again demonstrated his ex- 
traordinary skill and knowledge as a presiding 
officer. 

Both Mr. Burt and Secretary Montgomery 
expressed regret and distress that the exigencies 
of arctic weather, blocked roads and late trains 
made it necessary to start sessions late and to 
continue them beyond the announced closing 
time. The officials regard the exhibits a highly 
important part of the educational value of the 
convention; and they look upon the time re- 
served for visiting these displays as something 
not to be abridged. But they can not rule the 
weather. 

The famous Hoo-Hoo dinner was held at the 
Shroeder on Tuesday evening, and the associa- 
tion dinner-dance and entertainment took place 
in the same hotel on Wednesday evening. The 





"The Book of Grades," 
shown by the Kinzua 
Pine Mills Co., of Kin- 
zua, Ore., at the various 
retail lumber conven- 
tions, has created a 
great amount of inter- 
est. The book consists 
of pages made of vari- 
ous grades of lumber. 
The pages are mounted 
so that they are turned, 
like the pages of a 
book. In the above pic- 
ture Marsden Elliott 
(third from left), Mil- 
waukee _ representative 
of the Metropolitan 
Lumber Co., is showing 
the book to delegates 
at the Wisconsin Retail 
Lumbermen's  Associa- 
tion convention. Reo 
Elliott, of the Chicago 
headquarters of the 
Metropolitan company, 
Kinzua_representative, is 
at the right 





entertainment for the ladies included luncheons 
and bridge parties. At the ladies’ meeting on 
Wednesday afternoon the following officers of 
the Auxiliary were elected: 


President—Mrs. 
Williams Bay. 


Lawrence A. Hollister, 


Vice President—Mrs. J. L. Burt, Wausau. 


Secretary-treasurer, Mrs. D. S. Montgomery, 
Milwaukee. 


Chairman Entertainment Committee—Mrs. 
Wm. A. Schneider, Milwaukee. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight loadings for the two weeks 
ended Feb. 15, 1936, totaled 1,253,444 cars as 
follows: Forest products, 51,385 cars (a de- 
crease of 5,559 cars below the amount for the 
two weeks ended Feb. 1); coal, 380,780 cars; 
grain, 56,653 cars; livestock, 20,406 cars; ore, 
10,992 cars; coke, 22,236 cars; merchandise, 
291,650 cars, and miscellaneous, 419,342 cars. 
The total loadings for the two weeks ended 
Feb. 15 show an increase of 46,914 cars above 
the amount for the two weeks cnded Feb, 1. 
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Kentucky Dealers Say--- 
LET’S START BUILDING 


Private Enterprisers Urged to Head Off Federal Program--Hear Discussion of Rental Trend 
as Indicating Start of Boom--Urged to Dramatize Merchandise and Modernize Store Layout 


LouISsvVILLE, Ky., Feb. 24.—Keen interest and enthusiasm 
was shown by approximately three hundred delegates and guests 
at the annual mid-February convention of the Kentucky Retail 
Lumber Dealers’ Association, held in the Brown Hotel, here, 
Feb. 12-14. With announcement from Washington of a ten- 
year Federal low-cost housing and slum clearance program 
many of the delegates were of the opinion that private enter- 
prise would enter the building field, and hoped for an early start 
Holding the spotlight of the con- 
vention was the former governor of Minnesota, A. O. Eberhart, 
who told the delegates that the most important factor in national 


of these private enterprises. 


“From a social standpoint,” Mr. Eberhart 
continued, “the need for new homes and build- 
ing improvement is most imperative. Most of 
the crime in the United States is committed by 
youngsters around 21 or under, and at least 90 
percent of them come from meglected and 
broken homes, due in many instances to the 
death of the bread-winner of the family, or 
separation of the father and mother by divorce, 
poverty or because of other conditions.” 


Acting President Speaks 


The convention was opened by Don A. Camp- 
bell, acting president, of Lebanon, Ky., who 
spoke on the outlook for the lumber industry 
in 1936. This was followed by a report from 
Secretary Leo Klarer, Jr. 

Max Critchfield, representing the Forest 
Products-Better Paint Campaign, next told his 
hearers that “a town is judged by what people 
see.” The entire lumber industry is becoming 
aroused to the importance of good paint on our 
wood-built homes. Cheap, low-grade paint soon 
falls off, and in most cases leaves surfaces 
that can not be repainted until the old paint 
has been removed. All this adds to the upkeep 
cost of houses and the consumer is discouraged 
from owning a home. 


Good Paint Most Economical 


“The country has an everlasting supply of 
timber, due to reforestation,” Mr. Critchfield 
continued, “and the lumber-built home adapts 
itself to tasteful decoration and is most eco- 
nomical to build. Shoddy, run-down paint 
makes the house look run-down, regardless of 
its interior condition. It takes more cheap, 
low-grade paint to cover the house than would 
be necessary if a paint of good quality were 
used. This good paint need not be expensive. 
The saving in buying poor paint is very small, 
and the cost of putting it on is practically the 
same as that of applying high-grade paint. 
However, as the cheap paint lasts but half as 
long as the high-quality product, it is readily 
seen there is actually a saving in buying the 
better material. Well painted homes add to 
civic pride and are an everlasting joy to their 
owners.” 


Co-operation With Dealers 


Esker Fitzwater, of the Red Cedar Shingle 
Bureau, Seattle, Wash., followed with an ad- 
dress, “Don’t Trump Your Partner’s Ace.” 
Declaring his organization was co-operating 
with the lumber dealer, he said: “We can only 
win in this game, and do business profitably 
if we play it according to the rules of goo 
business practice and an ethical code which 
you dealers as well as the manufacturer lives 
up to. 





that it could take 


“I shall not attempt to relate all the activities 
of the Bureau in its service to dealers, but I 
do call attention to a few facts: We have a field 
force of experienced men traveling over the 
entire country working with and for the estab- 
lished lumber dealers of the country. Every 
red cedar shingle is guaranteed to be up to 
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DON A. CAMPBELL, 
Lebanon; 
Elected President 


LEO KLARER, Jr., 
Louisville; 
Re-elected Secretary 


the grade specified. When complaints are made, 
prompt and satisfactory adjustment is made. 

“More than five million pieces of advertising 
are given you each year, and our printing bill 
is annually in excess of $30,000. Also, there 
is a large advertising campaign under way, 
addressed to the consumers and urging them to 
buy only through established lumber dealers in 
their home towns. The Red Cedar Shingle 
Bureau is spending more money in its promo- 
tional work with and through dealers than is 
being spent by all other forest products asso- 
ciations combined.” 

G. W. Sulley, of the merchants’ service divi- 
sion of the National Cash Register Co., speak- 
ing on the topic, “Streamline Your Selling,” 
said: 

“The foundation of success in your business 
is human beings—the thousands of people you 
sell on the idea that they would prefer to buy 
from you. 


“Good store layout makes it easy for cus- 
tomers to circulate. Good lighting makes it 
easy for them to see merchandise on display. 
The experience of other types of retail business 
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recovery is home building. Outlining the benefits of the Na- 
tional Housing Act, he said, “There is nothing in American 
finance so unsound as our old method of mortgage financing, 
tolerated because there was nothing else in sight until the Hous- 
ing Act placed billions of frozen capital at our disposal for 
building, repair, construction and refinancing.” 
recovery, he stated, there are but two ways—to continue the 
dole and sacrifice morale, or to find profitable employment for 
the masses on relief. 
one of the largest users of labor, skilled and unskilled, he said 
over nearly the entire relief burden. 


Toward stable 


Declaring that the building industry was 


proves that open displays, properly set up, multi- 
ply sales. 

“Satisfied customers who talk favorably 
about your store are your best advertisement 
and you are urged to get full value out of the 
selling ability of every sales person.” 


Charles W. Williams, of the department of 
economics, University of Louisville, told his 
listeners that if present rental trends continue 
Louisville will in the next few months approach 
the “three percent vacancy line” whose cross- 
ing has in the past always marked the start of 
a building boom. 


Depression Ended Some Time Ago 


Pinch-hitting for Ray E. Saberson, of St. 
Paul, Minn., who was unable to appear Thurs- 
day morning because of inclement weather in 
the Northwest, Merle Smith, public relations 
counsel and business analyst, of Kansas City, 
Mo., said the “best advertised and best sold 
depression ended some time ago.” He urged 
the dealers to dramatize the hidden values in 
their merchandise and said that remodeling and 
repairing is a permanent market, and larger 
than the automobile market today. 


J. L. Burt, president of the Wisconsin Retail 
Lumbermen’s Association, gave an address on 
co-operation and outlined the workings of the 
Wisconsin association. Joseph G. Rowell, sec- 
retary of the Alabama Building Material In- 
stitute, concluded the afternoon program with 
a talk on the lumber business and its problems 
as found in Alabama. Thursday night was 
given over to the annual banquet and other 
entertainment. 


The program for the final day included talks 
by W. H. O’Brien, field engineer of the South- 
ern Pine Association, New Orleans, La., and 
Walter C. Barnes, Louisville, a past president 
of the Kentucky association. 


Results of Election 


Don A. Campbell, Lebanon, Ky., was elected 
president. He has been acting president for 
some months. Stuart Campbell was named 
vice-president, and Leo Klarer, Jr., was re- 
elected secretary. 


Directors, one year—Don A. Campbell, 
Lebanon; Lucian Ruby, Providence; Emmett 
Hayden, Hopkinsville; Stuart Campbell, Louis- 
ville; W. F. Findley, Louisville; O. H. Christie, 
Owensboro; F. S. VanHoose, Paintsville, and 
H. H. Bennett, Harlan. 


Directors, two years—Cliff Treas, Benton; 
Rumsey Taylor, Princeton; George M. Wolfe, 
Winchester; R. C. McNay, Erlanger; Leslie C. 
McCormick, Lexington; C. Steve Roemer, 
Bowling Green; Pearl J. Wonn, Ashland; Joe 
N. Adkinson, Carrolton, and J. O. Stagg, Dan- 
ville. 
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TERN RETAILERS’ ANNUAL 


Home Financing, and Ethical Practices of Lumber Dis- 
tribution Are Outstanding Topics Discussed at Meeting 


PORTLAND, ORreE., Feb. 22.—‘Bigger and Better” are the 
simplest words to describe the 33rd annual convention of the 
Lumbermen’s Association, which closed its 
three-days’ session here tonight with the annual banquet and 
The registration was the greatest in many years, but 
more than that, the attendance at the business sessions was as 
nearly perfect as anyone could wish, notwithstanding the fact 
that there were early morning breakfast sessions in addition to 
The delegates worked 
hard while they worked, and played hard while they accepted 
the splendid hospitality and excellent entertainment provided 


Western Retail 


dance. 


the usual daytime business program. 


Probably the two outstanding topics for dis- 
cussion at the convention were home financing, 
under Title II of the NHA, or otherwise, and 
secondly, ethical practices of lumber distribu- 
tion. 

There is a self-styled young fellow from a 
small town who is just trying to get along in 
the sagebrush and who expressed considerable 
fear of these city slickers. Some say when he 
comes to the conventions year after year he 
just can’t keep out of the limelight. Last year 
he accidentally got into it at Tacoma. He 
wasn't on the program this year, either, but he 
did have to say a few words about Title II loans 
in the small communities of Oregon. Result: 
He made the headlines in the Portland daily 
papers, and that is more than the city slickers 
did. His name is Clauss—some call him Santa 
Claus, and he comes from Lakeview, Ore. Then, 
to prove that he knows something about lumber, 
he won first prize for naming all the samples 
of different western woods in the contest 
sponsored by the West Coast Lumbermen’s As- 
sociation. 

Now just to make it unanimous for south- 
eastern Oregon, Mr. Clauss’ pal and neighbor 
from Klamath Falls, Big Cap Collier, again 
stole the show in the distribution discussion, 
with his dissertation on the “Tick Bird and the 
Rhinoceros.” 

A Fine Lumber Atmosphere 

There was a fine lumber atmosphere about 
the sessions throughout the convention, with a 
beautiful Certigrade red cedar shingle pulpit 
presented by the Red Cedar Shingle Bureau 
for the comfort and convenience of the speak- 
ers and the lumber manufacturers and whole- 
salers taking part in discussions. 

Above the rostrum back of the speakers’ table 
hung a huge plywood panel, in natural color, 
bordered with a black frame, bearing in large 
letters the following inscription: “Business 
Clicks in ’36. Think. Prepare. Hustle.” 

There was music in the air at the opening 
of the business sessions. D. E. Smith a talented 
member of the association, rendered vocal num- 
bers, accompanied by Mrs. Smith. Mr. Smith 
is a member of the firm of Smith Bros. Lum- 
ber Co., of Logan, Utah, and he does not wear 
whiskers. 

That splendid movement, the Four-H Build- 
ers’ Club, originated by O. G. Hughson, and 
which is carried on under the direction of H. 
C. Seymour of the Oregon State College at 
Corvallis, who is the State Four-H Club leader, 
received recognition and endorsement in a spe- 
cial resolution which commended this work to 
all of the members of the association. 

An important movement was started when a 
special motion by Earl LeValley, Columbia 
Valley Lumber Co., Bellingham, Wash. pre- 
vailed. This motion authorized the appointment 
of a committee to investigate the feasibility of 
starting a Western Retail Lumbermen’s loan 
qproeiatien to discount Title II loans under the 


again. 


Another topic of great interest which occu- 
pied a prominent place on the program, was 
trade promotion which was admirably handled 
by F. Dean Prescott, Fresno, Calif. Dean Pres- 
cott is one of the deans of the western retail 
lumber industry, a member of the Western 
Retail Lumbermen’s Association 26 years ago, 
and served his time as president of the or- 
ganization. 

Highlights of the program were too numerous 
to mention. Not the least of these was Ernest 
E. Woods, secretary Southwestern Lumber- 
men’s Association, Kansas City, Mo., whose 
topic was “Old Fashioned Ethics.” In his 
happy, witty manner Mr. Woods left his audi- 
ence feeling that, notwithstanding all of the 
changes that have come about in the manner 
of conducting a retail lumber business, the 
fundamentals and worthwhile principles of the 
good old-fashioned ethics still prevail, and in 
the end are not only morally sound but pro- 
duce profits. 


All-lmportant Topic—Distribution 


Bill Bell, managing director of the associa- 
tion, fired the opening gun on that all important 
topic of “Distribution,” and at many points on 
the program had to take a bow for his record 
of achievement in the interests of the organiza- 
tion during the past year. 

One important sign of the progress of the 
times was the retailers’ attitude toward grade- 
marked and mill-identified lumber. The retailers, 
like Carl Blackstock’s preacher, seem to be for 
it, in fact they endorsed it. Thereafter, much 
appreciated additions to the program were talk- 
ing pictures, one by the Red Cedar Shingle 
Bureau and the other by the Western Pine As- 
sociation. These two attractive and highly in- 
formative films are familiar features on most 
lumber convention programs this winter. 


Resolutions Are Presented 
The scope of convention activities and ac- 
complishments is well shown in the resolutions 
adopted, of which President Carl Blackstock 
said: “This is the finest list of resolutions that 
it has ever been my pleasure to hear presented 


to a convention.” They are summarized as fol- 


lows: 


Resolutions were adopted expressing to the 
manufacturer and wholesaler associations of this 
region the retailers’ desire to co-operate closely 
in the proper and harmonious solution of any 
and all problems that may arise; endorsing the 
program of lumber manufacturers in grade- 
marking lumber; advocating extension of Title 
I of the National Housing Act for at least 
eighteen months beyond present expiration date 
of April 1, 1936. 

One of the most pleasing features of the con- 
vention was the “Old Guard” dinner held 
Wednesday evening preceding the general open- 
ing of the convention. This dinner was orig- 
inated by Roy Brown, secretary of the Western 
Retail Lumbermen’s Association. 


by the Portland lumbermen. The ruling spirit was one of busi- 
ness activity and optimism. 
gated to the past, and was mentioned only as a matter of history 
and for the lessons that might be learned from it. 
accomplishments of the past year by both the Western Retail 
Lumbermen’s Association and the National Retail Lumber Deal- 
ers’ Association were held up before the members again and 
The members in turn accepted these statements, and 
broke a precedent by re-electing Carl Blackstock to serve another 
year as president of the organization. 
choosing Carl’s home city, Seattle, for next year’s convention. 


Business depression has been rele- 


The great 


They followed this by 


C. W. Gamble, of the Boise-Payette Lumber 
Co. presided. Speakers included Carl Black- 
stock, A. D. Collier, Robert W. Graham, W. 
W. Anderson, A. L. Steven, B. J. Boorman, 
Charles Healy, W. C. Miller, John Dower, 
Henry Trask, Roy S. Brown. George M. Corn- 
wall, editor of the Timberman, Portland, told 
of the organizing of the association 33 years 
ago. T. M. Shields, district manager of Sim- 
onds Saw & Steel Co., Seattle, who is famous 
throughout lumber circles of the Northwest for 
his stories, provided the entertainment and kept 
the “Old Guard” in a roar of laughter. 


Entertainment Is Elaborate 


The Portland lumbermen as hosts provided 
elaborate entertainment both for the ladies and 
men in attendance. Harry W. Aldrich, of the 
Aldrich-Cooper Lumber Co., was general chair- 
man of the Portland convention committee. A 
long list of prominent Portland lumbermen filled 
the committees and did their part to make the 
convention one long to be remembered. The 
entertainment was elaborate, including Thurs- 
day’s ladies’ luncheon. Friday there was pro- 
vided a stag dinner and hi-jinks for the men, 
and a ladies’ theater party, with grand finale 
Saturday night in the annual banquet, entertain- 
ment and dance. 


Officers and Directors 


The officers and directors of this organiza- 
tion either elected or holding over are as fol- 
lows: 


President —Carl Blackstock, 
Lumber Co., Seattle, Wash. 


Vice presidents—(Idaho) John Poitevin, East 
Side Lumber Co., Idaho Falls, Ida.; (Montana, 
Western Div.) Earl W. Brown, Brown Bros, 
Lumber Co., Helena; (EKastern Div.) Charles 
E. Brown, Midland Coal & Lumber Co., Niles 
City; (Nevada) Ray Peterson, Home Lumber 
& Coal Co., Reno; (Oregon, Western Div.) 
Charles Cooley, Three C’s Lumber Co., Grant’s 
Pass; (Eastern Div.) Paul Van Petten, Van 
Petten Lumber Co., Ontario; (Washington, 
Western Div.) W. C. Deering, John Dower 
Lumber Co., Tacoma; (Central Div.) Erling 
Helliesen, Helliesen Lumber Co., Yakima; 
(Eastern Div.) E. L. Rowles, McGoldrick 
Lumber Co., Spokane. 

Directors (3 years)—Ray Beil, Baird-Naun- 
dorf Lumber Co., Spokane, Wash.; Albert W. 
Gates, Montana Lumber & Hardware Co., 
Lewistown, Mont.; F. H. Robinson, Grogan 
Robinson Lumber Co., Great Falls, Mont.; W. 
H. Hermsen, Shockley Lumber Co., Baker, 
Ore.; L. C. Scharpf, Twin Oaks Builders Sup- 
ply Co., Eugene, Ore.; Earl LeValley, Colum- 
bia Valley Lumber Co., Bellingham, Wash.; 
Henry J. Nelson. Nelson Lumber & Coal Co., 
Arimo, Ida.; D. E. Smith, Smith Bros. Lumber 
Co., Logan, Utah. 


Directors (2 years)—J. R. Coffin, Elko Lum- 
ber Co., Elko Nev.; C. H. Crawford, Tum-a- 
Lum Lumber Co., Walla Walla, Wash.; F. S. 
Dickinson, Colby & Dickinson (Inc.), Seattle, 
Wash.; E. B. Gabriel, Gabriel Powder & Sup- 
ply Co., Salem, Ore.; C. S. Kenyon, Kenyon 
Noble Lumber Co., Bozeman, Mont.; J. E. 


Blackstock 
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BIGGEST AND BEST IN YEARS 


Ruling Spirit Ils That of Optimism -- Unpleasant “Ride” 
of Recent Years Forgotten Except for Lessons Learned 


Olinger, J. E. Olinger & Son, Milton, Ore.; 
John Uglem, Home Lumber Co., Lewiston, 
Ida.; C. F. Ullman, Ullman Lumber Co., Big 
Timber, Mont. 

Directors (1 year)—C. M. Coddington, Citi- 
zens Lumber, Coal & Supply Co., Yerington, 
Nev.; A. D. Collier, Swan Lake Moulding Co., 
Klamath Falls, Ore.; C. M. Harmon, Hyak 
Lumber & Millwork Co., Olympia, Wash.; J. 
Earl Healey, Neihart Lumber Co., Belt, Mont.; 
George Kisling, Ridenbaugh Lumber Co., 
Boise, Ida.; F. C. Kendall, Potlatch Yards 
(Ine.), Spokane, Wash.; A. O. Sheldon, Tri- 
State Lumber Co., Salt Lake City, Utah; H. F. 
Woldenberg, Great Northern Lumber Co., 
Wenatchee, Wash. 


The opening general session Thursday morn- 
ing, in addition to the usual ceremonies, routine 
reports, and committee appointments, was given 
over to the message delivered by President 
Carl Blackstock. The early part of the ses- 
sion was presided over by Managing Director 
W. C. Bell, until the president took the floor 
to deliver. his message. 

In addition to his reputation as a talker Carl 
Blackstock has a reputation as a fighter and 
a doer. When he became president about a 
year ago he started out to do things, and then 
some technical member pointed out that the 
constitution and by-laws provided only one ac- 
tivity for the president, namely, that of pre- 
siding at the annual convention. However, 
Carl took the stand that even if it was uncon- 
stitutional, precedent gave him the right to 
also make an address to the convention. 


What Does the Future Hold? 


Here are some of the things that President 
Carl Blackstock told his hearers: 


“What does the future hold in store for our 
industry,” asked Mr. Blackstock, “and what 
are we going to do about it? What kind of 
merchandise must we handle? The answer 
should be, quality material generally. Whose 
merchandise? I say, the manufacturer who has 
an orderly distribution policy, and no others 
need apply. 

“We can not dodge the fact that rebuilding 
America is a selling job. We must do intelli- 
gent, well-organized selling. We must do pro- 
gressive, smart, well-ordered advertising. Cut 
out the grandmother cookbooks, the nondescript 
calendars and everything of that character, and 
place your advertising in the hands of a man 
who knows. Quit guessing. 

“What about the immediate future? Most 
authorities agree that America needs rebuilding 
with modern structures, properly insulated, ac- 
cousticized, air-conditioned, and having all the 
modern equipment that makes for comfort and 
enjoyment of life.” 

Unfortunately space does not permit presenta- 
tion in full of Mr. Blackstock’s masterly ad- 
dress, which was indeed a keen analysis of the 
problems confronting not alone retailers, but 
manufacturers and wholesalers as well, in rela- 
tion to the changing conditions of the times, 
and outlining a definite chart for their guidance. 


Appraises Merits of FHA 


Thursday afternoon was the FHA program. 
Ben H. Hazen, of the Benjamin Franklin Sav- 
ings & Loan Association of Portland, led off 
for the money lenders. The title of his address 
was “A Saving and Loan Man Looks at FHA.” 
Mr. Hazen is no stranger to Western Retail 
association programs. He is a forceful and 
pleasant speaker with something worthwhile 
to say. 

In his talk, Mr. Hazen said that while there 
are some things about the National Hous- 


ing Act that he didn’t like, there were others 
that were to be commended. 


Among other things, said he, is that it has 
put over the best job of publicity I ever saw. 
It has put into the field some of the most 
practical and capable experts on home finance 
ever brought together. It has helped to 
lower the interest cost of home ownership. 
It has established standards of construction 
and of appraisal such as we never enjoyed 
before. It has helped to make money avail- 
able for home financing when and where it 
could not otherwise have been found. It 
has helped to suppress the use of second mort- 
gages, and furnished a substitute for that 
expensive system of finance. 

lf I were a retail lumberman I would use 
Title II loans to finance every house I could 
—with one exception. I would not overlook 
the fact that certain portions of Title II are 
temporary, and that it may not always be 
the best source of money; that the great real 
source of future business is not the man 
who wants an 80 percent loan, but those 
thrifty American citizens who want to borrow 
conservatively, and who always could and 
always will be able to finance their homes 
through the regular channels of home finance, 
without the expense or red tape necessarily 
involved in an insured mortgage. 

There is no question but what your busi- 
ness has ahead of it a period of gradually 
increasing prosperity. Don’t look for a build- 
ing boom. Natural forces do not yet justify 
it. The natural workings of economics call 
for a revival of rents, followed by gradual 
disappearance of vacancies in old houses, a 
rise in the value of old houses and those 
vacancies disappear, and then—possibly two 
or three years from now—a genuine revival 
of new construction on a big scale. 


Uncle Sam's Nationwide Campaign 


Ray W. Beil, of the Baird-Naundorf Lumber 
Co., Spokane, in a fine address on “Getting Re- 
sults With the FHA,” stated that Uncle Sam is 
putting on a nation-wide advertising campaign 
to sell the American people on the idea of build- 
ing and modernizing homes. Here, said Mr. 
Beil, is where we retailers come into the picture. 
Each of us has his own special way of finding 
prospects. Newspaper advertising is good to tie 
in with the FHA program. Monthly mailings 
to a selected list will bring their share of pros- 
pects. Letters to incoming residents are good 
for future business, especially where a dealer 
handles fuel, for such transactions will get him 
acquainted with the newcomers, so that later on 
when they are in the market for home building 
or repair materials they will come to him. 

Mr. Beil then told of various ways of han- 
dling the prospects, illustrated by interesting in- 
cidents from his own experience, concluding his 
fine address by saying that if ever the retail 
lumberman had a chance to cash in on a na- 
tional program it is right now. “We must not 
only think it and dream it, but work at it every 
single day,” said he, “and by this continual 
plugging and working closely together I am sure 
that at the end of 1936 we will be able to make 
up a profit and loss statement that we will be 
proud to show to our bankers.” 


Housing and the FHA 


Clifford C. Anglim, district director Federal 
Housing Administration, San Francisco, using 
as his subject “Black Ink,” went to bat for 
the FHA in no uncertain terms. Mr. Anglim 
pointed out the importance of the home build- 
ing movement to all business and stated that 
a profit for all is what we are most inter- 
ested in. He recalled that for every $15 worth 
of business in the building industry did in 1928 
it did only one dollar’s worth in 1933, and then 
alluded to the so-called economic cycle of re- 
curring overproduction. He asked his audi- 


ence, “De you believe that at any time in the 
past 20 years there was an over-production 
of homes?” He then stated that if the United 
States built 750,000 homes a year for five years 
there would still be a shortage of three and 
one-half million in desirable homes. 

He pointed out that there is a demand for 
financing just as much as for materials, and 
that it is just as essential for a building busi- 
ness. Speaking for the California situation he 
stated that in northern California all but one 
of the banking institutions are making loans 
under Title 2 of the NHA. 

*He attributed the collapse of building in 
1932 to the results of the widespread wild specu- 
lation of 1927, 1928 and 1929, which developed 
fear of a collapse, resulting in banks calling 
loans at the worst possible time for the bor- 
rower. He said that there wasn’t anything 
wrong with home owning. The calling of these 
loans forced many homes on the auction block, 
and no one would build when he could buy for 
one-half the cost of building. With no build- 
ing, and no building materials being sold, the 
wheels of industry stopped. 

Examination showed that short-period bor- 
rowing on homes by the people was too much 
of a gamble; therefore, the government worked 
out a plan, based to a large extent on the Eng- 
lish plan, providing long-period loaning on a 
monthly basis, and this plan has provided the 
home. builder a safe long-time loan and low 
rate of interest. 

Mr. Anglim explained that the half of one- 
percent insurance charge in connection with 
Title 2 loans will build up a fund of mutual 
insurance which if the actuaries are correct 
in their estimate will in the 17th year of a 
20-year loan make it unnecessary for the bor- 
rower to make any further amortization pay- 


ments. 
Bankers’ Attitude Discussed 


Following Mr. Anglim’s pertinent remarks 
C. J. Clauss, retail lumber dealer of Lake- 
view, Ore., took the floor, saying that Mr. 
Anglim was talking to the wrong crowd. He 
said this crowd are already sold on the FHA; 
the people you have to sell this to are the 
bankers. He gave examples, saying that he 
has been trying since October to get a Title 2 
loan in his community. He said it is im- 
possible to get such a loan in many small 
communities. Mr. Anglim had stated that 
where local funds could not be had for loans 
under the FHA the matter should be taken 
up with the State FHA administrators. 

Mr. Clauss showed that his experience proved 
the futility of such efforts. He pointed out 
that one of the largest branch banking organ- 
izations in Oregon had made only two Title 2 
loans, and now refuses to make any more. It 
was generally conceded that many small com- 
munities find it absolutely impossible to get any 
Title 2 money, and Mr. Anglim—defending his 
previous statement—said he was familiar only 
with conditions as they existed in his par- 
ticular district. 

Introductory to the showing of the Red Cedar 
Shingle Bureau talking picture “The Parade 
of the Wooden Soldiers,’ Robert Ingram, of 
the E. C. Miller Cedar Lumber Co., Aberdeen, 
Wash., delivered a message of the Red Cedar 
Shingle Bureau to the dealers. 

He assured the dealers of the shingle man- 
ufacturers‘ attitude on the retail distribution 
plan, and briefly told of the bureau’s efforts 
to help the dealers in the sale of Certigrade 
red cedar shingles, and the recently enlarged 
advertising program. In return, he requested 
one thing from the dealers; namely, that they 
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memorize the word “Certigrade,” and that they 
specify the Certigrade label on all shingles pur- 
chased by them. 


Industry Organization for Sales 


Friddy morning, following the report of Sec- 
retary-treasurer Roy Brown on the activities 
of the association, President Blackstock intro- 
duced F. Dean Prescott, Fresno, Calif., a mem- 
ber of the Western Retail Lumbermen’s Asso- 
ciation for 20 years, a former president, and 
now a member of the executive committee of 
the National Retail Lumber Dealers’ Associa- 
tion. His subject was: “Industry Organiza- 
tion for Sales Promotion.” Mr. Prescott got 
back at President Blackstock by explaining to 
members why it was that the executive com- 
mittee of the National Association call him 
“Million Dollar Blackstock.” It was a com- 
plimentary gesture, however. He said that 
Carl had.a vision and courage when he startled 
the directors with the statement that their 
budget should be a million-and-a-half dollars. 
Mr. Prescott kept his hearers interested from 
beginning to the end of his comprehensive djs- 
course which was filled with witty stories and 
homely examples. He made many helpful sug- 
gestions based on long experience in the retail 
merchandising of lumber. He spoke of the 
difficulties in proper advertising by retail lum- 
ber dealers. He suggested that the associa- 
tion devote time to the study of this problem. 
As to sales promotion ideas, he mentioned as 
only a few: The general appearance of the 
yard and properties of the dealer; attractive 
waiting room for customers and convenient tele- 
phone service for their use. He urged lumber 
dealers to take part in the activities of civic 
organizations, such as the Chamber of Com- 
merce. He advised line-yard operators to en- 
courage local managers to take their part in 
community life. He recommended that the 
dealers take several good trade papers, and 
read them. He discouraged what he termed 
over-selling the customer. He explained that 
he meant by that that the dealers should not 
sell a higher-price, higher-grade material to a 
customer when the lower-grade would serve 
the customer’s purpose as well. He urged care 
in delivery; that attention be paid to watch- 
ing the truck drivers to see that they unload 
their materials in convenient places for the 
contractors, and that goods easily damaged are 
stored in places where they will be protected 
at the job. He pointed out as part of the 
progress of retailers the addition of such lines 
as builders’ hardware and paint, which have 
become a part of most up-to-date yards today. 
He thought many dealers had been too slow 
to add such lines. 

He complimented the dealers in the Nosth- 
west upon the progress they have made with 
their organization, particularly during the past 
two years. 

The reception of Mr. Prescott’s timely re- 
marks may be somewhat gauged by the state- 
ments of President Blackstock, who arose at 
its conclusion and said: “That is the best speech 
I ever heard at a lumber convention.” 


Ethical Distribution Is Topic 


Friday afternoon was devoted to that all- 
absorbing topic, “Ethical Distribution.” This 
subject had been publicized more than any 
other part of the convention program. Mem- 
bers were supplied in advance of the conven- 
tion with a comprehensive booklet bound in 
colorful covers and entitled, “Come and Get 
It.” This title referred to orderly distribu- 


tion. The book was compiled and edited by 
W. C. Bell, managing director of the associa- 
tion. It gave the history and the development 


of the codes of ethics of distribution in the 
lumber industry which resulted in the national 
joint distribution statement formulated at a 
joint conference in Chicago on June 20, 1935. 
The booklet also carried fac-simile copies of 
letters from various associations that have en- 
dorsed the national distribution statement. 
These included the Red Cedar Shingle Bu- 
reau, West Coast Lumbermen’s Association, 


Western Pine Association, Western Red Cedar 
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Lumber, National-American Wholesale Lumber 
Association, Western Retail Lumbermen’s As- 


sociation, National Retail Lumber Dealers’ As- 
sociation and the National Lumber Manufac- 
turers’ Association. It also contained a sug- 
gested distribution statement for roofing, in- 
cluding asphalt and asbestos roofing materials. 
Also there was a suggested distribution state- 
ment for builders’ supplies. 


More on Distribution 


Bill Bell opened the fireworks on this out- 
standing topic on the convention floor, taking 
as his text “A Forward Look on Distribution.” 
He brought out as one of the most important 
things to look forward to, a larger develop- 
ment in the use and sale of grade-marked and 
mill-identified lumber. Mr. Bell urged the 
present as the time to further this movement, 
because it is apparently at the beginning of a 
building era. He pointed out that there is a 
demand for new homes, but not of the old 
“jerry-built” houses. The demand today is 
for well built, soundly financed houses. He 
expressed the opinion that grade-marked or 
mill-identified lumber will play an important 
part in this movement, and forecast a rapid 
development in this feature of distribution dur- 
ing the coming months. He complimented the 
Red Cedar Shingle Bureau as setting a good 
example. He pointed out that it was the first 
group of manufacturers to formally adopt the 
joint statement on lumber distribution. More 
than that, the Red Cedar Shingle Bureau mem- 
bers have grade-marked their products for 
many years; also carrying on them the mill 
identification. The bureau has also carried on 
a large program of trade promotion, and is now 
advertising its product to be sold exclusively 
by retailers. Mr. Bell urged that the retailers 
give their full co-operation and support to the 
bureau. 

As to enforcing the distribution statement 
Mr. Bell pointed out that that was up to the 
retailers. He said that if every retailer would 
make it his business to find out how his whole- 
saler or manufacturer stands regarding the 
plan, there will not be much trouble about it 
working. The distribution of asphalt roofing 
products came under fire, and he quoted a re- 
tail lumberman who said, “Whenever I see a 
shingle roof going on I am happy, because I 
know it was sold by a retail lumber dealer but 
if I see another kind of roofing going on I am 
not so sure.” He closed with the statement, 
“Quitters never win, and winners never quit.” 

This was the part of the program in which 
the manufacturers and wholesalers were particu- 
larly urged to take part. Ralph Brown, as- 
sistant secretary of the West Coast Lumber- 
men’s Association; S. V. Fullaway, secretary 
of the Western Pine Association, and Roy 
Dailey, Pacific Northwest district manager for 
the National-American Wholesale Lumber As- 
sociation, were the spokesmen for these groups. 
A year ago at Tacoma there was some fire- 
works when the manufacturers and wholesalers 
were more or less put on the spot by the re- 
tailers, but if anybody expected anything of 
that this time they were disappointed. The en- 
tire discussion was most harmonious, with each 
group represented having endorsed the joint 
distribution statement. The speakers urged the 
retailers to co-operate with them in making 
this statement effective. 

Mr. Brown told of the interest the West 
Coast association has in making such a state- 
ment effective. He told what they were do- 
ing in stimulating the grade-marking of lum- 
ber, and their increased efforts in trade promo- 
tion. He gave the dealers a list of the advan- 
tages of grade-marked lumber and particularly 
how it would contribute to the enforcing of 
orderly distribution. He reiterated the state- 
ment that the success of the distribution plan 
is largely in the hands of the retailers who 





BUILD WITH 
THE BONUS 


February 29, 1936 








control their purchases. He did take time out 
to condemn the retailer who in the past two 
years has learned to demand an_ unearned 
wholesale discount and is one of the factors 
tending to tear down any distribution plan. 

Secretary Fullaway, for the Western Pine 
group, took the same attitude largely. He 
pointed out that the Western Pine Association 
was among the first groups to give whole- 
hearted support both as a group and individ- 
ually to the letter and spirit of the national 
distribution plan. More than this he said they 
deserved no credit because it is simply a mat- 
ter of good business. As to grade- and trade- 
marking he pointed out that the association has 
the machinery and also that grade-marking has 
not taken hold and developed as rapidly as a 
good many people would like to see it. He said 
it will go ahead if the dealers demand marked 
lumber. 

A letter from the National-American Whole- 
sale Lumber Association urged the retailers to 
pass a resolution condemning the practice of 
wholesale discount for retailers. 


From the Wholesaler's Standpoint 


Roy Dailey, an advocate of orderly dis- 
tribution, told of many of the problems from 
the wholesaler’s standpoint. He condemned 
the wholesaler or the individual on the fringe 
of the wholesale industry who broadcasts lists 
of cut prices; also the patent buying agencies 
working on a monthly fee for distributing price 
information and placing orders. He stated 
that one of the things that are _ tending 
most seriously to tear down this program of 
orderly distribution is the so-called line-yard 
buyer who with no selling expense passes on 
a large portion of his wholesale commission to 
the line-yard company. This makes unfair 
competition for the retailers and wholesalers 
and tends to tear down the price of the manu- 
facturer. 

Then came the seventh inning, and with it 
Alfred D. Collier, known to all Western retail- 
ers as Cap. Collier, the big two-fisted retailer 
from Klamath Falls. Last year at the Western 
Retail Convention he was the victim of a man- 
ufacturer who discoursed on the “Tick Bird 
and the Rhinoceros.”—so Cap came prepared 
to talk about tick birds and rhinoceroses this 
time. He expressed his pleasure at the atten- 
dance of manufacturers and wholesalers at this 
meeting. Mr. Collier had some things to say, 
and he said them in a voice that everybody 
could hear. He illustrated them with apt 
stories or with actual examples in describing 
ethical distribution. He put it up to the re- 
tailer to do his part. He stated that ethics 
is a study of morality and a division between 
good morals and bad. He quoted as follows: 
“We should all act in accordance with that 
law which we would will should be a universal 
law.” Then he changed it a little, to “We 
should all act in accordance with that distribu- 
tion plan which we would will should be a 
universal distribution plan.” 


Southwestern Secretary Scores Hit 


Saturday morning Ernest Woods, secretary 
Southwestern Lumbermen’s Association, Kansas 
City, left everyone feeling well repaid and 
happy for coming to the convention, when he 
talked to them in his pleasant way about 
“Old Fashioned Ethics.” He brought out the 
advantages that might be had by closer con- 
tacts between members of different associa- 
tions, called attention to the presence of a 
member of the Southwestern Retail Lumber- 
men’s Association, Mr. Howard Ramey and 
suggested that members of the Western Asso- 
ciation could profit by attending the South- 
western convention. He was loud in his praises 
of the officers of the Western Retail Associa- 
tion, and paid especial tribute to the work of 
Carl Blackstock on the executive committee 
of the National Retail Lumbermen’s Associa- 
tion. For the benefit of the manufacturers, he 
stated that members of the Southwestern group 
will continuously buy more and more lumber 


(Continued on page 41) 
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February 29, 1936 


VIRGINIANS WILL 
“PUT ACROSS” 
GOOD IDEAS 


RIcHMOND, VA., Feb. 24.—Action of the Federal Govern- 
ment in experimenting in the field of low-cost housing, with a 
view to engaging in the building of low-cost homes for slum 
clearance and for the housing of employees of large industrial 
plants, was condemned by the Virginia Lumber and Building 
Supply Dealers’ Association at its tenth anniversary convention 
It was asserted that this low-cost 
housing program has generally retarded the home building pro- 
gram, because private industry, and particularly private capital, 
regards the low-cost program as unfair competition. 


held here Feb. 21-22. 


The association pledged itself also to sup- 
port national and State legislation for the regu- 
lation of commercial trucking comparable to 
regulations now imposed on other forms of 
transportation, whereby transportation will be- 
come co-ordinated and unified. It was asserted 
that certain malpractices have been enhanced 
by this comparatively new but established 
agency of transportation and that they are in- 


terfering with and jeopardizing the normal re- | 


tail distribution of merchandise. 


Takes Stand on Various Matters 


Convinced that both the railroads and the 
people of the United States will fare better 
through the private operation of railway trans- 
portation facilities, the association recorded its 
opposition to Government ownership and opera- 
tion of the railroad systems. It was the sense 
of the meeting that Government ownership and 
operation is almost certain to witness lethargy 
intolerable to private ownership and operation. 
It was also the sense of the meeting that the 
best interests of buyer and seller are conserved 
by merchandising quality products at quality 
prices. All dealers were urged to discontinue 
inter-market shipments. It was asserted that 
this practice invites reprisals, thus striking at 
their very existence. Manufacturers and whole- 
salers of all building materials were urged to 
co-operate with the dealers toward the attain- 
ment of “this self-sustaining healthy objective.” 

Grade-marking of lumber was declared to be 
a highly desirable and necessary step to assure 
consumers of species-and-grades honesty. It 
was also asserted that grade-marking will re- 
store public confidence in lumber and increase 
public respect for the lumber dealer. The asso- 
ciation endorsed this practice and urged its 
country-wide adoption. 


Wholesaler-Dealer Relations 


All Virginia dealers were urged to recognize 
the protection to which legitimate wholesalers 
are entitled, and in the interest of fair play not 
to accept any unfair commissions. It was 
agreed to patronize manufacturers and whole- 
salers who confine wholesale discounts to whole- 
salers who are recognized by the National- 
American Wholesale Lumber Association and 
other associations representing the wholesaling 
and jobbing divisions of their industries. 

Conceding that the greatest competitor of the 
construction industry is the aggressive merchan- 
dising of luxury manufacturers, the lumber and 
building supply dealers resolved to devote more 
and more attention to merchandising, reviewing 
the trade press zealously for ideas that might 
be used in presenting the advantages of home 
and modernization investments. 


Backs "Build with Bonus" Campaign 


In another resolution adopted it was pointed 
out that home building and modernization have 
been given first place on the spending list of 
veterans when their bonus is paid. Money spent 
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for homes and modernization, it was asserted, 
will afford veterans highly satisfactory returns, 
bring the construction industry badly needed 
business, and give building tradesmen long 
needed employment. The dealers resolved that 
they would imbue their salesmen with the im- 
portance of these objectives and get them to 
urge all veterans to invest a major portion of 
their bonus in new homes and modernization. 


The New Slate of Officers 


Officers for the ensuing year were elected as 
follows: ; 


President—D. Webb Mason, New River 
Lumber Co., Narrows. 
lst Vice President—Euclid M. Hanbury, 


Portsmouth Lumber Corporation, Portsmouth. 


2nd Vice President—M. A. Hassinger, Bris- 
iol Builders’ Supply Co., Bristol. 


3rd Vice President—J. Gordon Payne, 
Campbell-Payne (Inc.), Lynchburg. 

4th Vice President—Edgar M. Young, 
Fredericksburg. 


Treasurer—S. T. Massey, Massey Builders’ 
Supply Corporation, Richmond. 

Directors—W. C. Arrington, Norfolk; Chris- 
tian Weaver, Newport News; Fritz Will, Sr., 
Richmond; C. B. Nettleton, Covington; R. N. 
Felton, South Boston; C. L. Fletcher, St. Paul; 
B. T. Taylor, Farmville; R. V. Vaden, Gretna; 
D. C. Laughon, Pulaski; J. H. Eutsler, Grot- 
toes; L. C. Smith, Clarendon; G. R. Thompson, 
Marshall. 


Craig Ruffin, of Richmond, retiring presi- 
dent, was placed on the advisory council, J. A. 
Hagen, Norfolk, was named director for the 
National Federation of Builders’ Supply Asso- 
ciations, and John H. Rosenberger, of Win- 
chester, was chosen director for the National 
Retail Lumber Dealers’ Association. W. F. 
Liebnow, Fredericksburg, was named national 
councillor of the United States Chamber of 
Commerce. An exhibit of the MacLea Lumber 
Co., of Baltimore, was voted the most attrac- 
tive on display and the company was presented 
with a silver cup. 


Cement Committee Presents Report 


The cement committee, headed by J. A. 
Hagen, Norfolk, presented a report suggesting 
that dealers be guided by the following rules 
in their sales of cement: 


1. To refrain from requesting cement man- 
ufacturers to ship to such destination points 
as are served by other dealers; in other 
words, discontinue the practice that is grow- 
ing, known as cross-shipping. 


2. To respect the territory of other deal- 
ers, as to their retail and carload business, 
and not sell in other markets cheaper than 
you sell in your own. 


3. To maintain a minimum differential of 
15 cents per barrel on all carload, or barge- 
load shipments, selling not less than 132 bar- 
rels and making such sale to only one cus- 
tomer. 


4. To know what the sales representatives 
are doing in your market, and not be in- 
fluenced to lower your price to help them 
make a sale. 


The association at the same time gave 
approval to the Federal Housing Act, under which the Federal 
Housing Administration “has carried on a vigorous program 
for the stimulation of home building, home modernization and 
repair,” and pledged its co-operation in behalf of that program. 
As Title I of the Federal Housing Act will expire March 31, 
unless extended, it was recommended to the senators and 
congressmen from Virginia that it be extended by the present 
Congress for two years in order that the benefits of that 
program may be realized to the fullest extent possible. 
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--They'll Seek Them in Their Trade Paper; Sup- 
port “Build With Bonus” Campaign -- Approve 
Grade Marking That Assures Honest Quality -- 
Oppose Government Low-Cost Housing But 
Want Title 1 Extended -- Against Government 
Railroad Ownership; Truck Regulation Desired 


its unqualified 


5. To have our State association furnish 
revised list of established dealers to cement 
manufacturers, and also the destination 
points at which shipments might be made 
to them. 

6. To co-operate with all ethical manu- 
facturers of cement that they might be given 
recognition in markets, even at some possi- 
ble inconvenience, as denial of such recogni- 
tion is often the forerunner of the creation 
of new outlets by salesmen under pressure. 


Tells of Dealer's Opportunities 


J. Ben Wand, Jacksonville, Fla., spoke on 
“Dealer Opportunities and Obligations,” saying 
in part: 

This business of being a building mate- 
rial dealer carries with it very definite obli- 
gations as well as opportunities, but I don’t 
know that these obligations are any more 
serious than those of other businesses or 
professions, and I am not sure that the op- 
portunities are any greater or even as great 
as those of some other industries. I think 
you have got to love the retail building ma- 
terial business to follow it, because it con- 
tains a lot of disappointments. A man has 
to learn to take it on the chin as he sees 
some competitor take a nice order away from 
him and when he fails to collect a promised 
payment that he counted on with which to 
meet his payroll. There are so many folks 
in this business and the competition is so 
keen that it seems more important today to 
work with your competitor in an organized 
way than it did a decade or a generation 
ago. Which leads me to this thought, that 
the good-will of your competitor is worth 
more to you than the good will of your cus- 
tomers. 


Good Homes Will Reduce Crime 


Former Governor A. O. Eberhart of Minne- 
sota told the delegates that good homes would 
cut the high cost of crime in the United States 
materially. Speaking on “The Home of To- 
day,” Mr. Eberhart, now a special representa- 
tive of the Federal Housing Administration, 
asserted that more good healthy homes would 
do much toward halting crime before it is 
started. 

Mr. Eberhart told the convention that more 
than 850,000 loans had been insured under the 
Federal Housing Act, and that less than one- 
half of 1 per cent were in default. He gave it 
as his opinion that three million homes would be 
built in this country within the next ten years. 

President Ruffin in his annual report said 
that the association is working day and night 
trying to create progressive ideas that will 
benefit its members. It is constantly working to 
bring about a better understanding between 
wholesaler, manufacturer and retailer, whereby 
the dealer can know just where all three stand, 
with ultimately fuller protection for him. 

Importance of handling only seasoned lumber 
was stressed by W. D. Parlour, Southern Pine 
Association, New Orleans. “Don’t let any 
green lumber come into your yards,” he cau- 
tioned. “It is the worst enemy you have to 
combat.” 
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NORTHERN WOODS HAVE LONG FUTURE 
--- Manufacturers Are Told at Annual 


Consumption by Furniture Industry and Prospects for Building Demand Are Reviewed 
--Effects of Grade Rules Being Analyzed -- Increased Trade Extension Activity Proposed 


MILWAUKEE, Wis., Feb. 24.—While attendance at the an- 
nual meeting of the Northern Hemlock and Hardwood Manu- 
facturers’ Association was relatively small, due to the handi- 
caps to travel incident to the severe weather prevailing, it was 
an enthusiastic gathering of lumbermen, pervaded by a very 
optimistic feeling with respect to the spring trade, that assem- 
bled in the South Room of the Pfister Hotel, here, on Feb. 18. 

President R. B. Goodman, of Marinette, Wis., warned the 
members to pay special attention to the current monetary and 
price situation and endeavor to detect the progress of inflation. 
If these developments mean higher apparent prices there are 
many ways in which our commercial and administrative actions 
We shall have the problem of preventing 


should be guarded. 











ABBOTT FOX, 
Iron Mountain, Mich.; 
Elected President 


R. B. GOODMAN, 


Marinette, Wis.; 
Retiring President 


Speaking of forestry matters, Mr. Goodman 
said that timber is now reproducing on a whole 
as rapidly as it is being cut, and at the end 
of a five or ten-year period it appears that more 
timber will be produced than is being cut, by 
an appreciable margin. He called attention to 
the tremendous change in our outlook which 
must result from that point of view. This will 
have much to do with the future course of 
stumpage values in the Lake States. 

Secretary O. T. Swan then discussed associa- 
tion affairs. At the present time the associa- 
tion is in very healthy condition, with a larger 
membership than in 1929, and past-due accounts 
at the lowest figure in its history. 

Secretary Swan pointed out certain important 
trends which should be considered by operators 
at this time and watched as they develop. 
Among these are: 

1. Efforts being made to develop a suitable 
low-cost pre-fabricated house. 





SHORTAGE IN BUILDING CONSTRUCTION 
UNITED STATES, 1925-1934 


This chart, used by Mr. Von Spatch in his 
talk, shows the marked decline in building con- 
struction from 1925 to 1934, from 8.82 square 
feet of floor surface per capita of total popula- 
tion in 1925 to 1.35 square feet in 1934. The 
shortage is expressed in the difference between 
the per capita construction each year and the 
per capita construction in 1925. The columns 
represent the accumulated shortage for each 
year after 1925, taking into account the annual 


2. The increasing call for association-cer- 
tified or grade-marked lumber. 

3. The persistent drive 
rates from competing 
market territory. 


for lower freight 
regions into our local 


4. The reported use of substitutes in the 
furniture trade for northern hard maple to 
the detriment of the northern wood. 


5. The increasing taxation on industry to 
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costs from rising faster than prices rise. 
readjustments which must be watched carefully. 
lems are not alone those which arise during the advance, but 
also the much more serious ones which will face the managers 
and operators when the inevitable readjustments take place. We 
can, by counseling together, better detect the progress of these 
forces, and determine how we must safeguard ourselves. 
now, inquiries are coming in asking that prices be quoted for 
deliveries considerably in advance, and some are asking for 
price protection for as much as a year. 
ers are entirely different than our interests as sellers. 
pointed out that most people like inflation for themselves while 
they think it bad for the country or for others. 


There will be many 
These prob- 
Even 


Our interests as buy- 
He 








W. A. HOLT, 


oO. T. SWAN, 


Oconto, Wis. Oshkosh, Wis.; 
Vice President Secretary 
cover the costs of present and prospective 


social and other legislation. 


6. The prospects for the revival of further 
plans for the Government regulation of in- 
dustry in some more aggressive and decisive 
manner. 


7. The trend of labor legislation, both Fed- 
eral and State. 


8. The growth of the housing shortage, 
and the Federal drive for increasing con- 
struction activity. 

9. Changing economic conditions, such as 


rising commodity prices, and their effect on 
merchandising problems. 


H. C. Moser, of the Lake States Forest Ex- 
periment Station, St. Paul, discussed the stand- 
ing timber survey of Wisconsin and Michigan. 
He explained the methods used whereby it is 
believed that the timber survey now being made 
would be the most complete and accurate of any 
ever taken. The complete figures for Wiscon- 





increase in population. The total estimated 
shortage for all types of building amounted in 
1934 to nearly four and one-half billions of 
square feet of floor surface. An estimate of the 
cost of making up this shortage, on the basis 
of average cost per square foot in 1931, gives 
a total of approximately 38 billions of dollars. 
A similar calculation of the cost of making up 
the shortage in residential building of three 
billion square feet in 1934 reaches a total of 
nearly 13 billions of dollars at the average cost 
in 1931, 
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sin and Michigan will not be compiled and re- 
leased until some time in May. While Mr. 
Moser did not give any estimates drawn from 
these figures, the impression was gained from 
questions asked him that it is likely the final 
reports will show considerably more standing 
timber in Wisconsin and northern Michigan 
than is commonly considered to exist. 


Plenty of Timber for 25 Years 


Traffic Manager F. M. Ducker had a large 
wall chart showing the stand of timber in the 
hands of operating mills in Wisconsin and 
Michigan, totaling about nine billion feet. The 
chart also showed the estimated drain each 
year over a thirty-year period. The industry 
still has a long period of life in the Lake States. 
Mr. Ducker pointed out that these firms per- 
haps own only 35 or 40 percent of the total 
stand and therefore the picture which he drew 
related more to the life of these particular cor- 
porations than to the life of the industry, be- 
cause as long as timber is available there will 
be operating firms which eventually will be 
formed to cut it. There will be plenty of north- 
ern hardwoods for another quarter century at 
least. 


John M. Bush, chairman of the association 
bureau of conservation, who attended the meet- 
ing of the joint committee on forestry in Wash- 
ington on Feb. 7, where forestry legislative mat- 
ters were under consideration, outlined the dis- 
cussions which took place and gave his im- 
pressions of the type of legislation which might 
be developed in the near future. 


Study of Grading Rules 


Al. Klass, of Oconto, chairman of the bureau 
of grades, said that studies had been made and 
would be completed looking to a more detailed 
analysis of the effect of the present hardwood 
grading rules and the desirability of certain 
modifications. He said that his committee was 
making a study of the actual average shipping 
weights of northern hardwoods, and that it 
wanted the co-operation of all members in fur- 
nishing factual data, which would be submitted 
to the rules committee of the National Hard- 
wood Lumber Association. 


Harry P. McDermott, associate director, Fed- 
eral Housing Administration, Milwaukee, was 
on the program to discuss the housing shortage 
and what the Federal Housing Administration 
is doing to stimulate building, but had to cancel 
his plans at the last moment and Mr. Von 
Spatch of his office gave the address. He called 
attention to the shortage in building construction 
shown by the reports and charts of the Na- 
tional Industrial Conference Board, one of 
which is here reproduced. It appears that based 
on construction averages in 1929 in terms of 
square feet of floor surface, even a year 
ago we had an accumulated deficit of more 
than 40 billion dollars’ worth of building, and 
of more than 15 billion dollars’ worth of resi- 
dential building, and the cumulative shortage 
is now even greater. The Federal Government 
is making the greatest attempt in history to 
bring about an effective, far-reaching revival 
of construction. Mr. Von Spatch questioned 
whether the lumber industry is taking the active 
interest in these efforts that it should take. He 
felt that every operator, manufacturer, and re- 
tailer should stop and consider whether he 
might not, through activity in his own com- 
munity and in the organizations with which 
? is connected, bring about action under these 
plans. 


New President Outlines Policies 


Abbott Fox, of the Von Platen-Fox Co., 
Iron Mountain, Mich., who has been association 
vice president, was elected president, and W. 
A. Holt, of the Holt Lumber Co., Oconto, 
Wis., was chosen vice president. 


Mr. Fox took the Chair, and in outlining 
the polic ies which he thought would be helpful 
in governing the association work during the 
coming year, stressed responsible committee 
work, with frequent meetings of committees; 
increased trade extension activities, and a con- 
centration on traffic and freight rate matters. 
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SALESMANSHIP, FHA, Lien Laws, 


GOVERNMENT 


RELATIONS 


NASHVILLE, TENN., Feb. 24.— The 
eleventh annual meeting of the Tennessee 
Lumber, Millwork & Supply Dealers’ As- 
sociation, held in this city Feb. 19-20, was 
the best attended of any in recent years. 
Intense interest was manifested by a full 
measure of attendance at each business 
session. The opening address was deliv- 
ered by Judge Lytton Hickman, who 
stressed the hope that the dealers in their 
deliberations would emphasize the need 
for all members becoming interested in 
national, State and local government, each 
being entirely dependent upon the others 
for material welfare. 

Better merchandising was the theme of J. Z. 
Hollman’s address on “The Year Before Us.” 
He pointed out the need for all retail lumber- 
men to do a better 
selling job if they are 
going to meet the 
competition of live- 
wire merchants among 
whom the practice of 
“pulling door bells” is 


W. A. SEAGLE, 
Chattanooga; 
Re-elected President 





already established. He 
urged the dealers 
never to lose sight of 
the fact that it is their 
job to sell complete 
homes. 

The Association counsel, J. Tyree Fain, of 
Nashville, explained at length the features of 
the National Security Act and its effect upon 
retail lumber-yard management. His explana- 
tion of the different features, such as old-age 
pensions and tnemployment insurance, brought 
forth questions on their application in the State, 
greatly clarifying the dealers’ ideas on these 
matters. 


J. TYREE FAIN, 
Nashville; 
Association Counsel 


Modern Merchandising is Discussed 


Modern merchandising was also the subject 
ably dealt with by H. H. Fitzpatrick, of Louis- 
ville, who made a lasting impression on the 
assembly by his indictment of the non-aggressive 
dealer, and by his recommendation that the 
word “inertia,” which he said was descriptive 





BUILD WITH 
THE BONUS 


Sunes Act Con- 
sidered at Tenn- 
essee Annual 


of a general affliction among lumber dealers, 
be stricken from our dictionaries. 

Jacques Willis, Chicago, gave a characteristic 
talk on the merits of wood, stating that “good 
wood has never failed to do the work nature 
intended it for,” but that lumbermen have failed 
to sell “good wood,” thereby allowing inferior 
material to place the blame on wood in general 
for failures in durability. He cited many in- 
stances of buildings of Colonial days which need 
but a little paint to make them as good as new. 
He made it clear that Mother Nature today 
makes wood in as high grades as in any past 
age. 

B. W. Horner, of Memphis, who is director 
of the State FHA, gave a very instructive talk 
on Titles I and II. He said that his office is 
ready to send representatives into any section 
of the State to assist in instructing interested 
dealers in making applications and if necessary 
to help in arranging for the loans, and, if the 
dealer has no immediate banking connection, 
having qualified for making such loans, that he 
would direct individuals interested to the places 
where the loans could be effected. 


Other Associations Heard From 


Greetings were received from Secretary J. 
P. Williams of the Georgia association; Joseph 
Rowell, of the Alabama association, and Her- 
bert West, southern director of the National 
Retail Lumber Dealers’ Association. Mr. West 
called attention to the fact that President 
George W. LaPointe, Jr., and Spencer D. Bald- 
win, past president of the National association. 
would deliver important addresses at the Ala- 
bama annual, and urged all the executives of 
the adjacent State organizations to join with 
them in their meeting. 


President Is Re-elected 


W. A. Seagle, of Chattanooga, was re-elected 
as president. Randall Stivers, of Cleveland, was 
elected vice president for eastern Tennessee; 
William Lassiter, of Paris, vice president for 
western Tennessee; and Joseph Scheffer, Jr., of 
Nashville, vice president for middle Tennessee. 
Fred Scheidegger, of Chattanooga, was re- 
elected treasurer and Floyd Mitchell, of Tulla- 
homa, was chosen acting secretary. 

The Board of Directors is as follows: C. L. 
Marshall, Johnson City; W. A. Seagle, Chat- 
tanooga; W. F. Lee, Sparta; Paul B. Carr, 
Johnson City; J. N. Fite, Jackson; W. J. Wal- 
lace, Jr., Nashville; E. G. Butler, Memphis; 
Abner Taylor, Jackson; Fred R. Stair, Knox- 
ville; W. J. Sanders, Jr., Tullahoma; R. H. 
Renfro, Erwin; William B. Dunlop, Clarksville ; 
Joe M. Tucker, Jr., Ripley. 

A banquet in the evening was sponsored by 
the Nashville dealers, salesmen and manufac- 
turers’ representatives, with some of the Nash- 
ville distributors. 

At the last business session an interesting 
talk was delivered by Paul B. Carr, of Johnson 
City, on the need to support the State associa- 
tion, if for no other reason than to protect the 
lien laws. 





Don’t PUT a squatty, low house on a low 
piece of ground, or a tall, thin house on the 
crest of a hill. In this connection it is suggested 
that where plans for the house have been drawn 
up by an architect for a site different from the 
one for which they are now being used, extreme 
care should be taken that they fit the new 
location. 
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Make High Scores in Wood Identification Contest 
Toronto, Onv., Feb. 24.—The nineteenth annual convention voice can be heard is through our asso- | | 
e ° . . . . * . ” . . ° 
of the Ontario Retail Lumber Dealers’ Association, which was_ ciation.” In connection with the Domin- 
held in the Royal York Hotel, here, Feb. 12-14, was unique in ion Housing Act, the association had 
many respects, and set a new standard for lumber conventions done a great deal of work during the 
in Canada. In the first place, the attendance was much greater year, ably assisted by its Housing Act 
than at any previous convention of this association, and included committee, including J. D. Branch, of C. F. RICHARDS, 
many dealers from practically all parts of the Province. The Walkerville; E. M. Barrett, of Ottawa, I 
attendance of ladies was about double that of any previous con- and the dealers of Ottawa and Toronto. 
vention. President A. R. Stinson, of Toronto, in his address, When standards of construction for houses erected under the Th 
spoke of the very gratifying progress made by the association Housing Act were being drawn up at Ottawa, the Ottawa nois - 
during the year, and of the great necessity for continued active members of the association had done some good work in fore- ciatic 
co-operation among dealers. “Governments,” he said, “are stalling an active movement which would have discriminated Ahea 
interfering more and more with business, and the only way our against the use of wood. This injustice had been prevented. three 
; . . . . rv , ‘ cago 
The legislation committee, President Stinson Wood Identification Contest — the Dominion Housing Act, urging the Thur 
continued, had been particularly busy all year, Pare ; ealers to do everything possible to put the ‘ 
submitting the views of the dealers, in connec- A wee ieeiiuien canted wae senate Act across for the approaching building season. two 
tion with important examples of government y mip. Sos Phage —_ bie cients tien The afternoon session on the opening day At tl 
interference with business, including the Act ‘°F mem in ™ F Ret: Bese Become a ed. was devoted to the reading of annual reports sessit 
for the Limitation of Hours of Work in In- greatest number of samples r cisplaye- by the president, secretary-manager, and chair- 

. ; . aoe” Students from Toronto’s four technical schools f . ; 9 om * the | 
dustrial Undertakings, and the Industrial Stand- ate dies teed eal nen ean ane es standing committees. These indicated br 
ards Act. In connection with the former, the WETS 4!so ae = = = i mia tage ney ~ that the association had had a very active year [= 
association had sent an extensive memorandum rome 8 "aa Rc in cach 3°a8"--7? The judg- and had made excellent progress. Its financial its f 
to the Minister of Labor, explaining the serious samples Of 1U , 4 ° position showed an important improvement facil; 
disturbances that would result from the ny over 1934, ania 
cation of this Act to the retail lumber an The N ° , 

. . . ew a 
planing mill business. The Department had 94 Official Roster item 
replied assuring the association that its repre- f th rank Richards, London, Ont., manager anot 
sentations would be given careful consideration el the Geo. H. Belton Lumber Co. (Ltd.), was that 
when regulations were being drawn up under elected president for the year 1936. The com- ble s 
the Act. Meanwhile the Act had been re- plete list of new officers and directors is as iit 
ferred to the Supreme Court of Canada for a follows : carr 
decision as to its constitutionality. President—C. F. Richards, London, Ont. poin 

In connection with the Sales Tax, Workmen’s Vice-president—C. C. Lawson, Hamilton. and 
Compensation assessments and other important Immediate Past President—A. R. Stinson, The 
matters, the association had been in frequent Toronto. 
communication with Government and other Honorary Directors—D. Kemp Edwards, wads 
authorities, protecting the interests of the Ottawa; M. R. Bogart, Chatham. tion 
members. Directors (Eastern)—R. M. Richardson, the - 

President Stinson drew particular attention Gananoque; (Central)—F. J. Overend, Peter- a 
to the activities of the Red Cedar Shingle ye eg Hill, New Liskeard; er 
Bureau in eastern Canada, during the past year, iSeuth es rated ~ ——_ and Ivan Welsh; Jol 
‘ *xpressed high approval of the work done ane nm Ae avis, St. Catharines; Cot 
and expressed high approve ee (Northwestern)—O. Hauck, Kitchener; (South- of th 
for the bureau by M. r: — its field western)—F. C. Bell, St. Thomas. of th 
representative in eastern Canada. , ; ; lengt 

President Stinson concluded by expressing : nage 3 of the most price = tg ag a" wont 
confidence that 1936 would show a very sub- Lecl ne yo ge gg Ree Ft — » di is days 
stantial increase in the volume of sales. “There A. R. STINSON, H. BOULTBEE, pees ns Ott ey id pet ro Seal retai 
are many favorable factors,” he said. “Two Toronto; Toronto; cla aa i a i to c 4 e oe stall 
important ones are lower interest rates and Retiring President Secretary ele neo . — ' impo 
higher prices for wheat and farm produce.” es. ing 

ing in the contests was done by the representa- Roemer were held on the afternoon of retai 

she : t eS Wal : the second day with appointed representatives € 

Exhibits Are Numerous tives of the Forest Products Laboratories. of the Wholesale iT ediae Weak” Mamaia shins 

The exhibits of lumber and building materials In the identification contest for members of he Chel fare we ; beac ’ distr 

° pc. the Canadian Lumbermen’s Association, the | 

were more numerous than usual, and were sup- the O. R. L. D. A, first prize went to D.C. pea Cedar Shingle B d the Whi prob: 
. a : “ae ; A 1 e ar ingle ureau, and the ite 

plemented by an exceptionally attractive display saird, St. Mary’s, who scored 26% points out Pine Bureau. So 

made by the Forest Products Laboratories of of a possible 30. Ezra vehner, of gt ae Following this, there was a warm discussion agen 

Canada, located at Ottawa. T. A. McElthanney, was second with 24 points. W. H. Longfield, o¢ the dictributi fh Seent : funct 
ina é ; : : , : ot the distribution of hardwood flooring, which 

chief of the laboratories, and his assistant, M. Mount Brydges, was third with 23 points. d ith luti - and 
i ; : Bell wound up with a resolution suggesting that the 

J. Brophy, attended the convention, Mr. Brophy S. B. Ross, of New Liskeard, and F. C. Bell, jranufacturers of hardwood flooring hold 2 con- ers | 

taking charge of the exhibit. The keynote of of St. Thomas, were tied for fourth place, with ference and try to draw up a distribution plan tired 

this exhibit was “Good Practices in Wood 22% points each. A surprising feature of the upon which they can all agree. since 

Utilization.” It illustrated by means of photo- contests was the high number of correct identi- who 

graphic transparencies a number of wood build- oe a a by = — —— An Important Resolution toler 

ings and structures erected a great many years and the technical school students. In the senior ‘ , 7 taile 

ago and still giving good service. Industrial and junior classes for technical — students an eke oe wee a , a factt 

uses of lumber, as well as the use of wood in the first-prize —— made scores of 22 points po ninion Flousing Act, and was 20 follows: M 

the arts, were illustrated by attractive samples. each out of a possible 30. hak dite dinciiias kak eel tn o> Paes 

A panel of small veneers of a great many kinds °° e : : - ae 

P : : A : i 1 f the D i Hous- com 

of wood used in Canadian industry was dis- Tells of Dominion Housing Act poorest — nciples o e Dominion a 

played on a show case, the veneer squares being On the opening day, Hon. Chas. Stewart, That it be also resolved that the Dominion thes, 

lighted from behind. The great variety and former Minister of the Interior, gave an in- Government be requested to put forth a saul 

beauty of these panels were greatly admired. teresting luncheon address, in which he dealt greater effort at once toward bringing to- whil 
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gether all of the various interests that may 
be important in making the Act effective, and 

That the Dominion Government be re- 
quested to distribute as widely as possible 
throughout Canada all available data explain- 
ing the working of the Act, and to make this 
information available to everyone through 
the banks, post-offices, trade associations, 
architects and other available channels for 
its distribution to the public, with a view to 
making the provisions of the Act thoroughly 
known to everyone in Canada. 


Entertainment Features 


Entertainment features included a dinner 


AMERICAN 


dance on the first night, followed by an address 
by B. K. Sandwell, editor of Toronto Saturday 
Night. A showing of the Red Cedar Shingle 
Bureau talking moving picture film, “The 
Home of the Wooden Soldiers,” was given on 
the second night. In spite of the fact that a 
blizzard was raging there was a good attend- 
ance of architects, contractors, and builders who 
had been invited to the picture entertainment. 

At the conclusion of the dinner on the first 
night, a past president’s pin was presented to 
C. P. Mahoney, Ottawa, being accepted in that 
zgentleman’s absence, by his brother, M. A. 
Mahoney. 
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This was followed by the presentation of the 
W. C. Edwards district membership challenge 
shield, donated by W. C. Edwards & Co. 
(Ltd.), Ottawa, the winners for 1935 being the 
Eastern Ontario District. 

An innovation among the exhibits was the 
display of a number of miniature model houses, 
loaned by the Toronto chapter of the Ontario 
Association of Architects. These included a 
model of an Ontario village of a hundred years 
ago, showing church, houses, stores and the 
village green just as they existed in the days 
of Ontario’s pioneers. 


ILLINOIS, AT “STEP-AHEAD” ANNUAL 


Re-aftirms Stand on Dealer Distribution; Asks That Title One 
Be Extended But Opposes Mass Housing by Government 


The 46th annual convention of the Illi- 
nois Lumber and Material Dealers’ Asso- 
ciation, marching to the slogan, “Step 
Ahead in ‘Thirty-Six,’” filled a busy 
three days at the Stevens Hotel in Chi- 
cago, and came to its conclusion on 
Thursday, Feb. 13. Report of the first 
two days appeared in issue of Feb. 15. 
At the opening of the Thursday morning 
session H. R. MacDonald, secretary of 
the Exchange Bureau of Chicago, made 
a brief statement about that bureau and 
its functions. It was first intended to 
facilitate the exchange of stock among 
members; so that the excess of a given 
item in one yard could be. purchased by 
another yard that happened to be low on 
that particular size. Later it made possi- 
ble some specialization ; so that one yard, 
carrying slow movers, became a supply 
point for a number of neighboring yards 
and thus made possible lower inventories. 
The bureau is not operated for profit. It 
serves as a clearing house for informa- 
tion; and when outside inquiries come in 
the inquirer is put in touch with a num- 
ber of concerns carrying the desired stock. 


John Suelzer, of Fort Wayne, Ind., chairman 
of the asphalt and roofing products committee 
of the National association, made a careful and 
lengthy analysis of the distribution problem of 
manufactured roofing. The fact that, in early 
days of the marketing of manufactured roofing, 
retailers were slow about adding it to their 
stock, not being sure that it would prove an 
important factor in retailing, led to its market- 
ing through other channels. But at present 
retailers market probably 70 percent of asphalt 
shingles. However, those earlier precedents of 
distribution persist; and this creates the current 
problem. 

Some wholesalers are the legitimate sales 
agents of manufacturers and have an ethical 
function. Others maintain retail departments 
and sell to contractors and applicators. Retail- 
ers would be glad to see most wholesalers re- 
tired; but not all manufacturers would agree, 
since some of them have built their sales around 
wholesale distribution. It seems necessary to 
tolerate some questionable wholesalers; but re- 
tailers can and should negotiate with manu- 
facturers to reduce unfair differentials. 


Mr. Suelzer dealt with questions of applica- 
tors, sales to the government and mail-order 
competition. Manufacturers state that it is less 
expensive to sell to mail-order buyers and that 
these buyers should have the advantage of the 
saving. The competition of these concerns, 
while serious, is not as damaging as some deal- 


ers believe; since the catalog men handle prob- 
ably less than 10 percent of total roofing dis- 
tribution. 

Mr. Suelzer stated that the committee had 
not solved the problem; but he urged a con- 
tinuous effort to persuade manufacturers to 
equalize prices as among their various outlets. 
The anti-trust laws operate to make the retail- 
ers’ problem more difficult. These laws were 
intended to prevent monopolies; but in practice 
they have worked to the end of creating larger 
and larger units through mergers, and these 
mergers are resulting in practical monopolies. 
Mr. Suelzer stated that retailers need to work 
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J. A. McCREERY, 
Benton; 
Vice President 


for suitable amendments to these laws, to the 
end that retail distributors may make a proper 
use of their natural powers in meeting or at 
least balancing the effect of the mergers. In 
the meantime they can and should co-operate, 
within the law, to secure the benefits of fair 
wholesale price structures. 

Following the treasurer’s report, the resolu- 
tions committee urged legislation to extend the 
life of Title One of the FHA; protested against 
the report of the committee on economic re- 
covery, which urged the government to engage 
in mass production of housing; reaffirmed the 
association confidence in the National associa- 
tion: tendered its thanks to officers, exhibitors, 
speakers and the management of the hotel, and 
presented a memorial of deceased members. 


Election of Officers 


The following. officers were elected: 
President—Russell F. Hunter, Chillicothe. 
Vice President—J. A. McCreery, Benton. 
Director-at-large—William McKee, Decatur. 


The morning session closed with a brief in- 


formal discussion of several dealer problems. 


The afternoon session was given over to the 
showing of the Red Cedar Shingle Bureau’s 
film, “The Home of the Wooden Soldiers,” 
and the Western Pine Association’s picture, 
“Harvesting Western Pines.” 

The entertainment program for the ladies was 
varied and extensive; including tea, cards, shop- 
ping, luncheons and theatre parties. 





Western Retail Convention 


(Continued from Page 36) 


from this district, and for that reason he 
urged that they attend Southwestern meet- 
ings, as they have attended the Western meet- 
ings. In this respect he complimented W.*W. 
Woodbridge of the Red Cedar Shingle Bureau 
for his contributions to their programs. 

Roy Dailey, representing the Seattle Lum- 
bermen’s Club extended the invitation for the 
convention to be held in Seattle next year. 
This took the form of a large promissory note 
promising one grand (time) to each member 
who attends in Seattle. The note carried the 
signatures of the mayor of Seattle, the secre- 
tary and president of the Seattle Lumbermen’s 
Club, the president of the Retail Lumbermen’s 
association, the president of the West Coast 
Lumbermen’s Association, and Mr. Dailey. 

Mrs. T. A. Williams, chairman of the Ladies’ 
Auxiliary of the Western Retail Lumbermen’s 
Association, read the resolutions which had 
been approved by that organization. They ex- 
pressed appreciation for the welcome accorded 
them at all meetings, and for the beautiful 
flowers; they thanked the convention hosts 
for their royal entertainment, and concluded 
with a tribute in verse to Portland, the Rose 
City. The newly elected president of the Aux- 
iliary is Mrs. Earl LeValley, of Bellingham. 

There were many interesting and beautiful 
exhibits of lumber, millwork and other build- 
ing materials. 

Saturday afternoon many of the retailers 
were taken to the fine big plant of the Firtex 
Company, as guests of Dant & Russell, distribu- 
tors of Firtex. 

In addition to the regular cash attendance 
prizes and the flowers for the ladies at each 
business session, the Weyerhaeuser Sales Co. 
gave a special attendance prize consisting of 
one of its valuable diving boards. This was 
won by Lee Smith, of Spokane. 





Don’t put cheap or out-of-date products and 
equipment in a house that is otherwise well- 
built and modern. An example of this mistake 
is the placing of a bathtub with the old-fashioned 
leg base, in a modern house. It is possible to 
save $100 on the plumbing and deprive your- 
self of $500 in value in the finished home. 
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Nebraskans Look to Merchandising 


Association, in Strong Position, Helps Dealers Study Methods of Mak- 
ing Customers Want More New Homes and More Modernizing of Old 


Lincotn, Nes., Feb. 24.—In spite of blocked highways 
and protracted sub-zero weather, registration of dealers 
was unusually large at the forty-sixth annual convention 
of the Nebraska Lumber Merchants’ Association, held at 
the Lincoln Hotel, here, Feb. 19-21. An optimistic feeling 
pervaded the convention; the outlook for business in 1936 
was considered very bright, and program addresses and 
dealer discussions were especially constructive. With Presi- 


President Cottingham, in his address, pointed 
out that prospects were better now than they 
have been for years; that there was “a great 
potential business not only around the corner, 
but actually in sight.” He named some of the 
purposes of the association, chief of these being 
to promote the general welfare of the retail 
dealer. 

Mr. Cottingham stated that the biggest prob- 
lem of the association is that of distribution, 
and voiced the opinion that the greatest work 
should be directed towards this. He said that 
“one thing that must be done by the retailer is 
to crystallize sentiment that distribution to the 
consumer shall be made only through the re- 


tailer.” 
Membership Now at Peak 


Secretary Phil Runion, in his report to the 
convention, gave the 1935 membership of the 
association as the largest in the history of the 
organization, with prospects for a still larger 
total in 1936. He said that a better feeling now 
exists as regards the future than at any time 
during the last three years, and he believed this 
was an opportune time to celebrate the clearing 
away of the business and financial clouds. 

Secretary Runion listed the four prime pur- 
poses of the association as follows: First, the 
accumulating and disseminating of information 
which is of value to the members; second, as- 
sisting in the promotion of the various com- 
modities which the members sell; third, the 
building up and maintaining of friendly relations 
between members and sources of supply, all of 
which point toward more economical and effi- 
cient distribution of the commodities sold, which 
in turn, redounds to the advantage of the con- 
sumer; fourth, continued watchful observance 
of any legislation, State or national, which 
would be inimical to the dealers’ interests. 

“Business prospects for this year are much 
better,” Mr. Runion stated, “and how much bet- 
ter they will be rests largely within ourselves. 
To my way of thinking, there are three im- 
portant factors to be kept uppermost in our 
minds: Be efficient, be economical, and be 
cautious as to credits. Efficiency and aggressive- 
ness will be more necessary than ever. We are 
confronted with competition from the automo- 
bile dealer, and the home appliance and radio 
salesmen. All of these are extremely active in 
sales promotion, and it behooves the lumbermen 
to be up on his toes in order to get his share 
of the consumer’s dollar. 

“The consumer is more cash-minded than 
ever before. Necessity has demanded that the 
purchaser pay cash or furnish ample security, 
resulting in more cash sales and less request 
for credit. This is a constructive thing, taught 
by the depression, and since the consumer has 
had a four-years’ course in credits, why not 
continue it?” 


Heavy Taxes an Obstacle 


J. B. Tusant, Des Moines, Iowa, a former 
building contractor, in an address on “Getting 
Orders,” told of the effect excessive real estate 
taxes have on the building industry. “A truth 
we can all agree upon,” he said, “is that you 
dealers do not sell any of your materials unless 


someone owns a piece of real estate and has a 
desire to improve it. Anything that has a 
tendency to prevent ownership or improvement 
of real estate is bad for your business. If some- 
one were to ask what is the matter with the 
building industry, each of you would have a 
different answer. One thing I know is that the 
dollar invested in real estate is penalized too 
much by State and other taxing agencies. It is 
estimated that real property yields one-tenth of 
the national income and pays two thirds of the 
cost of government.” 

As an illustration, Mr. Tusant told of the 
tax on a $6,000 home. If the tax be $160 an- 
nually, with money worth six percent, the tax 
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is equivalent to paying interest on $3,000, and 
on a mortgage which can never be paid off. He 
suggested a gross income tax as a remedy for 
this excessive real estate taxation, and said 
that the dealer himself could do much to reduce 
local taxation. 

In the final address of the session, Don 
Critchfield, conducting the Forest Products- 
Better Paint Campaign, told how low-grade 
paint is destroying lumber business, illustrat- 
ing his talk with slides and motion pictures. He 
stressed the value of good paint in establishing 
consumer desire to use wood in building con- 
struction. 


THURSDAY MORNING SESSION 


The Thursday morning session was in charge 
of Vice-President Guy L. Harrison. The Mc- 
Reynolds’ remodeled home exhibit was de- 
scribed by D. R. Smith, of Successful Farm- 
ing, which publication was instrumental in in- 
teresting Mr. and Mrs. McReynolds in bringing 
their Nebraska farm home up to date, and in 
putting out an illustrated booklet showing the 
different changes made in remodeling. 

B. R. Gebhart, vice-president of the Chicago, 
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dent Jay Cottingham presiding, the first day’s session began 
with an address of welcome by T. B. Strain, president Lin- 
coln Chamber of Commerce, who stated that lumbermen 
were in an enviable position, as so much of Federal effort 
and money advanced in the last twelve months have been 
directed to the building industry. He said that “the ques- 
tion for you dealers to ask yourselves is: Are you exhaust- 
ing all the sales effort possible to take advantage of this?” 


Wilmington & Franklin Coal Co., told of “The 
Outlook For Coal.” He traced the history of 
the distressed condition of the coal industry, 
giving the reasons for the slump of output from 
the 1918 peak of 600 million tons annually to 
the low of 300 million tons of two years ago. 
Mr. Gebhart pictured a much brighter outlook 
for the coal industry, giving three leading re- 
covery factors: Air conditioning of buildings, 
high cost of competitive fuels, and the recent 
development and varied use of automatic stok- 
ers. 
“Dividends from Association Membership” 
was the topic of B. L. Johnson, Chicago. He 
told of the wider demand for service which the 
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customer expects today, and stated that lumber 
dealers must get together to meet changing 
conditions in these changing times. Mr. John- 
son recommended a public relations program 
in which the public would be properly informed 
of the past and future services rendered by re- 
tailers. He advised the dealer to assume a more 
aggressive leadership, delivering real satisfac- 
tion out of his yard, not meaning that the dealer 
get into contracting, but make his office the 
center for home building information for his 
community. 


Planned, Intelligent Selling 


Expansion of “Lumber Merchandising” to 
give the public what it wants was.the subject 
of C. Arthur Bruce, of Memphis, Tenn., vice- 
president of the E. L. Bruce Co. He defined 
merchandising as “planned, intelligent selling.” 
According to Mr. Bruce, price is more or less 
a dominating factor in selling, but it has been 
carrying entirely too much weight. One prin- 
ciple in selling is to get the buyer to want the 
merchandise more than he wants his dollar. 
Mr. Bruce advised selling in terms of the fin- 
ished product properly applied, and in con- 
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clusion suggested that the dealer take greater 
advantage of manufacturers’ aids. 

E. M. Slater, State director of the Federal 
Housing Administration, was introduced to the 
convention by Jay Cottingham, chairman. Mr. 
Slater cited the changing attitude of banks 
toward Federal Housing loans, and assured his 
listeners that many banks today consider such 
loans their best paper. 

In his own inimitable style, Douglas Mal- 
loch, of Chicago, the Lumberman Poet, based 
his humorous, philosophical discourse on the 
depression, calling attention to the fact that 
there had been a depression, and while it might 
not have been the biggest one in history it had 
been good enough for him. From time to time 
the hearty applause of members evidenced their 
appreciation of his refreshing dissertation. 

The Thursday program was brought to a 
close with the showing of the “Home of the 
Wooden Soldiers,” a moving picture sponsored 
by the Red Cedar Shingle Bureau. 

“At the closing session, Friday morning, there 
was a general discussion of the subjects “Dis- 
tribution Through the Retail Dealer,” and “Do 
We Want Grade-marked Lumber ?” 


The Resolutions 


Report of the Resolutions committee fully en- 
dorsed FHA and asked for extension of Title 


Florida Dealers’ 
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One; went squarely on record as being in favor 
of maximum distribution of all building ma- 
terials through regular material dealers; recom- 
mended that all dealers and members ascertain 
from their source of supply their attitude and 
policy on distribution of the products which 
they sell; and, recommended adoption of a con- 
stitutional amendment prohibiting the use of 
motor-vehicle license fees and motor-fuel taxes 
for any purpose except construction, mainte- 
nance and supervision of highways. 


Election of Officers 


The following officers were elected, or re- 
elected for the ensuing year: 

President—Guy lL. Harrison, Grand Island. 

Vice President—W. B. Morrison, Crawford. 

Treasurer—I. G. Chapin, Lincoln. 

Secretary—Phil Runion, Lincoln. 

Assistant Secretary—W. A. Keitges, Lin- 
coln. 

Executive Council—E. M. Parker, Crete; 
Paul Larsen, St. Paul; E. A. Leavitt, York; 
Robert Luehrs, Fremont; B. W. McLucas, 
Fairbury; L. G. Simpson, Omaha. 


Two hundred ladies attended the Thursday 
noon luncheon, which was followed by bridge 
and theatre parties. 

The outstanding feature of the convention en- 
tertainment was an elaborate dance in the Ball 
Room of the Hotel Lincoln on Thursday night. 


Institute Points 


to Progress 


Winter Haven, FLa., Feb. 24.—In one of 
the largest of a series of meetings being held 
in various parts of the State, retail dealers 
here last Friday evening went frankly and ex- 
tensively into many questions concerning all 
phases of the lumber business in the Lakeland 
district. A. M. Hess, of the Villa Lumber & 
Supply Co., Winter Haven, presided. Courtney 
Knowles, of Tampa, representing the Florida 
3uilding Material Institute, made report of con- 
ditions in the manufacturing and jobbing lines, 
favorable, with very few exceptions, to the in- 
terests of the dealers of the State. 


Tells of Benefits Accomplished 


In view of one or two rather tense situations, 
Jack Townsend, former Lakeland director of 
the Florida Lumber & Millwork Association, 
reviewed the events leading up to the organiza- 
tion of the Institute. It was found, he stated, 
that the Code operations under NRA had been 
of great benefit to the dealers, enabling them 
to stabilize prices in many lines that had for 
years yielded no profit, and handle these prod- 
ucts to greater satisfaction to manufacturers 
and dealer, and better service to the public. 
With the passing of the Code authority, and in 
fact before it went out, the Institute was gotten 
under way, with the idea of saving to Florida 
business those features of the Code -workings 
they had found of outstanding value. 


From Poor to Good Credit Risks 


Many dealers, Mr. Townsend said, had been 
brought back from poor credit risks to good 
ones. “You would be surprised at the total of 
fellows then in and now out of the bill-of- 
lading-attached category,” Mr. Townsend con- 
tinued. “It was one of the best movements for 
getting us in the profit-making class that has 
been carried on in the years that I have been 
trying to make a living at the business.” He 
had found that without injury to any interest 
or group the workings of the Institute had 
preserved much of the good that was in the 
Code programs, to the general and the highest 
service of all concerned. 

D. U. M’Ginnis, of Lakeland, an official of 
the Institute, and one of the older dealers of 
the State, thanked Mr. Townsend for his talk. 
“It was,” he asserted, “the most enlightening and 


informative review of requirements and value to 
the business I have ever heard.” Others present 
joined in commendation of the educational im- 
portance of the address. 

President Robert S. Bechtelheimer, of the 
Institute and the Florida Lumber & Millwork 
Association, whose home is at Dade City, was 
not able to be present because of a trip for the 
organizations in north Florida. Harry H. 
Brenner, of Davenport, active in the affairs of 
the Institute, was reported ill. 


Manufacturers in Full Accord 


Mr. Handley, manager of the Mine & Mill 
Supply Co., Lakeland, introduced by Mr. 
M’Ginnis, gave assurance that he and his or- 
ganization (jobbers and manufacturers’ agents) 
would be in full accord and support of the reg- 
ulations of the dealers’ groups. Mr. M’Cormick, 
cypress manufacturers’ representative, expressed 
appreciation of the confidence and support of 
the dealers, finding himself at home in their 
meetings. 

Reports indicated that more than 90 percent 
of the dealers are affiliated with the Institute, 
and the great majority of the manufacturers 
and jobbers co-operating. A handsome framed 
card of membership in the Institute has been 
provided, Mr. Knowles showing one out of his 
kit. They will be hung in the offices of all 
members. Co-operating organizations outside 
of dealers will have cards also, to be carried by 
representatives for identification of their rela- 
tions to the dealer interests. 

There was also a report that dealers in other 
States were watching the operations of the In- 
stitute with the view to including such a service 
in their own activities. 

Host Hess and his Winter Haven boys set 
a dinner of high class, opening with select 
grape fruit from the very center of the citrus 
industry. The “heavy” was Swift Premium 
ham, boiled in home folks style, and the wind-up 
was apple pie, with a crusty sugar topping and 
ice cream roofing. It was set out that the pace 
set by Bill Sneed, former president of the State 
association, at his Hotel Wilmary in Lakeland, 
was in fair way to get a jolt if these Winter 
Haven fellows kept up their drive. Bill, who 
named his hotel after himself and his wife, 
whose name is Mary, was not able to be present. 
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ssociations Plans and Activities 


COMING CONVENTIONS 


March 2-6.—American Society for Testing Mate- 
rials, committees, Hotel William Penn, Pitts- 
burgh, Pa. 


March 4.—American Society for Testing Materials, 
regional meeting, Hotel William Penn, Pitts- 
burgh, Pa. 


March 5—Southern Hardwood Traffic Association, 
Hotel Peabody, Memphis, Tenn. Annual. 


March 5—Northern Indiana & Southern Michigan 
Retail Lumber Dealers’ Association, Oliver Hotel, 
South Bend, Ind. Annual. 

Maren 5-7.—Alabama Building Material Institute, 

Tutwiler Hotel, Birmingham, Ala. Annual. 


March 6-7—Utah Lumber Dealers’ Association. 
Chamber of Commerce Building, Salt Lake City, 
Utah. Annual. 

March 11-12—South Dakota Retail Lumbermen’s 

Aaseetssten, Marvin Hughitt Hotel, Huron, 8. D. 
Annual, 


March 17-18.—Southwestern Ilowa Retail Lumber- 
men’s Association, Chieftain Hotel, Council 
Bluffs, Iowa. Annual. 


March 18-19—Mississippi Retail Lumber Dealers’ 
Association, Robert E, Lee Hotel, Jackson, Miss. 
Annual. 

March 20-21—Florida Lumber & Millwork Associa- 
tion, San Juan Hotel, Orlando, Fila. 

March 26-27—Southwestern lowa Lumbermen’s As- 


sociation, Burlington Hotel, Burlington, Iowa. 
Annual. 
March 30-April 1—Southern Pine Association, 


Roosevelt Hotel, New Orleans, 


April 7—Central West Texas 
ciation, Stamford, Tex. 


April 9—Southeast Missouri Retail Lumber Deal- 
ers’ Association, Marquette Hotel, Cape Gir- 
ardeau, Mo. Annual. 


April 14-16—Lumbermen’s Association of Texas, 
Waco, Tex. Annual. 


April 27-30—Chamber of Commerce of the United 
States, Washington, D. C. Annual. 


12-14—-Associated Cooperage Industries of 
America, Jefferson Hotel, St. Louis, Mo. Annual. 


Central West Texans Set Date 


StamMrorp, Tex., Feb. 24.—The next meeting 
of the Central West Texas Lumbermen’s Asso- 
ciation will be held in Stamford April 7. This 
was decided at a recent meeting of the organ- 
ization held in Colorado (Tex.), which was 
addressed by three local lumbermen, J. K. 
Brady, speaking on “Modern Merchandising” ; 
O. G. Lewis on “Advertising and Publicity”; 
and Byron E. Lewis on another topic. It is es- 
timated that about 125 dealers will attend the 
convention here in April. 


La. Annual. 
Lumbermen’s Asso- 


May 








To Entertain Capital Retailers 


Baltimore, Mp., Feb. 24.—The Baltimore & 
Washington Lumber Sales Club, of which H. A. 
Crane is president, has decided to hold a 
Washington Customers’ Night Dinner on the 
evening of March 2, when it will have the re- 
tailers of the national capital as its guests. 

The club has asked the Baltimore Associa- 
tion of Commerce, and other organizations in 
this city, to join in an effort to have the forty- 
eight hours of free time, allowed to take lumber 
away from the docks, extended to five days. 
Every other port on the Atlantic seaboard. it 
is pointed out in this connection, has at least 
five days, and limitation to forty-eight hours 
allowed here is declared to work a considerable 
hardship on customers. 

—_—_—_ 


Consider Shingle Imports 


Tacoma, Wasu., Feb. 19.—The United States 
Red Cedar Shingle Industry (Inc.) met here 
today, some 350 mills being represented by the 
ninety delegates. 

The need of a quota on Canadian shingle im- 
ports was pointed out by Gov. Clarence B. Mar- 
tin, principal speaker, who promised the shingle- 
men that his administration would work for a 
quota. United States consumption of shingles 
in 1935 was 6,800,000 squares, or 4614 percent 
more than in 1934. British Columbia furnished 
40 percent of this amount. At present British 
Columbia is respecting the 25 percent quota 
agreement, which has not yet been ratified. 

Herbert L. Snider, president, Snider Shingle 


Co., Carlton, Ore., spoke on “The Import 
Quota and the Oregon Mills.” R. M. Ingram, 
general manager E. C, Miller Cedar Lumber 
Co., Aberdeen, Wash., on “The American 
Shingle Industry and the Canadian Treaty.” 

The assemblage sent a message of sympathy 
to relatives of Robert Polson, pioneer lumber- 
man of Grays Harbor who died on Feb. 18. 

R. D. Mackie, of Markham, Wash., presi- 
dent; William Liebold, Tacoma, treasurer, and 
Charles J. McGrath, secretary-manager, were 
re-elected. The following were named to the 
board of directors: R. D. Mackie, Markham; 
George Anderson, Anacortes; F. W. Tilley, 
Everett; D. M. Fisher, Snoqualmie Falls; R. 
M. Ingram, Aberdeen; Albert Case, Raymond; 
Jess Schwarz, Kelso; Lon Barren, Port An- 
geles; H. K. Snider, Carlton, Ore.; and R. G. 
Newberg, Portland. 





Cooperage Industries Name Dates 
for Annual Meeting 


Sr. Louis, Mo., Feb. 24.—Announcement is 
made from headquarters of the Associated 
Cooperage Industries of America (Inc.), 411 
Olive Street, this city, that the annual meet- 
ing of the association will be held in the Jef- 
ferson Hotel, here, May 12-14. 


Chosen Head of Foresters’ Section 


AtBany, N. Y., Feb. 24—The New York 
section of the Society of American Foresters, 
holding its annual meeting here on Feb. 7-8, 
re-elected as chairman for 1936 R. T. Titus, 
secretary-manager of the Intercoastal Lumber 
Distributors’ Association. Mr. Titus is the 
first representative of the lumber industry to 
head this organization of professional foresters 
in many years, and his election is an indica- 
tion of the closer relationship now existing be- 
tween the profession of forestry and the lumber 
industry. 

T. F. Luther, lumberman, of Saratoga 
Springs, N. Y., was elected vice-chairman of 
the section. 





Many Hardwood Items Scarce; 
Floods Are Feared 


Pine Buiurr, Ark., Feb. 24.—The West Side 
Hardwood Club held its regular monthly meet- 
ing at the Hotel Pines, Pine Bluff. The at- 
tendance was cut down considerably on account 
of heavy snows and extreme cold. The meeting 
was preceded by an excellent luncheon. 

Secretary O. S. Robinson reported that 
twenty-one mills had a total of 3,889,000 feet 
of green flooring oak; and 2,038,000 feet of dry 
with orders for 2,168,000 feet. Orders for other 
hardwood lumber totaled 5,640,000 feet. Total 
of green and dry stocks was 48,432,000 feet. 
Logs on hand amounted to 4,225,000 feet. Stocks 
of green oak flooring stock amounted to 3,717,000 
feet, and of dry to 1,931,000 feet, with orders 
on file for 1,898,000 feet. Compared with last 
month there was an increase of 1,475,000 feet 
in orders for other items, while stocks decreased 
2,422,000 feet. There is a genuine scarcity of 
flooring oak and prices have been advancing 
rapidly. Flooring factories are using all three 
grades of oak instead of just the No. 2 and No. 
3A as in the past, and some are now going in 
for No. 3B in a 50 percent sound cutting grade, 
bringing about $8 mill. All thicknesses of oak 
are scarce in FAS. A roundtable discussion de- 
veloped that 4/4 plain sap gum, especially in 
No. 1 common and selects, was scarce, although 
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low in price; the FAS 4/4 has stiffened. Plain 
black gum 4/4 is another scarce item. Much 
tupelo is now being used by furniture plants, 
Quartered and plain sap, black and tupelo gum 
in 8/4 are in demand and scarce. Bottom-lands 
operators fear a major flood this year. 

E. R. Linn, secretary-manager Southern 
Hardwood Producers (Inc.), of New Orleans, 
told of plans for promotion of hardwoods. He 
answered many questions in regard to the new 
set-up. 

The next meeting will be at Pine Bluff, 
March 19. 


Lumber Exporters Hold Annual 


New Orteans, La., Feb. 24.—Treaties likely 
to be negotiated along reciprocal lines with 
European countries should give consideration to 
lumber as well as machinery, said Dr. Wilson 
Compton, secretary-manager of the National 
Lumber Manufacturers’ Association, in an ad- 
dress before the thirty-sixth annual convention 
of the National Lumber Exporters’ Association 
here on Feb. 19, when he stated the United 
States has dropped to fifth place in exports, 
in addition to suffering great losses in do- 
mestic business volume. Dr. Compton made a 
strong plea for co-operation among lumber ex- 
porters. He suggested that the exporters con- 
sider a plan to use the NLMA to keep before 
Government agencies concerned, all facts nec- 
essary for favorable treatment of export lum- 
ber items. 


The annual election resulted as follows: 


President—C. M. Sears, of Mobile (re- 
elected). 

First vice president—Dave C. Johnson, 
Waverly, La. 

Second vice president—K. L. Emmons, 
Memphis. 


Vice president and director of foreign af- 
fairs—Edward Barber, London, England. 


Vice president—A. H. Blankston, Savannah. 
Secretary—Douglas F. Heuer, Memphis. 
Treasurer—Joe Thompson, Memphis. 


Directors—(terms to expire in 1937): 
Charles B. Dudley, Plaquemine, La.: J. J. 
Linehan, Cincinnati; W. Ricketts, Le- 
Moyne, La., and H. W. Manley, Savannah; 


(terms to expire in 1938): C. C. Dickinson, 
Tallulah, La.; W. A. Ransom, Grenada, Miss.; 
J. E. Fetterman, Jackson, Miss.; and L. A. 
Mizener, Chicago; (terms to expire in 1939): 
Walter Jones, Louisville; Ed French, Boston; 
Phil Houston, Memphis, and Lee Robinson, 
Mount Vernon, Ala. 





Southeast Interests to Co-operate in 
Opposing Rate Boost 


JACKSONVILLE, Fia., Feb. 25—T. M. True, 
secretary Southern Cypress Manufacturers’ As- 
sociation, discussed pending intra- and inter- 
state freight rate increases on lumber ship- 
ments at the regular monthly meeting of the 
Southeastern Hardwood Manufacturers’ Club 
held at Jacksonville on Feb. 25, when he stated 
it was proposed to put shipments on a mileage 
basis, and raise the minimum car from 24,000 
to 34,000 pounds. He cited numerous cases 
where the proposed rates would increase freight 
costs more than fifty percent. He advocated 
the establishment of responsible traffic repre- 
sentation for the hardwood and pine industry of 
Georgia and Florida, to work in co-operation 
with the cypress industry against the proposed 
increases. 

President N. S. Curtis has called the atten- 
tion of railroads to the necessity of furnishing 
wooden or wood-lined cars for lumber ship- 
ments, to prevent damage by cinders and con- 
densation of moisture. The following com- 
mittee was named to send a letter, to be written 
by the secretary, to all of the railroads serv- 
ing the Southeast, which will be asked to co- 
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operate in furnishing wooden cars or wood- 
lined cars: H. L. Manley, Reynolds & Manley 
Lumber Co., Savannah, chairman; Blucher 
Blair, Midway Lumber Co., Blountstown, Fla. ; 
and J. B. Wand, Jacksonville. 

The support of all manufacturers and whole- 
salers of hardwoods and pines in Georgia and 
Florida will be asked in the establishment of 
a freight traffic office in Jacksonville to serve 
those two branches of the lumber industry and 
to co-operate with the traffic department of the 
Southern Cypress Manufacturers’ Association 
in fighting the proposed freight rate increase, 
and to act as counsel in freight traffic matters 
for the Georgia-Florida hardwood and pine 
producers. 

A letter addressed to President Curtis from 
H. S. Newine, professor of forestry, University 
of Florida, was read, offering the assistance of 
the university wood utilization laboratories for 
experimentation purposes and problems of the 
members. 

Next meeting will be held at the Hotel May- 
flower, Jacksonville, on Tuesday, March 24. 

—_—_—_—_—_ 


Cedar Associations Elect 


SPOKANE, WaSH., Feb. 24.—Members of the 
Western Red and Northern White Cedar asso- 
ciations met in Spokane recently and re-elected 
officers and directors as follows: G. H. Ramsey, 
Minneapolis, president; Beecher Hitchcock, 
Sandpoint, Idaho, vice president: Dawson 
Brande, Minneapolis, treasurer; Charles D. 
Manson, Minneapolis, secretary. 

Speaking at the meeting, Albert Hauptli, Jr., 
of Chicago, western manager of the Electrical 
World, said: 

“This year, with a prediction of 3,000,000 
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poles sold, should compare favorably with 1925 
when 3,200,000 were purchased. The outlook 
for new construction this year looks better than 
at any time since 1931.” 





Making Hardwood Flooring 
Under Own Brand 


Warren, ArK., Feb. 24.—The Southern Lum- 
ber Co. announced to the trade last week that 
before this month is over it would start the 
manufacture of hardwood flooring under its 
trade name, “Southern Brand,” the Southern 
having furnished end-matched pine flooring to 
the trade for the past eight years, and having 
for several years also made its own hardwood 
finish, trim etc. During the past year, it sub- 
stantially increased its stocks of rough hard- 
wood lumber, and was prompted to enter the 
hardwood flooring field in a limited way. 

J. E. Hurley, sales manager, pointed out that 
each year brought an increased number of mixed 
orders calling for hardwood flooring, which had 
to be purchased from outside sources, and that 
the Southern would now attempt to fill a large 
part of such orders out of its own stock. 





THERE IS one virtue which lumbermen should 
not fail to cultivate. It is graciousness. Serv- 
ice rendered with graciousness is magnified to 
the person served so that it seems like a far 
greater deed. It isn’t fawning upon superiors 
and stooping to inferiors, and not something 
which can be doffed and donned like a gar- 
ment. It is a blending of courtesy, kindliness, 
helpfulness and understanding. 


Southern Pine Annual Will’ Be 


Important Event 


New Orteans, La., Feb. 24.—Announcement 
is made by Secretary-manager H. C. Berckes 
that the 21st annual meeting of the Southern 
Pine Association will be held at the Roosevelt 
Hotel, here, March 30, 31 and April 1. The 
sessions of the forthcoming convention, he 
stated, will be devoted largely to thorough dis- 
cussion of all phases of the business problems 
now facing the Southern pine industry, led by 
speakers of national reputation. On the pro- 
gram as tentatively outlined will be prominent 
representatives of the retail lumber dealers of 
the country, and of lumber manufacturers of 
other regions and species, including hardwoods, 
West Coast woods and the National associa- 
tion, to acquaint southern pine operators. with 
some of their problems. In addition, a well- 
known expert on financial matters affecting 
lumber and construction industries will speak. 

A feature of the program calculated to be of 
particular interest to the lumber manufacturers 
will be an address by Charles S. Keith, of 
Kansas City and Oregon, who was the first 
president of the Southern Pine Association, and 
credited with being the foremost leader in or- 
ganization of the Southern pine industry more 
than a score of years ago. Mr. Keith now is a 
lumber manufacturer in Oregon. For many 
years he was considered one of the most active 
and influential workers on behalf of the South- 
ern pine industry. He has been invited to dis- 
cuss present-day problems of the industry, as 
he did 21 years ago when he became head of 
the Southern manufacturers’ trade organization. 

As tentatively prepared, the program will pro- 
vide for meetings of the various standing com- 
mittees of the association on Monday, March 
30. The forenoon will be occupied with a gen- 
eral session of the advertising and trade exten- 
sion committee, in which all lumber manufac- 
turers are invited to participate, and the after- 
noon will be devoted to sessions of various sub- 
committees on trade promotion, the executive, 


transportation, grading and conservation com- 
mittees. 

A general session of subscribers will be held 
on Tuesday forenoon, March 31, the tentative 
program including addresses by President E. 
L. Kurth, Keltys, Tex., Secretary-manager H. 
C. Berckes; Charles S. Keith, and some leader 
on monetary matters. Tuesday afternoon will 
be devoted to an open meeting of the board of 
directors, to which all subscribers are invited, 
to receive and act on reports and recommenda- 
tions of association committees and transact 
such other business as may be presented. A dis- 
cussion of the industry’s traffic problems is ex- 
pected to be a feature of this session. 


Wednesday, April 1, will be occupied with a 
general session at which addresses will be de- 
livered by representatives of the National Re- 
tail Lumber Dealers’ Association, and repre- 
sentatives from other regions and manufacturers 
of other species of lumber, followed by general 
discussion. Annual election of officers and di- 
rectors will take place at the close of the gen- 
eral session, followed by a meeting of the new 
board of directors, 

In view of the many important matters now 
before the industry for decision, Secretary-man- 
ager Berckes predicts one of the largest gather- 
ings of lumber manufacturers ever held in the 
history of the southern pine industry. 





Town Gets Two New Plants 


Cotumsus, GA., Feb. 24.—The Cathey-Flack 
Hardwoods (Inc.) of Montgomery, Ala., will 
build a plant here for the manufacture of hard- 
wood lumber, and the Muscogee Handle & 
Lumber Co., owned by interests from Piqua, 
Ohio, will erect one for the making of handles 
for farm and other implements, it has been an- 
nounced. The latter factory will be built by 
the Williams Lumber Co. of this city. 
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Takes Stand on Policies Affecting Pacitic 
Northwest Forestry 


SPOKANE, WasH., Feb. 21.—The Forestry 
Committee of the Northwest Regional Planning 
Conference held a three-day meeting here on 
Feb. 13, 14 and 15, David T. Mason, Chairman, 
presiding. The major part of the discussion 
was devoted to sustained-yield and protective 
methods and to taxation. There was a large 
attendance, consisting of representative timber 
owners and operators, Federal and State for- 
esters, representatives of manufacturers and 
protective associations and of chambers of com- 
merce. The following recommendations were 
presented by the resolutions committee, of which 
C. S. Chapman, Tacoma, was chairman: 


Washington, Oregon, Idaho and Montana 
contain over 93 million acres of forest land 
and some 55 percent of the remaining timber 
supply of the nation. This section of the 
United States is therefore of vital importance 
from the standpoint of temporarily and per- 
manently supplying forest products require- 
ments, more than one-third of which are now 
drawn from these four northwestern States. 
To the end that this region may continue to 
play its part in furnishing an adequate and 
permanent supply of forest products for the 
country as a whole, and at the same time 
maintain sustained forest production in these 
States, we contend that the following must 
receive careful attention: 


1—Studies leading to the better evaluation, 
co-ordination and control of the principal 
natural agencies responsible for the depletion 
of our forest resources. Unless some def- 
inite progress can be assured in solving this 
problem, permanent forest management on 
privately owned lands must remain question- 
able with respect to the financial returns 
which may be expected from that type of 
investment. 


2—Materially increased authorization under 
the Clarke-McNary Act and corresponding 
increase in regular appropriations for control 
operations. State appropriations for similar 
purposes should likewise be increased. 


3—The importance of protection of the na- 
tion’s greatest supply of merchantable timber 
as well as conservation of immature forests 
should dictate the use, in this region, of a 
greater proportion of emergency work organ- 
izations so long as such organizations are 
maintained. 

4—Statistics and recommendations of the 
regional planning commission should be 
sound and free from bias, as they must be 
authoritative. To this end we urge that the 
commission be authorized to secure the serv- 
ices of independent technical consultants 
whose duties should include review and re- 
port on all matters relevant to their special 
fields and who should supervise and direct 
the compilation of statistics. 


5—In the interest of eliminating duplica- 
tion of effort, waste of public moneys and 
creation of additional governmental agencies, 
we recommend that studies be made of pos- 
sibilities of centering all Federal forest ac- 
tivities in one department. 

6—A large part of the lumber industry of 
the Inland Empire is centered upon the pro- 
duction of western or Idaho white pine. The 
continued production of this species is neces- 
sary if the lumber industry is to play its 
proper part in the economic life of the region. 
Unless white pine blister rust is controlled, 
continued production of western white pine 
will be an impossibility. An adequate and 
orderly plan for control of white pine blister 
rust in this region has been developed. It 
contemplates control upon a sufficient area to 
permit an annual production of western white 
pine upon a sustained-production basis suf- 
ficient to maintain the present commanding 
position of the species. The completion of 
this blister rust control plan will protect a 
natural resource of major value to the region 
and will materially assist in the stabilization 
of an industry important to general eco- 
nomic welfare. It should be provided for 
either through regular or emergency means. 


7—There is need for continuation of the 
program initiated at the so called Article X 





Conference of 1933 and 1934 through main- 
tenance of the general committee of public 
and industry representatives provided for by 
the conference and which eommittee is still 
functioning. This committee might well be 
generally recognized by organizations dealing 
with forestry matters as a clearing house 
having best facilities for sifting the desir- 
ability of proposals of a nation-wide nature. 
We recommend continuation of this body and 
assure it of the co-operation of the North- 
west Regional Planning Commission. 


8—Recognizing the present form of forest 
taxation as a stumbling block to retention of 
cutover areas as causing premature liquida- 
tion of mature timber and being a deterring 
agency in progress toward sustained yield 
management, we urge not only continued 
study of this problem by public and private 
agencies but speedy action in promoting the 
passage of any worth while and sound legis- 
lation devised for any of our States which 
gives promise of correcting a serious situa- 
tion. 

9—One of the obvious steps looking to es- 
tablishment of sustained-yield units is ability 
of State and Federal governments where nec- 
essary to merge forest properties under their 
direction with those in private ownership, 
in order to provide continuous supplies of 
raw material for manufacturing operations. 
Creation of authority for such procedure 
should be urged upon both State and Federal 
legislative bodies. 


10—Forest credits, substantially as provided 
for in the Fletcher Bill, should materially 
strengthen ability to maintain the reserve 
timber supply of the United States now in 
private ownership. This legislation should 
be sufficiently flexible to permit loans to 
owners whose operations are so conducted 
as to contribute to continuous production and 
community security. 

11—We commend the multiple-use princi- 
ple of land management for public forest 
lands to the end that all resources be utilized 
co-ordinately and in accordance with their 
importance to dependent industries and com- 
munities. 

12—It is believed that public competition 
in milling and logging operations can only 
aggravate over-production, create further 
market instability and result in premature 
liquidation of privately owned stumpage. 

13—Forest research has contributed mate- 
rially improved methods of forest manage- 
ment, forest protection technique, cutting 
methods and sylvicultural practices as well 
as conducting studies looking to new uses for 
forest products and better manufacturing 
practices. This activity should be amply pro- 
vided for and expanded as need becomes ap- 
parent, both by public and private agencies. 

14—The forest survey is collecting informa- 
tion vitally necessary, not only as to extent 
of our forest resources but also as a basis 
for determining possibilities of sustained pro- 
duction and affording a measure for possi- 
bilities of proper land use. We urge that 
necessary funds be provided for speedy com- 
pletion of this project and that immediate 
steps be taken to bring this matter to the 
attention of our various Congressional dele- 
gations. 


Forestry Officials Confer 


SpoKANE, WasuH., Feb. 20.—Forestry officials 
of the Northwest began a two-weeks conference 
here on Feb. 10, under direction of Maj. Evan 
W. Kelley, of Missoula, Mont., regional forester 
for district No. 1. The meeting was divided 
into sections as follows: Equipment and the 
Spokane Laboratory, with Maj. Kelley in 
charge; Fire Control, Practice and Policy, in 
charge of Ray Headley, of Washington, D. C., 
chief of the division of fire control and improve- 
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ments, and Research and Its Interrelations with 
Administration, in charge of E. I. Kotol, of 
Berkeley, Calif., director of the California Ex- 
periment Station. 

In addition to Maj. Kelley, the local forest 
region was represented by L. F. Watts, director 
of the Northern Rocky Mountain Forest & 
Range Experiment Station; O. Braden, 
regional supply officer; H. T. Osborne, L. G. 
Hornby and Lloyd Hays, of the local experi- 
ment station; Theodore Shoemaker, C. §S. 
Crocker and C. G. Sutliff, of the regional fire 
office, and W. B. Apgar, regional communica- 
tions officer. 

Apparatus and equipment was displayed at 
the Forest Service headquarters, where the con- 
ference meetings were held and where labora- 
tory experiments were conducted. Forest Serv- 
ice bedding rolls, fire fighting equipment and 
radio were given special attention, and many 
new improvements were displayed. 

Among the special items which received at- 
tention was a newly developed fast-moving army 
tank, forestry officials searching for a mobile 
tractor type machine that will replace the horse 
and plough in trenching around forest fires. 
Also shown was a fire-danger meter worked 
out by H. S. Gisborne, of the Northern Rocky 
Mountain station. This operates like a slide 
rule and combines six factors into a composite 
to show when fire danger exists in any area. 
A chain saw for bucking and felling, worked 
out by Mark Forrester, Forest Service me- 
chanic at Spokane, was also demonstrated, and 
also a brush cutting saw developed by the Cali- 
fornia forest service. 





Challenges Labor Act 


Tacoma, WasuH., Feb. 21.—Judge Edward E. 
Cushman has taken under advisement, following 
a hearing in Federal district court here, the 
question of constitutionality of the Wagner 
Labor Relations Act compelling employers to 
observe collective bargaining agreements with 
employees. Constitutionality of the act was 
questioned by the Carlisle Lumber Co., of Ona- 
laska, Wash., in a test suit. 

The mill company challenged the legality of 
the Act and also contested the authority of 
Charles W. Hope, regional director of the labor 
relations board, to demand free access to the 
company’s books and records. Mr. Hope pre- 
viously had charged the mill company with re- 
fusing to confer with employees last May, and 
to have forced strikebreaking employees to sign 
so-called “yellow dog” contracts. The mill is 
again operating with approximately 400 em- 
ployees, but many of the former employees who 
sought to bargain collectively were not re-em- 
ployed, it was declared. Officials of the lumber 
company contended that the old employees had 
no further connection with the plant, in that 
they had been discharged and paid off shortly 
after the strike was called. 

Damage suits aggregating $100,000 have been 
filed against the lumber company by many of 
these former employees who were not restored 
to work. These actions, now pending in court, 
seek recovery of $1,000 each as the amount of 
wages lost through failure of the mill company 
to adhere to terms of the Wagner Act. 





Rafts Logs to Arkansas Mill 


Lake City, Ark., Feb. 21—Movement from 
the Hatchiecoon Island of 12,500,000 feet of 
cypress, gum and oak logs to the Chapman- 
Dewey mill at Marked Tree, was started last 
week by C. G. Patry, of Lake City. The logs 
will be rafted down the St. Francis River; the 
first raft contained 9,000 logs, 
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AMERICAN LUMBERMAN 


Ohio Retailers’ Big Annual Meet 
Makes Strong Start 


Note: A report of the remaining sessions 
of this Convention will appear in next issue 
of the American Lumberman.—Editor. 





[Special telegram to AMERICAN LUMBERMAN] 


CINCINNATI, OHIO, Feb. 26—Ralph Ober- 
dorfer, Lancaster, Ohio, of the West Side 
Lumber & Manufacturing Co. was elected 
president of the Ohio Association of Retail 
Lumber Dealers at the annual meeting of the 


board of trustees today, succeeding W. G. 
Smith, of the Lyman-Hawkins Lumber Co., 
Akron. Other officers elected were: 

Vice president—Aaron Kelsey, Kelsey & 
Freeman Lumber Co., Toledo. 

Vice president—John J. Marsh, Marsh Lum- 


ber Co., Dover. 

Treasurer—C. A. Anderson, Franklin (re- 
elected). 

Secretary Findlay M. Torrence, Xenia (re- 
elected). 

Retiring President Smith was ill and unable 
to attend the convention sessions. 

L. P. Lewin, Cincinnati, president of the A. M. 
Lewin Lumber Co., and a former president of 
the National Retail Lumber Dealers’ Associa- 
tion, presided at the opening session of the fifty- 
fifth annual convention of the Ohio Association 
of Retail Lumber Dealers, with fully 1,000 in 
attendance. Bad weather prevented the arrival 
of many delegates and their wives, who are ex- 


pected tomorrow morning for the second of the 
three days’ sessions. 


A. O. Eberhart, former governor of Min- 
nesota and special representative of FHA, was 
grounded at Chicago and unable to fill his 
speaking engagement at the convention’s open- 
ing session. Chairman Lewin pinch-hit for him. 
Mr. Eberhart will speak tomorrow. 


Six of the eight scheduled papers of contes- 
tants for the FHA prizes to be awarded to the 
retail lumberman getting most FHA jobs in 
1935 were read. The contestants were: Charles 
J. Crehore, Elyria Lumber & Coal Co., Elyria; 
H. Carl Haag, Suburban Lumber Co., Cleve- 
land; G. M. Johnson, Gordon Lumber Co., Oak 
Harbor; Norbert J. Pointner, Klipstine Lumber 
& Supply Co., Sidney; Joe Potter, Potter Lum- 
ber & Supply Co., Worthington; and Robert F. 
Watrous, J. G. Laird Lumber Co., Ashtabula. 
All said Title I jobs outnumbered Title II jobs 
two to one. The awarding of prizes by the 
judges was postponed until Friday, to give other 
two contestants (J. E. Myers, Lewisburg Lum- 
ber Co., Lewisburg, and J. E. Stewart, J. H. 
Zinn Lumber Co., Columbus) opportunity to 
present their papers. 


Two big social affairs were given tonight, 
these being the annual banquet of the Union 
Association of Lumber & Sash & Door Sales- 
men (a stag), and a reception and dance fol- 
lowing the dinner, attended by some 1,200 lum- 
bermen and their wives. 


lowa Dealers Study New Roads 
to Profits 


Note: A report of the remaining sessions 
of this Convention will appear in next issue 
of the American Lumberman.—Editor. 





[Special telegram to AMERICAN LUMBERMAN] 


Des Mornes, Ia., Feb. 25.—The third annual 
convention of the Iowa Association of Lumber 
& Building Material Dealers opened in the Fort 
Des Moines Hotel here today, with registra- 
tion of 1,130. President Glen Newton, of Ne- 
vada, Iowa, delivered the opening address on 
“Organized Effort For A Stabilized Industry.” 
He emphasized the necessity for co-operation, 
saying that as individuals we could never obtain 
the results necessary, national, State or local, 
with which to make Iowa a better place to do 
business as retail lumber dealers. We have 
proven, said he, that organized effort during the 
past three years has brought about better con- 
ditions, better sales policies and better under- 
standing among ourselves. He said that we 
justify our position as retailers by the service 
we render, and one of the greatest services we 
can render at this time is to study and acquaint 
our customers with the many new and desirable 
factors available in the making of houses. Never 
has the field been as large as that now pre- 
sented by insulation, air-conditioning, new mill- 
work features, new types of flooring, and new 
discoveries in lighting, plumbing and heating. 

A playlet was presented dramatizing how the 
aggressive lumber dealer goes about selling a 
prospective customer needed repairs and a rec- 
reation room for his home, to be paid in 
monthly installments. 

R. E. Saberson, merchandising counsel for 
the Weyerhaeuser Sales Co., said that the lum- 
ber dealer faces the greatest opportunity for 
profit he has ever had. A recent survey by 


eastern economists revealed that the lumber 
business stands at the top of all industries as to 
prospect for making the best profit in the next 
decade, stressing three points; one being the 
vast market, including farm buildings, new 
homes and repairing ; second, new materials and 
ideas which have made the older buildings ob- 
solete so that homes are now going out of date 
faster than ever before; third, new financing 
services releasing money into the home build- 
ing industry. Installment selling, applied to 
home building, means that the customer now can 
buy from income instead of capital. The dealer 
has every aid at hand, but must create sales 
himself. 

W. H. Condes, of the sales promotion de- 
partment of the American Steel & Wire Co., 
Chicago, discussed the changes in merchandis- 
ing methods that have come about in small 
towns. Formerly the customer came in to buy; 
now he has to be sold. The dealer must be a 
real citizen of his community, rendering serv- 
ice, and cultivating friendliness. He must en- 
large his personal contacts. Opportunities to- 
day are greater than ever before. These oppor- 
tunities, however, no longer come readymade, 
but must be created and developed by the dealer, 
who must be aggressive and in step with modern 
ideas and methods. 

The convention continues throughout tomor- 
row with an interesting program of discussion 
and entertainment. 





IN PLANNING a house allow for closet space 
on the first floor and for ample closet space in 
connection with the bedrooms. Closet space is 
one of the distinct advantages which the single- 
family home can usually boast over the apart- 
ment dwelling, and much potential value in the 
house is lost if such provision is neglected. 
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DRY KILN PRACTICE 


March 16 to March 21, 1936 
Write for Details 


New York State College of Forestry 


Syracuse, N. Y. 
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HARD MAPLE FLOORING 


AND BIRCH 


has a national reputation for superior quality 
and manufacture. Our most modern plant, 
years of experience, expert workmanship and 
desire to maintain “‘Korrect Brand” reputa- 
tion guarantees this superiority. 
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We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 
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Oak Flooring Standards Effective 
March 15 


WasurncrTon, D. C., Feb. 24—A Commercial 
Standard for Oak Flooring, having received 
adequate approval by manufacturers, lumber 
dealers and architects, has been accepted by the 
Division of Trade Standards, National Bureau 
of Standards, to be effective March 15. Its pur- 
pose is to afford a common basis of understand- 
ing between manufacturers, distributors and 
users, and to increase the use and sale of the 
product by assuring service and satisfaction— 
which assurance will be given by labels certify- 
ing that these standards have been followed. 
The standards adopted for tongued, grooved 
and end-matched follow: 


DETAIL REQUIREMENTS 
Quarter-Sawed Grades 


CLEAR. The face shall be practically free 
of defects except that %-inch of bright sap 


wood will not be considered as a defect. 
Color shall not be considered. Bundles shall 
be 2 feet and up, not to exceed 20 percent 


under 4 feet. Average length 5 feet. 

SAP CLEAR. The face shall be practically 
free of defects, but unlimited bright sap wood 
will not be considered as a defect. Color 
shall not be considered. Bundles shall be 
2 feet and up, not to exceed 20 percent under 
4 feet. Average length 5 feet. 

SELECT. The face may contain sap wood, 
and will admit pin worm holes, streaks, slight 
imperfections in working or small tight knots 
when not in excess of one to every 3 feet in 
length. Bundles shall be 2 feet and up. Aver- 
age length 4 feet. 


Plain Sawed Grades 


CLEAR. The face shall be practically free 
of defects, except that %-inch of bright sap 
wood will not be considered as a defect. 
Color shall not be considered. Bundles shall 
be 2 feet and up, not to exceed 20 percent 
under 4 feet. Average length 5 feet. 

SELECT. The face may contain sap wood 
and will admit pin worm holes, streaks, slight 
imperfections in working or small tight 
knots, when not in excess of one to every 3 
feet in length. Bundles shall be 2 feet and 
up. Average length 4 feet. 

NO. 1 COMMON. Shall be of such nature 
as to enable the laying of a sound floor with- 
out cutting. Bundles shall be 2 feet and up. 
Average length 3 feet. 

NO. 2 COMMON. May contain defects of 
any character, but shall be of such nature 
as to enable the laying of a serviceable floor. 
Bundles shall be 1% feet and up. Average 
length 2% feet. 


Standard Thicknesses and Widths 
Tongued, Grooved and End Matched 


Nominal 
Thickness Face 
+3” 1%"; 3”: 2%"; 34%” 
%” and 4%” 1% hed 9” 
LENGTH. An allowance of % inch shall be 


added to the tongue on the end matching 
when measuring the length of each piece of 
oak flooring. 

BUNDLING. Oak flooring is 
averaging the lengths. A bundle may include 
pieces from 6 inches under to 6 inches over 
the nominal length of the bundle. No piece 


bundled by 


shorter than 9 inches shall be admitted. The 
percentages under 4 feet, referred to in grade 
rules, apply on total footage of a single grade 
in any one shipment. 

Standards are provided also for square-edge 
strips. 

Regulations for inspection, re-inspection and 
certification are included. 

Detail drawings show the correct dimension- 
ing for machining the product. 

Manufacturers’ recommendations as to the 
use of the product are given as additional in- 
formation that should aid users in securing 
maximum service from oak flooring ; they cover 


February 29, 1936 


standard counts and weights, determination of 
quantity required for any area and of board 
feet content of bundles; essentials of good oak. 
floor construction, with detailed instructions op 
proper nailing. 

There follows the recommendation on stand- 
ard counts and weights: 


Standard Counts and Weights of Oak Flooring 


Weights 
Nominal Actual Counted MBad. Ft. 
Inches Inches Inches Pounds 
ji by 3% 43 by 3% 1 by 4 2,250 
ij by 2% ii by 2% 1 by 3 2,000 
$ by 2 §3 by 2 1 by 2% 2,000 
it by 1% s3 by 1% 1 by 2% 2,000 
% by 2 4} by 2 1 by 2% 1,000 
% by 1% 44 by 1% 1 by 2 1,000 
% by 2 43 by 2 1 by 2% 1,200 
% by 1% 43 by 1% 1 by 2 1,200 
ts by 2 ts by 2 Face count 1,200 
ts by 1% Ys by 1% Face count 1,200 


Mimecographed copies have been sent to those 
interested in promulgating the standard; printed 
copies of CS 56-36 will later be available. 


Tax Exemption, Home Show, Bonus, 
Give New Building Impetus 


Tax Exemption Aids Building 


MILWAUKEE, Wis., Feb. 24.—Tax exemption 
of improvements made on real property for 1936 
and 1937 is expected to be one of the principal 
reasons for the revival of building construction 
in Wisconsin the coming year. 

The law, which became approved May 20, 
1935, reads: “The assessed value of real prop- 
erty as determined in the 1935 assessment shall 
not be increased in the 1936 or 1937 assessments 
by reason of improvements made on such real 
property.” 

As interpreted, this law means that the tax 
assessment of 1935 will hold good for the next 
two years, whether improvements are made on 
the premises or not. The purpose of the act 
was to stimulate increase in building and im- 
provements on real estate. 





All Set for Big Milwaukee 


Home Show 


MILWAuKEE, Wis., Feb. 24.—Final plans for 
Milwaukee’s 14th annual Home Show to be 
staged March 14 to 21, inclusive, are being 
completed by exhibitors and officials. The show 
this year will represent a $1,000,000 home bet- 
terment exposition, and, as in former years, will 
award as an attendance prize a Model Home, 
located on S. 60th street, south of W. Lincoln 
Avenue, valued at $7,500. 

An outline of this year’s exposition reveals 
that there will be seven separate shows, includ- 
ing a dramatic presentation of construction 
methods under the auspices of the Building 
Congress of Wisconsin; a gas industry show, 
and an electrical show. 

To visualize how shingle roofing and siding 
materials and an exclusive lock shingle are 
applied, a roofing company will build a house 
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Certification label to be used on oak flooring bundles by Manufacturers’ Association Members 


inside the Auditorium at a cost of about $500, 
Another house by the George L. Faber Co., 
builder of the home show model home, will 
stand in the Fifth Street foyer. Picket fence, 
flowers, shrubbery, etc. will give real atmos- 
phere to this setting, and one room will be 
completely furnished. The skeleton house to be 
built in Engelmann hall by the Building Con- 
gress will provide the basis for an instructive 
showing of complete and unified house building 
carried on right before the eyes of visitors. 

The 1936 exposition is under direction of 
Arthur A. Berger, general chairman, with John 
J. Roache, executive secretary of the Milwau- 
kee Real Estate Board, director of the home 
show. O. J. Schenck has been named chairman 
of the home show building committee. 





FHA Advises Veterans to "Build 
With Bonus" 


New York, Feb. 24.—The central office of 
FHA in Lexington Avenue has lost no time in 
seizing upon the idea of directing the applica- 
tion of bonus money, as it reaches the veterans, 
into channels that will bring lasting benefit to 
the recipient if applied to a down-payment on a 
new home, or for the remodeling of an old one. 
Instructions have been issued to its fourteen 
branch information offices established within 
the city limits to make a special drive to en- 
courage this sound use of the millions of bonus 
money that will soon come to the veterans lo- 
cated in this section. This central office points 
out that many veterans have already announced 
their intention of using their bonus for this pur- 
pose and requests are coming to the office daily 
for representatives of FHA to appear before vet- 
erans’ organizations to make it clear to them 
that with a 20 percent down-payment they can 
soon move into their new home and have the 
thrill of ownership during the 20 years im 
which they are completing their payments, at 
little more per month than they would pay in 
ordinary rent. 





COLD WEATHER is particularly hard on saws 
and many are broken in winter. A manufac- 
turer advises: “Keep the points out full, square 
and sharp, or the saw may dodge out of the 
cut. This is particularly true in slabbing, as 
the corners on the log side soon get dull in 
sawing knotty and frozen timber. Use no more 
set than is necessary; have the teeth widest at 
the extreme point, and sharp corners should 
never be filed in gullets as cracks are very 
likely to develop.” 
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Oftice Walls, Ceilings 


An important selling point for the board or rigid type of 
insulation is its ability to “double” in structural and decorative 
uses, and many lumber and material dealers have found that 
display of these additional uses by installations in the dealer’s 
office itself is one of the most effective sales methods. Usually 
one or more of the various “tile” arrangements will be em- 
ployed for ceilings, and either panels or planks for sidewalls. 


Reproduced on this page are several examples of the manner 
in which dealers have adapted these materials to the decorating 
of their offices. Most of these pictures have been reproduced 
in the AMERICAN LUMBERMAN before, but two of them were 
photographed only recently. One of them is a view in the 
private office of T. R. Ward, president of the Allegan Lumber 
Co., Allegan, Mich., known to dealers throughout his State 
as an unusually good merchandiser; he sells all types of in- 
sulation, and finds this office wall and ceiling a great help in 
selling the board type. It is an interesting office. Another 
picture is in the new office of the Hager Lumber & Warehouse 
Co., Lansing, Mich., the new firm operated by Al J. Hager, 
whose merchandising abilities are known to lumbermen in 
all States. He has found this display of rigid insulation in 
his ceiling an invaluable help in pushing the sale of his products. 


Another advantage of this type of wall in an office was 
pointed out by an insulation sales executive; as he was talking 
to an AMERICAN LUMBERMAN representative he reached over 
to the beautiful wall near him and deliberately marked on it 
several times with his pencil, then took an ordinary blackboard 
eraser and quickly removed all signs of the defacing marks. 
“There!” he exclaimed. “If I had only told you the wall could 
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President's Office, Allegan Lumber Co., Allegan, Mich. 


February 29, 1936 


A Good Place to 
Display Insulation 


be cleaned that easily you wouldn’t have believed me. But 
see—you can’t even tell where I did the marking.” So easy, 

This was indeed a striking demonstration, and one that can 
be adapted by others in presenting the advantages of walls of 
this type. It may be expected to stick in customers’ minds, 
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When Words Fail You 


The carpenter’s a gentle man, 

Who usu’ly is known as Dan 

Or Bill or Henry by his neighbors, 

Who love to see him at his labors. 

And then some day he puts a thumb 

Right where it never ought to come 

And lands upon it with a hammer— 

And then you ought to hear his grammar. 


The lumberman’s a cleanly soul, 

Yes, even one who handles coal. 

His days are spent in helping people 

Build barn and bin and roof and steeple. 
And then some day he reads about 

The way the forests are played out 
Because of lumber profiteering— 

And then keep children out of hearing. 


The other man I’d like to add 

Is just the journalistic lad, 

An optimist who cuts up capers 

To cheer the readers of the papers. 

And then some day some say, they do, 
That he writes things he knows not true, 
And when they do, or even hint it— 
Well, anyway, he couldn’t print it. 


We See b' the Papers 


It looks like the rivers ought to do well this 
spring. 

A politician is a man who talks about states- 
manship. 

There is a considerable increase in Presi- 
dential building. 

If you remember this snow next August, 
you'll call yourself a liar, 


A pair of ear-muffs ought to be standard 
equipment with every radio. 
The most unconstitutional thing we know of 
is this word “constitooshun.” 

In the shoe business there is a width called 
AAAAA. It looks decidedly unconstitutional. 

The Scots may have their plaids, but the 
Americans have their checks. 


There is so much reckless driving now that 
any driving at all is reckless. 
_ Our radio is so good that when a politician 
is on the air we can feel the heat. 

It’s going to be a great campaign, whether 
you are an alarm-viewer or pride-pointer. 

We shall spend the last week of Apri! in 
Texas, and we hope it gets here by March 1. 

When Congress is in_ session, everybody 
hopes for the best, without in the least expecting 
it. 

Taxes take twenty cents out of every dollar, 


wane you are lucky enough not to have a dol- 
ar. 


Inflationists say there will be no flood of 
og money. Some fellows probably told Noah 
that. 

There is this to be said for the national debt: 
at least we are going to have something to leave 
the children. 

We shall have good business in this country 
whenever the Government doesn’t do anything 
unless it is good business. 

_Mr. Roosevelt announces he is in favor of 
civil service in all post-offices. After some re- 
cent experiences, so are we. 

_ Germany’s new dirigible which will visit us 
in May is called the LZ-129. We trust that this 
is not Lizzie with a number. 

They have scales now so delicate that they 
will weigh cosmic rays. They may have one 
yet that will weigh a salary raise. 


That new celestial body just discovered by 
astronomers is reported to be moving rapidly 
away from the earth, and do you wonder? 


Henry Wallace has a laugh on the Repub- 
licans in Congress. The new farm bill limits 
his expenditure to half a billion dollars until 
the end of 1937, but he may not be there in 
1937. 


Between Trains 


Ho.titanp, Micu.—Tulip-time, warm friends, 
wooden shoes, Diekema—these are words that 
always flit through the mind when one visits 
Holland. When the late Gerrit J. Diekema was 
appointed ambassador to the Netherlands by 
some president whose name and party both we 
forget, it was one of the few times in American 
history when an ambassador to a foreign coun- 
try was appointed because of his fitness for the 
office. Holland-bred, intensely American, he 
spoke both our language and theirs. 

In Holland tonight to meet with the Ex- 
change Club for the fourth time, we found that 
Holland has almost no relief problem, because 
it has almost no relief. This was to be ex- 
pected. This town is predominantly Dutch, and 
you will not find many Dutch or Scotch names 
on the relief rolls in this town or in any other. 
Both are thrifty races, and save in good times 
the money to carry them through the hard 
ones. 

When a Hollander loses his job, he doesn’t 
look for relief, he looks for another job. If he 
doesn’t find it, he has something saved to keep 
him going until he does. Being religious, he 
believes the Lord will provide, and not Dr. 
Townsend or Harry Hopkins. But he knows 
that all the Lord will provide is an opportunity 
to provide for himself. So he saves for the 
future, being too proud to ask his neighbors to 
provide for him. Appeals to spend do not alter 
his determination to be indenendent in his old 
age, and by his own efforts. So he practices, in 
good times and bad, the principle of thrift, the 
forgotten word. 


Des Mornes, Iowa.—The retail credit men of 
six States met here today, and banqueted to- 
night, and we were certainly treated Wright, 
for that was the name of the lumberman whe 
saw to it that we were. At noon we doubled 
at the Advertising Club for Hale Bondurant, 
which was appropriate. If the advertising men 
can get the business, and then the credit men 
can get the money, all is well. 


Down by the Tracks 


Uptown some great three-story store, 
High as the courthouse, even more, 
Looks proudly east and proudly west 
And smiles a little at the rest 

That but a single story boast, 

And at another smiles the most 

That even that much splendor lacks, 
A lumber yard down by the tracks. 


The big store has a great array 

Of furniture upon display, 

And things that women like to wear, 
And lovely things for children there. 
It gazes on its crowded aisles, — 

And then it looks away and smiles 

At lumber piles and sheds and racks, 
A lumber yard down by the tracks. 


The store, the greatest store in town, 
Upon the lumber yard looks down, 
Then looks beyond, where row on row 
The houses stand, the gardens grow. 
Tomorrow from the mammoth store 
The vans will visit many a door, 
The mansions, cottages and shacks, 
Built by the yard down by the tracks. 
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FROM TIDAL SWAMPLANDS 


HE cypress sold by the 
Florida Louisiana Red Cy- 
press Company originates from 
virgin timber which grows in the 
tidal swamplands along the Gulf 
and South Atlantic coasts. This 
cypress is geographically guar- 
anteed" to be Genuine Tide- 
water Red Cypress, the true 
species of "The Wood Eternal." 
It is thoroughly seasoned before 
you get it, and every board or 
bundle carries the identifying 
Arrow Brand trade-mark. Spec- 
ify “Arrow Brand" when you 
buy cypress. 


ALWAYS SPECIFY wetsr Red. 
the wh p> Cy press 
Arrow Brand ‘the Weed Eternal* 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 
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GLEAF PIA 


EALIZING that the surest 

way for us to build busi- 

ness is to help you build yours, 
we are supplying the best lumber 
that good timber and expert man- 
ufacture can produce. Write or 
wire for prices on your require- 
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DAVENPORT 
HOTEL 


Rendesvous of 
Spokane, Lumbermen of 
Washington 


the Northwest. 
Complete hotel and 
dining service. In- 
formal. 600 


LOUIS M. DAVENPORT, President 
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‘National Production, Shipments and Orders 


Wasurincton, D. C., Feb. 24.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Feb. 15, and for 


seven weeks ended that date, covering mills whose statistics for both 1936 and 1935 are available; also percentage comparison with statistics for 
identical mills for the corresponding period of 193*- 


TWO WEEKS: 





Production Percent Shipments Percent Orders Percent 
Softwoods: Mills 1936 of 1935 1936 of 1935 1936 of 1935 
ee ee eee ee 110 58,112,000 117 52,513,000 115 56,431,000 121 
hs ee hink deka edna bkaneeebenadeoet 201 194,890,000 118 198,022,000 127 204,201,000 126 
ah inti srk dir eine eb ae ms 114 60,096,000 139 91,319,000 104 94,219,000 110 
SI oo nt a ween ec ees ena eeeene ae 13 16,271,000 122 12,680,000 121 18,202,000 132 
en ae a on wth gab ea aH oak ee ee 12 4,423,000 148 3,836,000 112 3,587,000 107 
i bn ed Stk a boob wee Oweere'’ eb eee | ee ae 4,144,000 80 3,004,000 73 
EE ne cca cee tae ovine ed bed 6 an 16 5,520,000 300 1,475,000 79 1,545,000 65 
Cp cee gieh eee esadeebaeee at 473 339,312,000 123 363,989,000 117 381,189,000 120 
Hardwoods: 
Southern Hardwoods®...........ccccccccccce 627 11,883,000 ee 10,675,000 ici 13,770,000 sac 
POORCROTH TAPE WOOGES. oc ccc cccccccccccccccces 16 6,260,000 104 3,696,000 95 3,399,000 68 
Se IIIS 6 cbt ne waeneene eedcededns 78 18,143,000 ace 14,371,000 ue 17,169,000 
Pt Ss cnetdceetedtenusoue acecandeens 535 357,455,000 uae 378,360,000 er 398,358,000 
SEVEN WEEKS: 
Softwoods: 
ate ace eeae oeR ewe bemenw ewes ba 120 218,149,000 131 212,937,000 128 225,782,000 132 
sehen ach emda pee Re ae Kenan anew’ 201 664,101,000 137 639,368,000 130 732,503,000 130 
phe et nek se eK edeee eden eee 119 202,294,000 179 317,319,000 123 346,810,000 111 
RE a eres 13 51,146,000 131 46,280,000 119 54,106,000 109 
Ce cc cerneneesewakannwewns 12 15,462,000 186 18,417,000 138 17,078,000 145 
i Cb inne ée cond Gad oe sn edene exe ewes 7 600,000 aed 12,826,000 74 14,136,000 91 
I ERs bea ddr wine ehsbdedcvavecbeens 17 12,675,000 229 5,084,000 103 7,888,000 113 
Total softwoods.............cccecececeecee 489 1,164,427,000 142 1,252,231,000 126 1,398,303,000 124 
Hardwoods: 
Southern Hardwoods®............ccccccccces 627 37,706,000 ints 42,910,000 se 43,338,000 ee 
PUOCEMOET. BET WOOE oc cecvererecctcnescsvnce 17 24,416,000 129 14,462,000 134 13,874,000 90 
Total Hardwoods............eccececeececee 7 62,122,000 115** 57,372,000 128** 57,212,000 105** 
i Gs ctncmneewemedtanehwaueWo daw ex 551 1,226,549,000 141** 1,309,603,000 126** 1,455,515,000 123** 
*Recent reports estimated. **1935 figures not available. 


TUnits of production. 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Feb. 24.—Following is a statement for seven groups of identical mills and 
two groups of flooring factories of unfilled order and gross stock footages on Feb. 15: 


West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WASH., Feb. 26.—The 201 West 














Unfilled Orders Gross Stocks ’ inti ; ivi 
— 1988 ye 1936 #035 ca mong sae oe mills" giving 
Softwoods— Mills M Ft. M Ft. M Ft. Ft. production, shipments and orders during the 
DOURNGOM DINO cocicccccccccces ; 96 93,113 53,655 436,450 451,128 two weeks ended Feb. 22 reported: 
eS HE HESS HERE 1838888 BIEL Broauction 120.25.09 

OBLOFN SINE occ ececcccccces ee 11, , 1393, 904, Shipments 210,828,000 10.76% over production 
California Redwood............ ; 13 43,951 31,818 282,543 91,156 "370° "ea oF ; 
Southern Cypress ot dads pli abate : 12 7,230 5,613 160,530 186,331 Orders 191,319,000 0.51% over production 

ortnern MO cecccccccccccccce 7 14 6,11 y71 ’ A rou of 201 mills whose roduction re- 

h ieee 5 ; 715,623 group , Dp 
See SO = ae ee oe we ports for 1936 to date are complete, reported 
Total Softwoods ..... P ee 451 911,715 637,491 3,439,326 3,359,847 as follows: 
Hardwoods— Average weekly cut for eight weeks: 
Southern Hardwoods ........... No Report EE ied Wiel eid og eae hace bale ey & 71,407,000 
Northern Hardwoods ........... 17 11,043 8,824 105,818 114,138 P ne Siew Li apsepcesasss pects 525 94,827,000 
Flooring verage cu or two weeks ende 
i ce wks «eee No Report. a Dee UF etaveceaneehéunacrsenwes 95,173,000 
Maple, Beech & Birch.........- ° 16 8,695 5,126 15,744 14,5 A group of 201 mills whoee production foe 
the two weeks ended Feb. 22 was 190,345,000 
Company Moves Into Modern October. The structure is one-story high, with feet, reported distribution as follows: Unfilled 
a large attic for storage purposes. It is L-shaped Shipments Orders Orders 
New Office Space and is 141 feet long on each side. It is built Ra meses 79,789,000 70,736,000 160,113,000 
: “se , ‘ 

Loncview, Wasu., Feb. 22—Commercial Principally of finished lumber, Nu-wood and ““Cargo.°..104,746,000 86,150,000 270,070,000 
units of the Weyerhaeuser Timber Co. moved Plywood. Export ... 10,200,000 18,340,000 98,482,000 
into their new permanent office building here The building contains the offices of C. L. local - 16,093,000 16,093,000 —«......-. 
this week. The occasion was celebrated by an McPhail, purchasing agent; Ray F. Ricker, 210,828,000 191,319,000 528,665,000 
open house during which hundreds of visitors 


inspected the new office building, which is con- 
sidered a model in architecture, application of 
wood products, and space arrangement. The 
building was designed by C. H. Drew, Tacoma, 
and has been under construction since last 


traffic manager; F. N. Siegmund, sales man- 
ager; Harry Morgan, assistant general man- 
ager; A. L. Raught, general manager; Roy 
Voshmik; B. M. Oyster, employment manager ; 
Harry Bidlake, manager of the Presto-Log de- 
partment; and other department aides. 
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Tremont Service Satisfies 


You'll find the items you need in the broad range of 
Tremont products—your customers will be satisfied with 
Tremont Quality for it’s always up-to-standard—you'll like 
our prompt, friendly, personal way of handling your orders 
and the accurate following of your instructions. 


Let us quote on your requirements in: 


Long Leaf and Shortleaf Yellow Pine 
Oak and Beech Flooring 


Cypress and the Hardwoods — Oak, Gum, 
Tupelo, Elm, Beech and Hickory 


TREMONT LUMBER COMPANY, Rochelle, La. J 




















A group of 201 identical mills, whose re- 
ports of production, shipments and orders are 
complete for 1935 and 1936 to date, reported as 


’ follows: 


Aver. for 2 
weeks ended Aver. for 8 weeks ended 
Feb. 22,1936 Feb. 22,1936 Feb. 23, 1935 


Production 95,173,000 94,827,000 71,407,000 
Shipments 105,414,000 92,318,000 72,062,000 
Orders 95,659,000 102,049,000 79,003,000 





Sales Manager Optimistic 

Raymonp, WasH., Feb. 22.—Raymond Lewis, 
sales manager of the Willapa Harbor Lumber 
Mills, is optimistic for the West Coast lumber 
industty following his return from an extended 
trip through California, New Mexico, Texas, 
the Mississippi Valley and the middle West. 
He reports that farmers appear to be in better 
financial condition than heretofore, and that they 
are anticipating better crops this year, as the 
heavy snows promise the first thorough subsoil 
drenching many sections have experienced for 
two years or more. He predicts a heavy lum- 
ber demand from farmers and a marked in- 
crease in small home construction as soon as 
the weather moderates. He told of seeing thirty 
new homes under construction in one section 
of Minneapolis. 
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WasuHincton, D. C., Feb. 24.—Senator 
Wheeler, of Montana, has introduced an Anti- 
Basing Point Bill, aimed at the lumber, steel, 
cement and several other industries. The bill 
has been referred to the powerful Senate com- 
mittee on interstate commerce, of which Sena- 
tor Wheeler is chairman. An identical bill has 
been introduced in the House by Representative 
Utterback, of Iowa, and this has been referred 
to the House judiciary committee, of which 
Mr. Utterback isa member. Senator Wheeler, on 
introducing the bill made the following state- 
ment. 

The Anti-Basing Point Bill which Hon. 
Hubert Utterback is introducing in the House, 
and this one which I have just introduced 
in the Senate, call for a public statement, 
since the practices which would be prohibited 
are only partially understood by the general 
public. The effects of these practices are set 
forth in section one of my bill. 

There is little doubt of the facts as to these 
practices which are known, not only as 
“basing point” methods of pricing, but also, 


in some industries, as “zone” or “freight 
equalization” methods. 
All of them substitute for competitive 


prices some formula under which any seller 
can tell in advance that every other seller’s 
delivered price is going to be identical with 
his own for any given delivery point. The 
price is always a delivered price and a prod- 
uct of a formula unless, in rare instances, 
some member of the industry breaks the 
understanding and departs from the system, 
or makes a clerical error in figuring the 
freight rate. 

Practices, varying in detail but the same 
in principle and in their effect on competition, 
are going on in various industries, including 
steel, pig iron, cement, lumber, sugar and 
others. 

There are many results—one of them is 
that the industrial interests often gain the 
exclusive benefit of cheap transportation, 
since the basing point systems take into ac- 
count the freight rates of railroad trans- 
portation. Frequently the manufacturers, if 
they can save any money, deliver by water- 
ways and highways improved through Fed- 
eral funds. The benefit of the cheaper trans- 
portation brought about by public expendi- 
tures, however, does not go to the buyers of 
the products of these industries. 

Another result is that manufacturers in 
these industries place their base prices high 
enough so that they can secure, as witnesses 
for the steel industry recently stated on the 
stand, nation-wide distribution. This nation- 
wide distribution is secured for every plant 
regardless of its geographic location. Manu- 
facturers ship their products to the distant 
parts of the country, delivering them beyond 
the mills and factories of their “competitors.” 

Under these systems, manufacturers do not 
compete in price, but each has the benefit of 
entering the market territory of every other 
supposedly competing concern; all quoting 
one price for each market location, and no 
one making a competitive price by departing 
from the formula. 


Pegged Prices Prolong Depression 


But even the payment by the public of non- 
competitive prices is not the worst public evil 
of these schemes. The scheme tends to fixing 
constantly increased prices. 

There were various major causes of the 
great economic depression of the early thir- 
ties. The huge debt structure incurred by 
both agriculture and industry, the over- 
capitalization of industrial companies and 
other causes have contributed to its origin 
and to its extended duration as contrasted 
with other depressions. 

There is in time of depression a constantly 
growing tendency to maintain prices in the 
face of decreased demand, in order to earn 
interest on debts and to pay dividends on 
stocks not based on the amount of money 


BUILD WITH 
THE BONUS 
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| Price Equalization Methods At- 
tacked in Congress 


actually invested. The resort to such price 
fixing practices is one of the most important 
causes of the recent depression and of its 
unrfaralleled duration. 

Lowered prices in prior depressions have 
been advantageous, because they have fos- 
tered the buyer’s comeback and enabled more 
men to be put to work as a result of his 
renewed buying. In this depression, how- 
ever, price-fixing schemes, and particularly 
basing-point systems, probably in part in- 
duced by the load of fixed debt resulting from 
integration and mechanization, have so 
pegged prices of many important commodities 
that the usual depression reductions have 
not prevailed. Accordingly, the purchasing 
power of the public has been slow in making 
its upward turn. Instead of price competi- 
tion bringing back the public to the mar- 
ket and thus setting the idle to work, we 
still have something like 10,000,000 workers 
out of jobs. 

No Substitute for Competitive Prices 

I have introduced the Anti-Basing Point 
Bill largely for the reason that unless the 
situation can be taken in hand and price 
competition restored to American business, 
the country will barely escape from this de- 
pression before it will be submerged in an- 
other which may be more disastrous than 
that from which we are now emerging. 

There is no substitute for competitive 
prices. If each industry is allowed, through 
basing point systems and other price fixing 
devices, to obtain something like a franchise 
to charge the public what it will, there will 
be a public upheaval through the stress of 
high prices and unemployment. 

The public would thereupon insist that 
the Government police prices to make them 
reasonable. A representative Government is 
not capable of price fixing and can not stag- 
ger under that burden. If prohibition of 
the sale of intoxicating liquor proved to be 
too great a burden, would an effort of the 
Government to fix prices on bread, steel, 
clothing and cement and to penalize any 
lower prices be more successful? 

I believe that this bill should be enacted 
because I believe it is essential to the future 
of our economic and political institutions 
that the anti-trust laws be strengthened and 
firm steps be taken against price fixing 
schemes of every kind. 


The main provisions of the Senate bill are 
as follows: 


Sec. 27. It shall be unlawful for any per- 
son in commerce to add to the shipping-point 
price of any commodity for sale by him a 
charge for delivery to destination other than 
the actual cost of delivery through such 
agency as the purchaser may elect to specify. 

Sec. 28. It shall be unlawful for any per- 
son to enter into an agreement or under- 
standing, express or implied, with any other 
person or persons to use, or to continue or 
maintain, any method or system whereby 
such person shall quote or charge for any 
commodity, in the course of commerce, prices 
which shall include as an item or element 
thereof any amount or amounts, measured by 
any freight or other transportation rates, not 
actually defrayed by such person in the de- 
livery of said commodity to his customers. 


Sec. 29. It shall be unlawful for any per- 
son to quote a delivered price for any com- 
modity sold in commerce without stating 
what portion thereof has been, or is to be, 
actually disbursed by such person for freight 
or other cost of transportation, and without 
giving the prospective purchaser the option 
of accepting delivery free on board such per- 
son’s shipping point, at a price which shall be 
derived by subtracting from the delivered 
price quoted the actual amount disbursed or 
to be disbursed by such person for freight or 
other transportation costs. 





MANY OF THE principal buildings of the 
Texas Centennial Exposition are of structural 
steel and masonry but considerable quantities 
of redwood, birch, and white, yellow and Pon- 
derosa pine, are being used. A large part of 
the yellow pine is in 2x4 and 2x12 dimensions, 
for use in roofs and wall construction. 
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Let Sallis 
Help You... 


prepare for Spring builders. 
indication points to a decided in- 
crease in new construction, and this 
is the time to anticipate the needs of 
your community. 


Every 


We have two big modern plants at 
Brandon and Fannin, Miss., and can 
supply promptly, all your needs in 
Yard and Shed Stock—"eased edge” 
Dimension, Flooring, Ceiling, Siding, 
Finish, Mouldings, Casing, Base, etc. 
All Shed Stock is kiln dried — air 
dried items are Lignasan treated. 


Let us prove that Sallis Stock and 
Service always satisfy. 


1. C. and @. M. & N. Rallroads 
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Some "Baby," This Bear Was! 
Now Consider His Future 


Although this bear’s head measures 20 inches 
from nose to base of skull, the animal himself 
was only a mere youth, the AMERICAN LuM- 
BERMAN was informed last week by Ira A. Min- 
nick, the mighty hunter of Indianapolis who 
sent the trophy here. On his latest Alaskan 
hunting trip, he said, “we got three bears, and 
this was only the baby, measuring probably 
eight or nine feet in length, while the largest 
one that we got was ten feet, eight inches in 
length, and his head is probably two and a half 
times as large as this one.” 

Mr. Minnick, who is president of the Na- 
tional Dry Kiln Co., of Indianapolis, is a hunter 





of considerable repute, and he greatly enjoys 
these forays with friends into the wilderness. It 
really was wilderness where this brown bruin 
came from, as may be understood from Mr. 
Minnick’s description of its location: 

“If you will turn to your map of Alaska,” 
he said, “run your finger down to the end of 
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the noise and bustle of recurrent press-days and 
an ever-changing commercial picture the poor 
bear will wish—if mounted bear’s-heads can 
wish—that he was back in the peace and quiet 
of his native volcano. 

Mr. Minnick certainly did things to that bear 
when he took him out of the wilderness and 
sent him to the cross-roads of the lumber in- 
dustry. 


Western Canada Plans Big 
Shipments to East 


Tacoma, Wasu., Feb. 22.—British Columbia 
lumbermen are in fine fettle these days as a 
result of the new tariff, according to word 
brought back by Tacoma shipping men who 
have been visiting in British Columbia cities. 

Chauncey Lingerman, manager of the Baker 
dock here, who has just returned from Van- 
couver, B. C., tells of a new combine that he 
found there called the Seaboard Co., which is 
chartering ships for handling lumber to the 
east coast. As these boats do not have to pay 
the wages and sail under the same conditions 
that American intercoastal boats do, they can 
lay lumber down on the east coast of the United 
States for $9.50 a thousand feet, while the rate 
on United States boats out of Puget Sound is 
$12.50 a thousand feet, according to Mr. Linger- 
man. 

At the same time, he said, the Vancouver 
company is shipping shingles on these ships at 
the rate of 5614 cents per hundred pounds, while 
the rate on shingles from Puget Sound on 
United States vessels is 67% cents. As shingles 
are cheaper in British Columbia than in this 
district, due largely to the large supply of avail- 
able cedar, some fear is felt that the market 
may be flooded and the price. spoiled, even for 
the British Columbia mills, according to Mr. 
Lingerman. 
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Wanta Buy an Elephant? She's 
Termite Hound Unusual 


An incident, which would seem to indicate 
that the proper way to detect the presence of 
termites in a building is to hire an elephant to 
do the job, is being told abroad in the land by 
the American Lumber & Treating Co., of Chi- 
cago, during its sponsorship of builders’ schools 
in various communities. 

This elephant, we are informed, is known to 
the folks at the California Zoological Society 
by the pleasant, ladylike name Anna May. She 
is twenty-four years old and the leader of a 
herd of elephants which Mal Koontz, the 
trainer, took out to one of the movie studios in 
Hollywood recently. for use in some of the 
scenes. Now, let it be understood immediately 
that this movie producer is not one of the lesser 
lights in Hollywood—it is one of the big op- 
erators, whose productions are at least super 
stupendous. It safely may be taken for granted 
that the company thought its studios just about 
as good as any in the country. 

But Anna May didn’t think so. She was 
docile enough until it came time to go onto 
sound stage No. 9, and then she balked, which 
meant that the whole herd balked with her. 
She had daintily tried the stage with one foot, 
then refused to step upon that stage. Fortunately 
thefe were present some men wise in the ways 
of elephants, and they knew that the fault was 
not in Anna May but in the stage. So there 
was an investigation of this apparently good 

















Februar 


Roof 
Exte 


Most! 
extensior 
will cost 
by the k 
to be co 
will occ 
employm 
the pres 
structior 
100 men 

The r 
manufac 
house S! 
York t 
years tk 
phalt ro 
ucts, se! 
Alabam 
Mexico 
of Geo 


NEw 
dition 
part of 
volving 
it has 
preside 
enlarge 
Brook, 


A 


C 


. . . | Bos 
- — peninsula—that is, way down in The shipping company believes it can make and g' 
= et Merete corner—and you will find enough money at the cheap rate, before the Unive 
Morzhovoi Bay. To the northeast of this bay tariff of $4 a thousand feet is put on lumber compe 
you will note a mountain, and the bear came under the 250,000,000-foot allotment, so that it held ¢ 
from the northwest side of this mountain, which can afford to pay the duty for the rest of the Williz 
happens to be a volcano. There are several year and keep its markets supplied and still Co., i 
active volcanoes on Unimak Island, all of them make a substantial profit, Mr. Lingerman ex- Thurl 
within sight of this bear’s home. Remember plains. Harol 
now, this point is farther west of San Fran- his m 
oi I Boston is east of San Francisco,” Ch F Vv | 
cisco than s ancisco,” — arters Four Vessels cept 

Although the bear probably does not appreci- ‘ . : paper 
ate the honor, his shaggy brown head has _ VANCOUVER, B. C., Feb, 24.—Reduction of the structure and the surprised men discovered that Th 
traveled a long journey since the fateful day United States tariff has resulted in placing of their sound stage was structurally an unsound bce 
when Mr. Minnick drew a head on him. Yes, ders this month, through the seaboard lumber stage. The underpinning was badly rotted Lum 
the bear’s head is in Chicago, immediately un- sales agencies, for nearly 18,000,000 feet of Brit- away, and canny Anna May in some manner 1st 
derneath the American Lumperman’s electric iS Columbia lumber for eastern United States knew that it would not support her ample ley I 
clock and alongside the bound volumes of old, POrts. This lumber will be shipped on four weight. 

“tag * vessels chartered by the Anglo-Canadian Sh rf taal g 
old issues of this journal. Since those issues V¢SS¢!S Chartered by the “nglo-Canadian Ship- Of course the damaged underpinning was re- lain, 
were printed there have been a great many PS Co., and additional shipments will be made pjaced, and this time Wolmanized lumber and Se 
changes in the manufacture and sale of lumber, ™ March. timbers were used in the places subject to rot, G. W 
as recorded in the changing issues of subse- decay and termite attack, for the effectiveness TI 
quent years; among them have been new ideas Don’r have non-matching house exteriors of this pressure treatment is well known to the Will 
in what constitutes good lumber, ideas that de- and interiors, as to quality of materials. It movie producers. The Fox Film Co. specified spect 
mand the use of the dry kilns which Mr. Min- costs far more to repair inconsistencies of this that for its entire new $2,000,000 building pro- a so 
nick manufactures. Forthcoming issues will re- kind after they have been built into the house gram the underpinning of all wood floors must moo 
cord other changes just as great, and maybe in than to avoid them in the beginning. be of Wolmanized lumber. 

. . 7 
Compares Tariff Rates Before and After Reciprocal Treaties Made m. 

Wasuncron, D. C.,, SCHEDULE 4, WOOD AND MANUFACTURES OF st, 
Feb. 24.— Senator ado) 
Dickinson, of Iowa, Paragraph Article Rates of Duty _ *ed 
has had printed in the 401 .......... Lumber and timber: Old Rate New Rate pantry the 
Congressional Record Douglas fir and western hemlock........ $1, tax $3..........0006- $0.50, tax $1.50.......... Canada est 

Peg Reduced duty to apply to not more than/Per thousand feet...... Per thousand feet...... sts 
a statement giving a 250,000 M board feet per calendar year. end 
comparison of rates in eer Lumber and timber: to ' 
fect d th Spruce, pine, eastern hemlock, larch and | 
elect under the pre- fir other than Douglas fir............... NE caso agrninmtnern a OOS6. tae SUBO...6.006. Do the 
vious tariffs, with 1803 @), oes. Lumber and timber: | seats P i ‘ Tax $1.50 D ser 
those in effect under c , ther softwood an ardwood, not specially|Tax $3 ..........++eee0- SE SL.GO oc cccccecccnss ° 7 

° P R 

the various reciprocal ya one provided for, if not of balsa or teak. shi 
trade agreements en- 404 and sec.|Mahogany in the form of sawed boards,|20 percent ...........-. 6 percent ad valorem|Cuba Ha 
tered into by the 601 (c) (6),} planks, deals, and all other forms not and $1.20 per thousand ; 

. ; Revenue| further manufactured than sawed. feet board measure... SOr 
United States with Act of 1932. = 
other nations. Sched- 412 .......... Ice hockey sticks of wood.............c000- 33% percent ..........- 20 percent.......sseee, i 
ule 4. Wood and GBS scsteceenr Pt SED cscce cna ress end dveeesedb bee 20 cents per gross ad 

2 r VRIOFOM $2.2 ccccccesee 15 cents per gross...... Sweden 
Manufactures of, is 412 .......... Clothespins other than spring............... 33% percent ad valorem|25 percent ad valorem..| Do 
given in the tabulation 492 .--..-..-. Flooring of maple (except Japaneese maple), 
as follows: Ee Bt Reins eect kh ida ds eh adieae aking 8 percent ...cccccccccecs DS PONOORis 6000562604008 Canada 























| 29, 1936 


She's 
jal 


9 indicate 
resence of 
lephant to 
e land by 
9 of Chi- 
's’ schools 


known to 
il Society 
May. She 
ider of g 
ontz, the 
Studios in 
ie of the 
mediately 
the lesser 
- big op- 
ast super 
r granted 
ust about 


She was 
ZO onto 
2d, which 
with her. 
one foot, 
tunately 
the ways 
fault was 
So there 
tly good 


- 





‘red that 
unsound 
r rotted 
manner 
r ample 


was re- 
iber and 
t to rot, 
“tiveness 
n to the 
specified 
ing pro- 
rs must 





‘ountry 
Yanada 


Do 


‘tuba 


weden 
Do 


anada 











February 29, 1936 


Roofing Manufacturer Starts 
Extension of Southern Plant 


Mosire, Axa., Feb. 24.—Construction of an 
extension to its manufacturing plant here which 
will cost more than $200,000 has been started 
hy the Ruberoid Co., and the work is expected 
to be completed by July 1. The enlarged plant 
will occupy about four acres and will provide 
employment for approximately 150 men, double 
the present force. In the meantime, the con- 
struction work itself will employ from 75 to 
100 men. 

The new units will be devoted largely to the 
manufacture of asbestos-cement shingles and 
house sidings, it has been announced from New 
York by President Herbert Abraham. For 
years the present plant has been producing as- 
phalt roofing, shingles, and other building prod- 
ucts, serving a territory which includes Florida, 
Alabama, Mississippi, Louisiana, Texas, New 
Mexico, "Arizona, most of Arkansas, and parts 
of Georgia and Tennessee. 


New York City, Feb. 24.—The $200,000 ad- 
dition to the Ruberoid Co.’s Mobile plant is 
part of a general plant extension program in- 
volving expehditure of approximately $1,000,000, 
it has been announced by Herbert Abraham, 
president of the company. Other plants already 
enlarged and improved include those at Bound 
Brook, N. J., St. Louis, Mo., Joliet, Ill., and 
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Erie, Pa., with minor improvements at Balti- 
more, Md., and Millis, Mass. The purpose is to 
provide better service and quicker delivery of 
the company’s entire line of over a hundred 
building products. 

An important reason why repair and modern- 
ization of homes is attracting so much atten- 
tion, Mr. Abraham said, is that either the ob- 
solescence or disrepair of a building steadily 
reduces the owner’s equity—for while the value 
of the property is falling, the mortgage may not 
be—and he said that recent estimates show this 
loss to 16,250,000 owners to be about $7,800,- 
000,000, just in one- and two-family homes. It 
is a market which is both the opportunity and 
the obligation of the building industry to sell. 





New President for Florida Line 


Forr Pierce, Fia., Feb. 24.—W. E. Tylander, 
for many years general manager East Coast 
Lumber & Supply Co. which has its headquar- 
ters here and yards in eight Florida cities, has 
been elected president of the company. He was 
named at the annual meeting held here, and 
succeeds E. R. Conrad. R. P. Robbins, West 
Palm Beach, was chosen vice president, and 
takes the place of P. L. Osteen, Eau Gallie, who 
was named treasurer and general manager, and 
W. P. McCormic, of Fort Pierce, was elected 
secretary. D. T. McCarty and W. K. Gould 
were re-elected directors, and O. L. Burton was 
named in addition. 


Among the Lumbermen’s Clubs 


Club Hold Annual Meeting 


Boston, Mass., Feb. 24.—Fifty-two members 
and guests attended the annual meeting, at the 
University Club, of the Lumber Trade Club, 
composed of retail firms in the Boston area, 
held on the evening of Feb. 20, with President 
William L. Smith, of the Lexington Lumber 
Co., in the chair. The resignation of Fuller- 
Thurber Lumber Co. was read and accepted, 
Harold Fuller, executive head, having closed 
his mahogany sawmill in Albany street, to ac- 
cept the management of one of the largest 
paper-box plants in the city. 

The following officers were elected: 

President—Fred E. Wceod, of A. M. Wood 
Lumber Co., Charlestown. 

lst Vice President—Roy Edwards, of Bas- 
ley Lumber Co., Newtonville. 

2nd Vice President—Walter E. Chamber- 
lain, of John M. Woods & Co. 

Secretary-treasurer—Dean Blanchard, of 
G. W. Blanchard Lumber Co., Winchester. 

The new president and secretary succeed 
William L. Smith and Granville B. Fuller, re- 
spectively. Four professional entertainers and 
a song leader kept the company in a merry 
mood throughout the evening. 


Club Supports Forestry Aid 


Mempuis, TENN., Feb. 24.—At the regular 
meeting of the Lumbermen’s Club, held on Feb. 
21, at the Hotel Peabody, a resolution was 
adopted supporting the movement to secure 
Federal Forestry aid for the Delta section of 
the South, in reference to conservation of for- 
ests. The Law and Insurance committee has 
endorsed the plan, and is urging all members 
to write their Congressmen to urge passage of 
the measure, which will provide the forest pre- 
serve. 

The following were elected to active member- 
ship in the club: Sam L. Harlow, Panther 
Hardwood Co.; F. Houston Brenner, Thomp- 
son-Katz Lumber Co.; 
vice president E. L. Bruce Co. 





and C. Arthur Bruce, 





BUILD WITH 
THE BONUS 


The club voted to meet jointly with the mem- 
bers of the Southern Hardwood Traffic Asso- 
ciation, which will have its annual meeting here 
on March 5. 


Club Holds Annual Meeting 


Detroit, Micu., Feb. 25.—Some 100 dealers, 
wholesalers, and salesmen are sitting down to- 
night to the annual meeting of the Tri-County 
Lumber Exchange. This is the Detroit dis- 
trict’s organization composed of all lumber fac- 
tors in the three counties of Wayne, Oakland 
and Macomb who work out co-operatively their 
mutual problems. 


Old Photos Start Reminiscences 


Burrao, N. Y., Feb. 24——Maj. H. Morton 
Jones, president of the Buffalo Lumber Ex- 
change, gave an interesting talk at the weekly 
meeting of the exchange held Feb. 21. He had 
just returned from an 1,800-mile trip during 
which he visited lumber mills in several south- 
ern States. He said that he found that stocks 
had been greatly curtailed by the severe weather 
which had prevailed during the past month, 

An enjoyable feature of the exchange meet- 
ing was a display of old-time outing pictures, 
dating back as far as 1899. Numerous members 
brought photographs of this character to the 
meeting, and many reminiscences were indulged 
in. 

A visitor to the meeting was Ralph C. An- 
gell, former president of the exchange, and 
now sales manager at New York for the Shep- 
ard & Morse Lumber Co., Boston. 








Tue Otp-Time Hoso who used to “ride the 
rods” (before the days of hitch-hiking) and 
who still wants to, has nothing on the gypsy 
moth. When car-loadings dropped off in vol- 
ume, one railroad “cached” 334 cars on a tem- 
porarily unused siding. A year and a half 
later a plant quarantine inspector of the U. S. 
Department of Agriculture found seventy or 
more clusters of gypsy moth eggs firmly at- 
tached to various car wheels, all set to travel 
to new territory wherever the freight car might 
be routed. News of this should be sufficient to 
create a new name for the insect pest—the 
“hobo moth.” 
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Get Acquainted ! 


Ozark Brand Oak Floor- 
ing is building a reputa- 


tion for satisfaction. Qual- 
ity with economy never 
fails to build trade. Sam- 
ples and prices will com 
vince you. 


Ozark Oak Flooring Co. Inc. 


BISMARCK, MO. 








GENUINE BANGOR 
SLATE “The Best Roof 


In the World”. 


Bangor is a town of about 1400 homes. 
All but two are roofed with slate. 

Many of the roofs are 70 years old. A 
majority are 40 to 50 years old. Not a 
single one of these roofs has ever been 
replaced. 

Why not recommend and sell Genuine 
Bangor Slate for your good work. 

Prices, samples, and sales plan on appli- 
cation. 


NORTH BANGOR SLATE COMPANY 


| Established 1863 BANGOR, PA. 
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Here's What's New— 


Asphalt Shingles with Cement 
Coatings Announced 


Cement coatings 


next. 

The Bakelite Building Products Co. (Inc.), 
of New York City, a subsidiary of the Bake- 
lite Corporation, Bound Brook, N. J., has an- 
nounced that it has licensed a number of lead- 
ing manufacturers of asphalt shingles to manu- 
facture shingles by a new Bakelite method 
which adds a surface coating of special-formula 
hydraulic cement in which mineral oxide pig- 
ments are incorporated, increasing the variety 
of permanent colors possible to include snow 
white (for the colonial house), blues, greens, 
grays, reds, and black. 


“Cementop” shingles they will be called, and 
besides their. added decorative value, it is said 
that the cement coating imparts greater rigidity 
to the shingles, which will permit exposing a 
greater portion to the weather; this, it is ex- 
plained, will provide greater covering power, 
and thus the result will be that these shingles 
will cost no more, laid, than the conventional 
asphalt shingle. Besides, it is announced, the 
cement will protect the asphalt from the rays 
of the sun, and will seal it so effectively that 
even the tropical heat will not bake out the oils 
and other volatile elements present in asphalt 
shingles. Greater resistance to fire and erosion, 
and increased insulation value, also are claimed 
for these cementop shingles. 

* * * 


Directory of Western Pine Mills | 


The Western Pine Association has prepared 
a convenient directory showing the volume and 
varieties of Ponderosa, Idaho white and sugar 
pine products manufactured by its 120 mem- 
bers at their respective mills, all presented in 
neat tabular form. Copies may be obtained by 
lumber buyers free by writing the Western 


Pine Association, Yeon Building, Portland, Ore. 
. > * 


List of Northern Hardwood Mills 


The Northern Hemlock & Hardwood Manu- 
facturers’ Association, of Oshkosh, Wis., has 
published in a booklet a list of its membership, 
consisting of the leading lumber mills of Mich- 
igan and Wisconsin, and copies of this booklet, 
which supplies important data about the nature 
and quantity of production of each mill, will be 
sent to lumber buyers on request to the associ- 
ation. 


for asphalt shingles are 


* * * 


New Book an Aid to Study of 
Seasoning of Wood 


The many practical lumbermen and kiln 
operators who attend the course in dry kiln 
practice to be conducted March 16-21 at the 
New York State College of Forestry, Syra- 
cuse, N. Y., will have the added advantage 
this year of a most helpful textbook, for Prof. 
Hiram L. Henderson, who will have charge 
of the course, has written a new book, “Air 
Seasoning and Kiln Drying of Wood,” which 
according to announcement of the publisher, 
the J. B. Lyon Co., was “written specially for 
the use of sawmills, veneer mills, cooperage 
plants, woodworking factories, where the 
proper solution of drying problems is of im- 
measureable value.” The book will be avail- 
able at once, and the AmMerIcAN LUMBERMAN 
will supply the book at the publishers’ price of 
$3.50 a copy. 

A compilation of material gained in eighteen 
years’ experimental and practical experience in 
the field of wood drying, this book is written 
in simple, everyday language, for besides his 
eighteen years’ teaching to forestry students at 


Syracuse, Prof. Henderson has conducted six- 
teen of these short courses in dry kiln practice, 
and he knows the language of the men in the 
mills and shops. Plenty of good clear photo- 
graphs and sketches complete the program to 
produce a splendidly effective and practical 
manual of kiln-drying. 
* * * 


Aids te Selection and Care of 
Saws and Tools 


A remarkable series of circulars which to- 
gether constitute a loose-leaf technical manual 
on the selection of the proper saws, machine 
knives, cutter heads, files, and other tools, and 
also their care, has been prepared by Henry 
Disston & Sons (Inc.), of Philadelphia, and 
the entire series will be found most valuable 
by lumber manufacturers, sash and door mills, 


- - - for Increasing 


New Sales Helps for Wall Paper 


In the February “Co-operator,” monthly pub- 
lication of the Lennon Wall Paper Co., Joliet, 
Ill., announcement was made that the company 
is preparing a complete assortment of dealer 
helps to aid retailers in the merchandising of 
the attractive Peacock line of wall papers in 
1936. The assortment includes newspaper ad- 
vertisements and mats, radio announcements, 
motion-picture theater slides, sales letters, en- 
velope stuffers, window and counter cards, and 
store streamers or banners. 

Incidentally, this same issue of the “Co-oper- 
ator” gives some excellent reasons why there 
will be plenty of results from sales efforts, and 
even goes so far as to explain why we had so 
much cold weather this winter—it required the 
burning of more coal, which put more soot on 
more walls, and thereby made a greater mar- 
ket for new wall paper this spring! As always 
it is an interesting publication, and dealers who 





do not regularly receive it may obtain copies 
by writing the Lennon company. 


New Literature Helps Sales 


Following an AmrricAN LUMBERMAN an- 
nouncement by the Ranetite Manufacturing Co., 
1917 Broadway, St. Louis, that it had a series 
of new sales literature and other merchandis- 
ing aids to help lumber and material dealers 
take advantage of the attractive market for 
Ranetite waterproofing and damp-proofing 
preparations, the response was quite gratifying 
and according to a report some days ago the 
company had already added two new franchise 
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and retailers who operate planing mills. Cir- 
cular saws, band saws, rip or cross-cut, trim- 
mer and slasher saws, saws that are Carboloy 
fitted for great hardness and resistance to abra- 
sion—they are all treated in various leaflets or 
booklets of this series, as are other products in 
the extensive Disston line of quality. Copies 
are available from the Disston company on re- 


quest. 
* * «¢ 


This Door's a "Push Over" 


The AmerIcAN LUMBERMAN is not much in- 
clined to apply that term to anything, but it 
really is this time, for “Allith 50-50 Push-Over” 
is the name the Allith-Prouty Manufacturing 
Co., of Danville, Ill., has applied to its new 
garage door hardware. Built for the use of 
weights as counterbalance, it is simple to in- 
stall and to operate, and the manufacturer as- 
serts that it offers practically no maintenance 
problem. These advantages coupled with its 
low price, would apparently assure a ready 
market for this hardware for both new doors 
and old, and the manufacturer offers to send 
complete information about the product to any 
dealer on request. 


Sales 


dealers, one in Helena, Ark., and the other in 
Tallahassee, Fla. (The company has also 
opened a new branch office at 711 West Lake 
Street, Minneapolis.) 

Among the folders is one describing Ranetite 
No. V, telling how to apply it to new concrete, 
brick or stucco exterior walls to prevent the 
annoyance and expense of damp, discolored in- 
terior walls. Another describes the manner of 
using Ranetite dampproofer on the interior 
walls themselves, and a third tells about the 
application and advantages of Ranetite iron 
waterproofing, which is designed for such tasks 
as waterproofing leaky and damp basements. 
The company will send any or all the folders. 

* * * 


New Booklet on Log Cabin Materials 
Which Dealers Can Sell 


An attractive booklet has been prepared by 
the National Pole & Treating Co., of Minne- 
apolis, to describe the manner in 
which its newest product, “Logs O’ 
Cedar,” sold by lumber and material 
dealers, may be used in converting 
just “ordinary” room interiors into 
the rustic log cabins of frontier days. 
The job is quite simple and easy with 





Typical of the log-cabin effects that can 
be reproduced is this room, whose walls 
and ceiling have been covered with Logs 
O' Cedar, half-round cedar poles especi- 
ally prepared for the purpose 





these Logs O’ Cedar, which are half- 
logs of northern white cedar, care- 
fully air-dried and accurately cut so 
the sides are straight and parallel. 
They are specially adapted to interior 
decoration uses, and either can be laid 
edge to edge or can be given a chinked effect 
by being backed with insulation board, in a 
manner clearly described in the booklet. 

Dealers will be glad to know that these Logs 
O’ Cedar (and their companion product, half- 
round and full-round western red cedar logs 
from National’s western operations) can be ob- 
tained in small quantities to fit individual jobs. 
Also the National Pole & Treating Co. will 
actively co-operate with dealers in the selling of 
these jobs, and points out that there is an es- 
pecially good market for Logs O’ Cedar in 
amusement rooms, dens, taverns, club houses, 
and summer homes. 
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‘THE BUSINESS RECORD 








Business Changes 


ALABAMA. Birmingham —Miree Lumber & 
Building Material Co. changed name to Miree Lum- 
per Co. (Inc.). 


ARIZONA. Phoenix—Light Lumber Co. suc- 
ceeded by Central Lumber & Supply Co. 

ARKANSAS. Booneville—Barker Bros. lumber 
mill purchased by Burnett Lumber Co., which 


also operates mills at Hartford, Russellville and 
Waldron. 

McGehee—New Deal Lumber Co. incorporated as 
Johnson Supply Co. 


CALIFORNIA. San Bernardino — Hamilton-Gill 
Lumber Co. succeeded by J. B. Gill Lumber Co. 

GEORGIA. Blakely—W. A. Hall Lumber Co. 
changed name to Blakely Lumber Co. 

Gainesville—J. O. Parks now Parks Lumber Co. 


ILLINOIS. Chicago—George A. White, 1717 W. 
Van Buren St., changed name to Chicago Restau- 
rant Seating Co. 

Coffeen—Coffeen Lumber Co. succeeded by Cof- 
feen Lumber & Supply Co. 

Herrin—Stotlar-Herrin Lumber Co. name changed 
to Herrin Lumber & Supply Co. 


INDIANA. Evansville — Evansville Basket & 
Crate Co. changed name to Evansville Container 
Corp. 

Leiters Ford—Home Lumber Co.; Joseph J. 


Holzbauer now proprietor. 

Salem—Weston Bros. Lumber Co. now Weston 
Lumber Co. 

Vincennes—Umfleet Building Stores (Inc.) real 
estate and equipment sold to Reel-Blue Lumber 
Co.; the merchandise was purchased by the Oster- 
hage Lumber Co. The Reel-Blue Lumber Co. will 
move the equipment to Hazelton for the re-estab- 
lishment of a lumber yard there. 

Winamac—R,. L. Magee Lumber Yard sold to Von 
Tobel Lumber Co., of Francesville. 

MICHIGAN. Grand Rapids—Travis-Quaintance 
Co. changed name to Travis-Applegate Co. 

Milan—Johnston Lumber Co. sold to Ford Motor 
Co. 

NEBRASKA. Grand Island—Goehring-Sothman 
Co. re-organized and name changed to Paul Soth- 
man Co., Paul Sothman having purchased the in- 
terests of Dick Goehring, John Claussen and Miss 
Teckla Goehring. 

NEW YORK. Brooklyn—Williamsburg Unity 
Heel Corp. succeeded by Williamsburg Unity Wood 
Heel Co. (Inc.), 379 DeKalb Ave. 

Valley Falls—John Ryan succeeded by Ryan & 
McMahon. 

NORTH CAROLINA. Elkin—Biltrite Furniture 
Co. plant, idle for some time, purchased by Oak 
Furniture Co. of North Wilkesboro. 

OKLAHOMA. Heavener—Buschow Lumber Co. 
machinery and real estate sold to Burnett Lumber 
Co., Hartford, Ark., who will install a sawmill here 
and will operate a wholesale plant. 

OREGON. Coquille—Prosper Mill Co. sold to 
Smith Wood-Products Co. 

SOUTH DAKOTA. Sioux Falls—Jordan-Stone Co. 
changed name to Jordan Millwork Co. 


WISCONSIN. Milwaukee—John Schroeder Lum- 
ber Co. has separated its activities; a new com- 
pany, John Schroeder Lumber & Supply Co., will 
handle the lumber yard business, while the old 
firm will retain supervision of the timber, sawmill 
and real estate holdings. There is no change in 
controlling interest or management. 

CANADA. MANITOBA. Minto—Home Lumber 
Yards (Ltd.) succeeded by Minto United Farmers’ 
Co-operative Association. 

MANITOBA. Wellwood—Home Lumber Yards 
(Ltd.) succeeded by C. . Lye & Son (Ltd.); 
with purchasing department at MacGregor, Man. 


Incorporations 


ARKANSAS. Dermott—Dermott Builders Supply 
Co.; $10,000. Incorporators: A. J. Nulett, Marion 
Anders and Gladys Bynum. 

CALIFORNIA. Eureka—Newberg Lumber Co.; 
Ralph W. Bull, of Arcata, is resident manager and 
one of the principal stockholders. 

MICHIGAN. Grand Haven—Grand Haven Coop- 
erage Co.; to manufacture barrels for beer. Board 
of directors: William Anderson and Henry O. Mil- 
ee of Grand Haven; and Henry Geerlings, of Hol- 
and, 

Grand Rapids—Northland Lumber Co. 

NEBRASKA. Whitman—Whitman Lumber Co.; 
$20,000. Incorporators: Leslie and SBernardine 
Class and John Adams. 

NEW JERSEY. East Rutherford—Rex Furniture 
Manufacturing Co. 

Elizabeth—Colonial Lumber & Timber Co., 125 
Broad St. Incorporators: Elizabeth Christiano, 
Margaret Teets and Sidney J. Benjamin. 

NEW YORK. Hornell—Hornell Woodworking Co. 
Frank H. Humphrey is president and general man- 
ager. The company is operating the former James 
Elgar plant, which has been idle for over three 
years. 

New York—H. Weisman & Son Lumber Co.; 
$25,000; to operate timber and lumber yards. 

NORTH CAROLINA. Asheville—Golden Valley 
Lumber Corp.; $100,000. Incorporators: V. Borch- 
grevink, Lawrence J. Pace and B. Kellum, all of 
Asheville. 

Ayden—Wood Manufacturing Corp.; $10,000. 
Building materials. Incorporators: Lee N. Wood 
and E. C. Hudson. 


King—King Lumber Co.; $25,000. Incorporators: 


O. P. Greene and W. F. Marshall, both of Walnut 
Cove. 


OHIO. East Palestine—Penn-Ohio Lumber Co. 
Incorporators: Herman H, Guy, G. A. Williamson 
and Albert C. Oakley, Jr. 


OREGON. Eugene—Kelly Lumber Co.; $25,000. 
Incorporators: Allen Kelley and C. and P. W. 
Campbell. 

Marshfield—Ray Bros. Logging Co.; $5,000. In- 
corporators: C. R, and M. W. Ray. 

Portland—C. H. Hafer Lumber Co.; $15,000. In- 
eorporators: Clarence H. Hafer, Robert R. Rankin 
and Z. E. Miller. 


TEXAS. Houston—Golden Acres Lumber & Ma- 
terial Co. Incorporators: Robert J. Levy and V. B. 
Mays, 3013 Isabella. 


WISCONSIN. Madison—Monarch Lumber Co. In- 
corporators: D, E. Kelly, G. O. Hanson and B. L. 
Sander. 

Milwaukee—John Schroeder Lumber & Supply 
Co. _ Incorporators: Fred J., John E. and Edwin 
H. Schroeder, 306 E. Walnut 8t. 


New Ventures 


CALIFORNIA. Glendale—Woodcraft Shop has 
been established at 436 W. Los Feliz Blvd., by G. 
Kaufman. 

Los Angeles—Pacific Cabinet Co.; 1682 W. 35th 
Place; under management of Harold E. De Armond 
and C. F. Varnum. 

Stockton—Stockton Mill, Lumber & Supply Co., 
100 West Fremont St.; incorporated by Ed French, 
Ed French, Jr., and Louis Giottonini. 


MISSISSIPPI. Greenville—Arkmo Lumber Co. 
will open a branch yard here. Headquarters of 
the company are at Little Rock, Ark. 


MONTANA. Helena—wW. C. Linder, of Cut Bank, 
will open a lumber yard on North Main St. 


OHIO. Gibsonburg—Walter Aufderheide will 
open a lumber yard on Madison St. 


OKLAHOMA. Oklahoma City—Dunham-Price 
Lumber Co., of Guthrie, opened a yard at Twenty- 
third and Kelly Streets. 


Casualties 


MISSOURI. St. Louis—Central Hardware Co. 
lumber yard at 1616 South Kingshighway, was 
swept by fire, with loss estimated at $25,000. A 
lumber shed, the shipping house, and a millwork 
a were destroyed, along with several piles of 
umbDer. 


NEBRASKA. Hoskins — Hoskins Lumber Co. 
office, hardware stock and warehouse destroyed by 


fire. Lumber shed saved. Loss $10,000, covered 
by insurance. 


NORTH CAROLINA. Mount Airy—Mount Airy 
Veneer Co. plant destroyed by fire, with loss esti- 
mated at $50,000, partly insured. 


RHODE ISLAND. Pawtucket—Newell Coal & 


Lumber Co. yard swept by fire, with loss estimated 
at $150,000. 


New Mills and Equipment 


ARKANSAS. Patmos—F. E. Monzingo Lumber 
Co., of Sarepta, La., is constructing a sawmill here, 
with daily capacity of 25,000 board feet. 

MINNESOTA. Mahnomen—Wilcox Lumber Co. 
plans rebuilding recently burned yard. 

OREGON. Enterprise—Enterprise Lumber Co. 


will construct a sawmill here, with daily capacity 
of 30,000 feet. 





Hymeneal 


YEAGER-WILLET—Orson E. Yeager, MJr., 
son of Orson E. Yeager, president of the 
Yeager Lumber Co. (Inc.), Buffalo, N. Y., and 
Mrs. Yeager, was married Feb. 20 to Mrs. 
Dorothy Sippi Willet, daughter of Mrs. 
Charles J. Sippi, Buffalo, by Rev. Carl M. 
Warner. The groom graduated from the 
Sheffield Scientific School of Yale University, 
and was in the lumber company before en- 
tering the insurance business. The bride 
is a graduate of Havergal College, Toronto, 
Ont. After the ceremony had been performed, 
Mr. and Mrs. Yeager left for southern Cali- 
fornia, where they will spend several weeks, 
before returning to East Aurora, N. Y., where 
they will reside. 


O’SHEA-EDWARDS—John O’Shea, who was 
recently transferred from the Blytheville 
(Ark.) office to the Tallulah, La., office of the 
Chicago Mill & Lumber Co., was married at 
Blytheville recently to Miss Mayme Louise 
Edwards. After spending their honeymoon 
in Hot Springs, Ark., and in New Orleans, 
Mr. and Mrs. O’Shea will reside at Tallulah. 





WEINER-SARASON—Bertram Weiner, who 
has been associated with the Chicago Mill 
& Lumber Co., Helena, Ark., for the past ten 
years, and Miss Rae Sarason, Greenville, Miss., 
were married Feb. 23 in Greenville. Mrs. 
Weiner was formerly employed by the Chi- 
cago Mill & Lumber Co. at Helena. 
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58 
Seattle, Wash. 


WEST COAST WOODS—A prolonged cold 
spell has retarded industrial activities in Puget 
Sound. Many logging camps are closed and 
a large number of shingle mills are down. 
However, volume of lumber production has 
been good, considering conditions. Mills are 
not at all inclined to sacrifice price. Stocks 
were never so broken, and the mills are 
carrying fair order files. 


RAIL—Prices continue 
the market is quiet. The mills are short of 
dry dimension and vertical grain flooring, 
although some say the latter item is in im- 
proved supply. Prices on vertical grain floor- 
ing have a range of about $2. Flat grain 
flooring in the C and D grades has been 
boosted about $1, and so has ceiling in B&bet- 
ter. Drop siding, too, is stronger, the B&bet- 
ter and C grades advancing 50 cents. No. 1 
common dimension is a little stronger. 

CALIFORNIA requirements in 1936 are es- 
timated at 40 percent over last year, when 
the State took about 40 percent of the North- 
west cut. 


very firm, though 


Many inquiries come from Los 
Angeles. Oregon mills have sold so much 
lumber to California that they have been 


able to boost prices on 
mills here have reduced. 


INTERCOASTAL—A good demand contin- 
ues, and the mills have good order files. It 
is thought that considerable speculative buy- 
ing is quietly taking place. Prices are very 
firm. Four tramp steamers from British Co- 
lumbia will discharge lumber on the east 


items which cargo 
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Market News from Am 


coast at about 50 cents under American prices. 
One British Columbia firm has several million 
feet sold on this side. American mills are 
not hungry for orders. Where fir lumber 
moves at around $15.50 hemlock is sold for 
$12.50 flat; normally the spread is about $2. 
Operators fear that if hemlock drops until 
the spread is $3.50@4, the fir price will be 
endangered. 


EXPORT—Japanese buyers have been al- 
most entirely out of the market. Chinese 
trade is being helped by cheaper silver, and 
there is larger inquiry and some sales. Rate 
to Japan is $6.50; China, $7. The east coast 
of South America is very inactive, while the 


West coast is making increased commit- 
ments. Of United Kingdom business, Amer- 
ican shippers get only the overflow that 


British Columbia mills can not handle. A 
fair demand for clears and uppers exists on 
the Continent. 


SHINGLES—tThere is still a surplus of 
Nos. 2 and 3, and these grades in perfections 
and XXXXX are a little softer, but other 
prices are very firm. Some mills have raised 
quotations on No. 1 XXXXX though demand 
is light. The cold snap has resulted in a 
general close down of shingle mills, but 


Logger Has Eye to Future 


The careless camper, the raging forest fire— 
these are far more dangerous to the continuance 
of forest cover in the United States than is the 
logger, points out Milton Manner, who is carry- 
ing on a large timber operation at Little Bear 


difficulty. Even last January, when the temper- 
ature dropped to 50 below (Boy! It hurts to 
even write it), the cutting, skidding and loading 
at the Manner operation continued as usual. 
The harvesting of these 12,000 acres of timber 





With a heavy load of jack pine logs for mine props, a Ford V-8 tractor and semi-trailer owned by 
Milton Manner starts the trip to the mining company at Hibbing 


Lake, fifty miles northwest of Hibbing, Minn. 
He is supplying the Oliver Iron Mining Co. 
with a million feet of logs for mine props, but 
is cutting them from mature jack pines only, 
leaving the young trees to mature into future 
forests. 

These logs average about a foot in diameter, 
and when thirty-five or forty of them are loaded 
onto a semi-trailer they total about twelve tons, 
which is quite some load for woods roads. But 
Mr. Manner reports that his Ford V-8 tractors 
can “take it,’ and handle these loads without 


is a year-round job for 140 men, who in sum- 
mer work only in the uplands, but include the 
swamp areas also when winter freezing makes 
logging practicable. Besides the pine used for 
mine props, Mr. Manner ships about twenty 
thousand cords of spruce, balsam and poplar 
pulpwood to International Falls each year. 

Although he uses Ford trucks for carrying 
the logs to the mill, the skidding is done by 
horses, and the jammers are also operated by 
horse power. For this particular operation 
nothing beats the horse, he believes. 
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stocks are fair, except in No. 1. British Co- 
lumbia shingle mills are practically all down; 
they, too, have a surplus of Nos. 2 and 3. 


LOGS—Camps in northwestern Washington 
are mostly down. Cedar logs are reported 
scarce, and the lack of No. 1 fir logs con- 
tinues to worry buyers. Prices are: $12, $20 
and $25 for fir; $15 and $21 for cedar and 
$9 and $9.50 for hemlock. 


Los Angeles, Calif. 


SOUTHERN CALIFORNIA—The two-month 
tie-up of the coastwise lumber fleet has 
ended, and carriers brought ten million board 
feet of lumber here during the first three 
days of the third week in February, ten ships 
arriving during that brief time. All the lum- 
ber terminals here from the San Pedro outer 
harbor to Terminal Island, Wilmington and 
Long Beach, were bustling with activity, to 
continue for several months. 


Memphis, Tenn. 


SOUTHERN HARDWOOD demand, both do- 
mestic and foreign, has shown marked im- 
provement, even in face of adverse weather 
throughout the North and East. Production 
has not been keeping pace with demand, and 
practically all items are stronger. All groups 
of domestic consumers are reporting improve- 
ment in their sales and all are buying hard- 
woods. The furniture manufacturers have 
constantly been in the market, as have 
manufacturers of wood specialties. The au- 
tomobile industry continues to take a large 
volume. Box and crate manufacturers have 
been buying cottonwood. Sash and door and 
interior trim plants are also buying a nice 
volume. The export market has shown 
marked improvement. All exporters report 
plenty of business being offered and have 
advanced their prices materially. Steamship 
space is rather’ scarce. Because of bad 
weather in the northern half of the territory, 
logging and sawmilling have been stopped, 
and in the southern half of the territory 
rains have interfered with logging. 


Warren, Ark. 


ARKANSAS SOFT PINE MILLS have been 
cheered by demand keeping steady despite 
the severe weather throughout sales terri- 
tory. New orders have just about absorbed 
production for the month; in fact, January 
business reduced stocks to lower than first 
of year level. Practically all mills report 
having covered with orders their surplus 
stocks of Nos. 1 and 2 boards, and recent 
shipments are being made at advanced prices, 
with straight cars of No. 2 shiplap reported 
at $19 to $20, mill basis, 8- and 10-inch No. 3 
shiplap in straight cars as high as $15, mill. 
Stocks of these items are very limited. Other 
mills réport being sold up on 6-inch No. 2. 
Both 1x4- and 1x6-inch No. 3 are in fair 
supply, but industrial demand is fast taking 
these items. Stocks of both 3- and 4-inch 
B&better flat and edge grain flooring, along 
with all items of B&better, finish, casing and 
base, continue scarce. It has become neces- 
sary for some mills to limit sales of 8-inch 
finish and base, as well as of all thicknesses 
of 12-inch Bé&better. End-matched edge 
grain 3-inch is also in limited supply, along 
with regular random length stock. Demand 
for railroad material has substantially im- 
proved, straight-car sales reported this week 
showing $40 mill for 4-inch 9-foot B&better 
ear siding, with the asking price of most 
mills now $42, and 10-inch has sold at better 
than $38, mill, while 18-foot is bringing from 
$44 to $48, mill, with stocks none too plenti- 
ful. Further increase in car material orders 
would have a tendency to decrease the 
amount of flooring stock available. Nos. 2 
and 3 lath are in good demand for cooperage 
and crating purposes, with stocks of No. 2 
already cleaned up. Woods operations can be 
carried on only with great difficulty, and mill 
output has been reduced. Small mills have 
been hard hit because stocks will not dry, 
and buyers are clamoring for shipment. 

SOUTHERN HARDWOODS—Demand has 
been very satisfactory, as many dealers are 
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covering their spring requirements, where the 
mills will accept orders for deferred ship- 
ment. Shipment of orders on file will make 
a substantial reduction in flooring stocks at 
practically all mills in this section. Sales of 
some items are being restricted where quick 
shipment is wanted, especially on %x1%-inch 
clear plain red oak and No. 1 and better. 
FAS red oak 4/4 and 5/4 are in limited sup- 
ply at most mills. Stocks of all grades of 
4/4 sap gum have been reduced, the big sur- 
plus of No. 2 common having been practically 
cleaned up, and industrial orders placed this 
week carry prices from 50 cents to $1 higher 
than those prevailing 30 days ago. Most 
mills anticipate heavy demand for hardwood 
finish, trim and flooring during the next four 
months. Lowland logging is impossible, and 
if spring rains set in as early as usual, there 
will be a log shortage. 


Minneapolis, Minn. 


Indicating that building is running far 
ahead of 1935, the inbound movement of lum- 
ber to Minneapolis last month amounted to 
245 cars, compared with 121 in January, 1935, 
and 105 two years ago. Receipts of millwork 
totalled 35 cars, against 21 and 18; while 
those of sash, doors and blinds, not included 
in the millwork figures, were 16, against 4 
and 12. A total of 148 carloads of other 
wood products, mainly building materials, 
arrived in January, compared with 70 and 113. 


NORTHERN PINE—Continued cold weather 
had a tendency to restrict sales and ship- 
ments, but with a definite break in sub-zero 
temperatures, business is already beginning 
to derive some benefits. Industrial demand, up 
to the present time, has been light. The 
total result is that Northern Pine Association 
reports show sales less than in a similar 
period last year. Mill stocks are below those 
of a year ago. Prices continue firm. Pre- 
miums are being asked on some items in 
short supply. 

NORTHERN WHITE CEDAR—Some retail- 
ers are beginning to fill in stocks, and in- 
quiry has increased. A shortage of small- 
sized posts is certain to continue, since bad 
weather has cut down the output. Poles for 
the present are not in great demand. 


MILLWORK—Cold weather has doubtless 
slowed up business, but an upturn is to be 
expected. Prices are maintaining their levels. 


Kansas City, Mo. 


SOUTHWEST MARKET—With the middle 
West snowbound, yard managers were not 
inclined to buy more than their most urgent 
needs, which were scanty. Virtually all con- 
struction work was brought toa halt. Deal- 
ers who had ordered found it almost impos- 
sible to get shipments or to make deliveries. 
In some localities, mills had to shut down 
and air drying was almost an impossibility. 
Prices of lumber were firm, but no higher 
except where mill stocks are nearly ex- 
hausted. Industrial demand held up fairly 
well, but came mostly from motor car body 
builders and furniture manufacturers. Box 
plants took small amounts of pine. Mill- 
work plants were out of the market. 


SOUTHERN PINE—Industrial sales consti- 
tuted the best outlet last week, although 
scattered sales in mixed cars were made to 
yards in the Far South. Local yards were 
buying scarcely anything, having stocks 
ample to meet current needs. 

WESTERN PINES—Demand fell off sharply 
alcng with output. Mill stocks are badly 
broken and prices are firmer. 


DOUGLAS FIR—Shipments to eastern mar- 
kets fell off last week, and new business was 
less plentiful. River channel improvement 
work was halted by a solid freeze through- 
out most of the length of the Missouri, so 
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there was no market for fir piling here. In- 
dustrial demand was desultory. 


HARDWOODS—Call for hardwoods, except 
for industrial use, was extremely light last 
week. Flooring mills took only minimum 
supplies, while retailers showed little inter- 
est. The regular industrial customers were 
in the market for normal amounts. 


SHINGLES AND LATH—Good § seasonal 
trade developed in shingles for repair pur- 
poses, and prices advanced further. Lath 
were in poor demand, but prices held firm, 
because of low supply. 


Cincinnati, Ohio 


HARDWoOODS—Continued shortage of 
stock from the southern hardwood mills due 
to suspension of operations on account of 
floods, gave a stronger trend to all Appa- 
lachian hardwoods, despite the paucity of 
actual orders from furniture factories and 
other consumers. It is felt that buying will 
be resumed now that the weather is milder, 
for more inquiry has developed. Prices are 
about unchanged. Among scarce items are 
thick sound wormy chestnut; sound wormy 
oak; basswood, white and red oak and ash. 
Interior trim plants of the North and East 
are sending in heavier inquiry for quartered 
oak. +. 


Shreveport, La. 


SOUTHERN PINE—Operators here believe 
that when up in the North the weather clears 
there will be a substantial increase in sales 
of both pine and hardwood. Prices continue 
to show an upward trend, due to the in- 
creasing demand. Stocks of all items are be- 
low what might be termed normal, and some 
items are becoming scarce, especially No. 3 
boards. There has been a big increase in 
the demand for No. 3. The oil fields continue 
to take a large supply of lumber, and con- 
struction work generally is picking up in 
this territory. The weather locally is now 
more favorable for production. 


Houston, Tex. 


SOUTHERN PINE—With a few days of 
sunshine, the market has shown considerable 
strength. Advances were made on a large 
number of items. Orders are being received 
in good shape. Mills are beginning to be 
careful about booking orders, expecting ad- 
vances. A number of export inquiries are 
out, and buyers are finding it hard to secure 
large blocks of stock that can be assembled 
at the same port; quotations are stiff. 


HARDWOOD — Demand continues strong, 
with prices showing a strong tendency to 
advance. Many items are scarce, and the 
mills are expecting a material decrease in 
production as soon as the flood waters cover 
the Mississippi Valley. 


SHINGLES AND LATH—Demand for 
shingles has very materially increased and 
prices show a tendency to advance; spring 
trade is opening up well in the southern part 
of the State. Lath continue strong. 


Portland, Ore. 


WEST COAST FIR AND HEMLOCK—The 
fir market is active, in spite of the unfavor- 
able weather throughout consuming sections, 
and most mills have their order books well 
filled. There is some activity in foreign 
markets, South America indicating most in- 


terest. Japan and China are doing some 
buying. Europe is reported to be marking 
time. Snow and freezing weather here for 


three weeks had forced many country mills 
to shut down. Logging’ operations too had 
been slowed down. 

WESTERN PINE is meeting with good de- 
man, considering weather conditions. 

SITKA SPRUCE—Certain items have ad- 
vanced $5 as a result of an advance in prices 
of logs because they are scarce and in strong 
demand. The advance affects finish lumber 
particularly. 


(Continued on Page 68) 











CRATER LAKE 
Is the Place ! 


For stock that pleases 
customers — service that 
permanently satisfies 
dealers. 


_ Our timber is unusually 

fine in quality and tex- 
ture. It cuts with a gen- 
erous percentage of high 
grade lumber, producing 
an excellent type of 
Common. 


Write NOW for quota- 
tions — or send a trial 
order for your needs in 


SELECTS and COMMON 
S4S or ROUGH 
SHOP and BOX 





RIVER, OREGOS?. 
HUNTINGTON TAYLOR: MGR. 


The Ready Reference 
Inventory Book 


7 “Shows up” scattered piles. Pre- 
vents Over-Buying. 


4 Assembles different classes of 
lumber on correct page. Saves 
Valuable Time. 


4 Each page has large index. Easy 
to handle in cold weather. 


4 Plenty of space to list all *“*ems 
carried in stock, 
POSTPAID PRICES 


1 Copy Ready Reference In- 
ventory Book 


4 Copies Ready Reference In- 
ventory Book 


10 Copies Ready Reference In- 
ventory Book 


For Sale By 
AMERICAN LUMBERMAN 


431 So. Dearborn St. 
Chicago, Ill. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Feb. 24.—Six weeks of 
severe winter weather, with the thermometer 
well below the freezing point at all times, has 
placed an effective check upon building opera- 
tions and the movement of lumber from the 
yards, and this trend toward inertia in trading 
and construction has permeated all branches of 
the lumber business, so much so that there has 
been a tendency toward price weakness in offer- 
ings to the yards, and in the attitude of the 
mills as they seek to maintain full order files. 
Buyers and sellers here regard this situation 
merely as the lull before the upswing of spring 
business that is confidently expected to develop 
as soon as the roads are again clear. While 
asking prices for either dimension or boards 
are not quotably lower, it has been a sharp 
trading market, somewhat favoring the buyer. 

The State department of industries has just 
released a compilation of figures covering the 
value of building permits issued by the fifty- 
five largest cities and towns in Massachusetts 
for January. The total is $3,457,149, and com- 
pares with $1,098,460 in January one year ago. 
a gain of 214.7 percent. Of the total last month, 
33.8 percent represented remodelling and re- 
pair work, 46.9 percent, new non-residential 
structures, and 19.3 percent new homes—the 
latter to cost $667,150, and all were single 
houses. State and Federal buildings and en- 
gineering contracts are not included in these 
statistics. All comment indicates a sharp in- 
crease in new residential permits for February, 
March and April. 


WEST COAST FIR AND HEMLOCK—Cargo 
receipts thus far in February have slightly 
exceeded ten million feet, which includes the 
tally of the Massmar, which totaled 4,141,000 
feet, an outturn from a single boat that has 
been equalled only three times in the past 
six years. Average receipts for the full 
month of February at Boston in the previous 
four years were 5,018,621 feet. 


EASTERN SPRUCE—Heavy snow and a 
long stretch of sub-zero temperature have cut 
heavily into production at the larger north- 
ern mills, and have caused many of the smaller 
ones to suspend operations. The mills are 
well supplied with orders, but very little new 
business has been placed during the past 
thirty days. Dimension prices are not 
quotably higher, though very firm at $32@33 
for the 2x3- and 2x4-inch scantling, up to 
$39@40 for 2x12-inch. Dry boards are well 
sold up and firm in price at $33@34 for the 
6- and T-inch matched and dressed, and 
$34@35 for the 8-inch. Covering boards are 
steady at $26@27, while 2- and 3-inch bundled 
furring is active at a range of $26@29, de- 
livered. Provincial manufacturers report a 
strong demand for their lumber both at home 
and in the English market, and are not un- 
duly aggressive in pushing for an outlet in 
New England and New York. They anticipate 





a strong price level through the spring 
months. 
LATH AND SHINGLES—Standard spruce 


lath are scarce, active and very firm at $4.50 
for the 1%-inch, and $4.75 for the 15-inch, 
delivered at Boston points. Sales continue 
heavy for delivery as far south as Baltimore, 
and New York has been a heavy buyer since 
the turn of the year. Remodelling and repair 
work accounts for the present strong demand 
for eastern white cedar shingles, particu- 
larly in the lower grades. There is a good 
supply of Extra’s available at $4, while clears 
are only 50 cents lower, and 2nd clears sell 
at $3, and clear “walls” at $2.85. The West 
Coast red cedars are in scant supply at the 
terminals, and at all Atlantic Coast storage 
yards. A few air dried 18-inch Perfections 
are offered at the local yards at $4.81. The 
16-inch k. d. XXXXX No. 1 sell at $4.53, and 
No. 2 at $3.62, with small lots of air dried 
offering at 10 cents less. Production at the 
mills is limited and is well sold ahead. For 
all-rail deliveries to New England points, 
British Columbia and Washington mills quote 
Perfections at $5.04; No. 1, XXXXX, $4.39; 
No. 2, $3.49; No. 3, $2.99. 


MAPLE HEEL STOCK—tThere are no sur- 
plus offerings of the better grades of air- 
dried cross-cut heel maple, and leading ship- 
pers are very firm at $80 for the old No. 2 
grade, and $72@74 for long plank of the same 
grade. The smaller heel shops are using 
chiefly a lower grade of plank that ranges 
in price from $65 down to $50, with an occa- 
sional lot going as low as $45. Some of the 
larger shops have covered their seasonal re- 
quirements by contracts with the mills, but 
the call for wood heels at the shoe centers 
is much greater than it was one year ago, 
and the well informed maple shippers—hav- 
ing an enlarged outlet at the furniture and 
wood novelty centers—anticipate that as the 
season advances there will be difficulty in 
supplying the required amount of heel maple 
of the better grades. 

PINE BOXBOARDS—Heavy snow and ex- 
treme cold at mill points in northern New 
England, and the season’s low point in ac- 
tivity at the box shops, have combined to 
make a very dull period in box lumber trans- 
actions. Round edge inch is held at $15@16 
delivered at Boston rate points, and the inch 
square edge at $28@30. 


NEW YORK, N. Y. 


The central FHA office announces a sharp 
increase in the number of applications being 
prepared for new construction this spring. It 
directs attention to the fact that, in addition to 
a heavy expansion of construction in the New 
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properly mark all stock now on the yards, 
Thereafter the association will co-operate to 
bring marked lumber to the local yards. 

Vessel rates from the West Coast continue 
at $12. A proposed meeting of the vessel owners, 
to reaffirm or revise this rate, has been post- 
poned from time to time, and it is now left with 
the chairman to call this meeting on or before 
April 1. As the matter stands today, ships 
have been engaged to load at British Columbia 
ports at rates substantially below the Confer- 
ence figure. 

Weather conditions in the South have greatly 
curtailed production and deliveries, and caused 
real embarrassment to local yards, where sup- 
plies of yellow pine flooring and partition and 
North Carolina pine roofers have been cut 
down sharply since the first of the year. It is 
reported that the call for lumber for building in 
the South is far ahead of normal, and that 
more than an average proportion of the mill 
production is being consumed locally or within 
truck haul of the mills. 

R. T. Titus, executive officer of the Inter- 
coastal Lumber Association, has just returned 
from a Boston visit, where he conferred with 
his membership. 

At headquarters of the National-American 
Wholesale Lumber Association in 42nd Street, 
Secretary Schupner is vigorously carrying for- 
ward plans for the annual meeting to be held 
in Atlantic City in May. President Shepard 
has appointed a committee of eleven, of which 
E. R. Plunkett—of Plunkett-Webster Lumber 
Co., New Rochelle, N. Y., is chairman—to 
nominate ten directors to succeed those whose 








Typical of the manner in 
which progressive lumber 
are dem- 
onstrating how to display 
modern lumber and wood 
products is this exhibit by 
Frost Lumber 


manufacturers 


Industries 
(Inc.) at the annual con- 
vention of the Southwest- 
ern Lumbermen's Associa- 
tion, held in Kansas City, 
Mo., Jan. 29-31. A varied 
line of lumber products 
was displayed by Frost in 
a manner that caught the 
eyes of passing dealers 
and focused their atten- 
tion on this quality stock 
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York area, real estate valuations are advancing, 
and that one of the larger insurance companies 
has instructed its agents handling its real estate 
to advance valuations on dwellings by from 
10 to 20 percent effective March 1. 

Comment coming from wholesale and retail 
offices within fifty miles of Broadway indicates 
a material increase in construction in the early 
spring months, though very little lumber has 
been moved to the jobs during the past sixty 
days—the longest stretch of severe winter 
weather in the records of the local weather 
bureau. While little lumber has been moving 
from the yards, receipts by water from the 
West Coast have been heavy, and have resulted 
in many of the larger yards accumulating bet- 
ter than an average stock. The yards are swinging 
into action to meet the requirement that all 
lumber delivered in New York City after April 
1 must be grade and trade marked. The West 
Coast Lumbermen’s Association has arranged 
to place an expert inspector here at once to 


terms expire at the annual meeting. The exact 
date and hotel headquarters for this annual will 
be announced shortly. 


Baltimore, Md. 


Something like a boom, especially for 
southern pine, is in prospect as soon as the 
weather moderates. In the South, the roads 
have been too deep in mud to permit any 
hauling, with the result that receipts here 
have been reduced to a minimum; local deal- 
ers report that they have numerous orders 
on hand which it has been impossible to fill. 
House construction in particular gives prom- 
ise of attaining proportions not reached in 
years. One corporation here, for instance, 
has on its books orders for no fewer than 
ninety houses, seventy of them placed by a 
single contractor. Another concern booked 
orders for fifty-seven houses within two 
weeks, with two schools and two other build- 
ings of large size to be added. Replacement 
of floating equipment, which has been more 
or less badly damaged by the ice conditions 
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in the harbor and bay, will absorb many 
thousand feet of lumber. 


NORTH CAROLINA PINE — Distributors 
have much business on hand without being 
able to handle it. Ice conditions in Chesa- 
peake Bay and the river have hampered navi- 
gation, and small vessels have found it im- 
possible to move at all. As a result, stocks 
in the city, notwithstanding the checks upon 
demand, have been depleted. Quotations are 
firm. The mills are pushing up their prices. 


GEORGIA PINE—Bad weather has inter- 
fered with demand, but quotations have been 
well sustained. 

CYPRESS—Inquiry is quite brisk and the 
range of prices either firm or higher, Stocks 
in the yards here are small. 


DOUGLAS FIR—tThe market is holding up 
very well, with some large orders being filled 
and others in prospect. Delivery of stocks is 
backward, and with the opening of spring 
a rush to get lumber may be looked for. 


HARDW0O2DDS—Sellers are reporting a very 
good demand for stocks of all kinds. Weather 
has interfered greatly with the operation of 
mills and with the movement of stocks. The 
indications are that the range of the quota- 
tions will be marked up. 


SASH AND DOORS—The quiet due to ex- 
ceptionally severe weather conditions con- 
tinued during the last two weeks, but work 
on hundreds of projects awaits only good 


weather. 
Buffalo, N. Y. 


The lumber trade has been hampered by 
cold weather and snow for the past month. 
toads in many rural communities have been 
impassable. Deliveries from mills are de- 
layed. Lumber prices are generally strong, 
because of severe weather in most mill sec- 
tions. 


HARDWOOD demand has been fair lately. 
The local yards have had much difficulty be- 
cause of unusually heavy snow and intense 
cold. Prices of lumber are strong. Oak 
flooring prices are now firm. 


WESTERN PINES demand has been slowed 
up by severe weather. Retailers have de- 
layed purchases. 

NORTHERN PINE is strong, with mills 
reporting a shortage of supplies, and much 
trouble, because of severe weather, in accu- 
mulating stocks. Retailers have bought very 
little during the past month. 


Norfolk, Va. 


NORTH CAROLINA PINE—tThe area as far 
south as the middle section of South Carolina 
was visited last week with two snow storms; 
before these came, the woods were thor- 
oughly saturated and logging or hauling was 
impossible, so even with real fair, windy 
weather, it will be two weeks before any 
number of the mills can get going again. 
The demand for lumber has not been heavy, 
for weather at the consuming points was ter- 
rible, and building was at a standstill. A 
number of mills have been refusing further 
orders and many wholesalers have been 
steering clear of the market until some of 
the orders they now have on mill books 
have been shipped. Prices on air-dried and 
kiln-dried have been advancing and predic- 
tions are freely made that prices will go still 
further because there is a shortage of lumber 
throughout the South. Box makers are now 
paying on the basis of $18 f. o. b. Norfolk 
for 4/4 edge box kiln-dried circular sawn, 
with 6- and 8-inch widths in, and are not 
getting much stock. There have not been many 
offers for good air dried box lumber, because 
buyers realize very little of this can be had 
at any price, but the guess today on air dried 
4/4 edge box, delivered Norfolk, would be 
around $16.50. Small framing, of course has 
advanced. Air-dried roofers in 6- and 8-inch 
widths are being quoted at $15.50 f. o. b. cars 
Georgia Main Line rate; 50 cents more for 
10-inch; and $18 for 12-inch. The mills in 
the Carolinas quote higher. 





ONE OF THE buildings of the Texas Cen- 
tennial Exposition contains 75 doors, and the 
average number per building is 50. Most doors 
are of the slab type, with heavy birch veneer. 
Built-up type doors are used in the livestock 
buildings, Ponderosa pine and 3%4-inch braces 
being used. 
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One Company Becomes Two 


MILWAUKEE, Wis., Feb. 24.—The stockhold- 
ers of the John Schroeder Lumber Co., here, 
have approved a plan to divide the business of 
the firm, and organize a new concern for more 
effective management of its holdings. The an- 
nouncement was made by Fred Schroeder, 
president. The new company, which has been 
named John Schroeder Lumber & Supply Co., 
will have charge of the lumber yard business, 
while the former firm will retain supervision of 
its timber, sawmill and real estate holdings. 
Papers for incorporation of the new company 
have been filed by F. J., J. E. and E. H. 
Schroeder. The stock in the new unit is all 
owned by the old company, and the president 
announced that there would be no change in 
the controlling interests. 

It was felt that by dividing the company and 


6l 


having one firm to control yard activities, the 
Schroeder interests would be in a better posi- 
tion to take advantage of the anticipated in- 
crease in construction. Mr. Schroeder believes 
that in the future it will be possible to handle 
the timber holdings in northern Wisconsin, on 
the Pacific Coast and in Florida with greater 
effectiveness than in the past, when there was 
only one company. 





Don’t PLAN the house exterior first and then 
force the interior to fit the outside plan. This 
is often the origin of the poorly laid-out house, 
an uneconomic use of the space, with perhaps 
a small living room and an oversized dining 
room, dining room at an inconvenient distance 
from the kitchen, five bedrooms with only one 
bathroom and similar detractions from the de- 
sirability of the house for an average family. 








And Better Performance Too 


The production problems involved in the shorter day 
demands that every single expense be closely scru- 
tinized. Check your lost time records. 


FREE 


Saw Mill Catalog 
No. MS will be 
sent to you free 
. « « no obliga- 
tions either. 


performance. 





One way to definitely reduce this cost is to use 
Atkins SILVER STEEL Bandsaws. They will be on the 
mill longer making more cuts and in fact better cuts 
than any others. This added advantage which comes 
only in genuine Atkins SILVER STEEL, is the back bone 
of guaranteed quality . . . dependability . . . and 


For immediate economy order your bands now 
and do not overlook Atkins SILVER STEEL Circulars, 
Machine Knives, Grinding Wheels and Files. 


Your 


orders will be filled promptly. 


E. C. ATKINS AND COMPANY 


460 South Illinois St. 


INDIANAPOLIS, IND. 


BRANCHES: 


Atlanta, Ga. 


Seattle, Wash. 
New Orleans, La. 


Chicago, In. 


New York, N. Y. 
Memphis, Tenn, 


Portland, Ore. San Francisco, Calif, 
Klamath Falls, Ore. Paris, France. 
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Newsy Notes of Persons and Places 


and OFFICE 








George Holden, McGoldrick Lumber Co., 
Spokane, visited in Buffalo, N. Y., recently. 


J. P. Hennessy, president Shevlin Pine Sales 
Co., Minneapolis, called on a few Chicagoans 
recently. 


John Eason, manager American Handle Co., 
Jonesboro, Ark., recently purchased four busi- 
ness buildings in his town. 


Orson E. Yeager, president Yeager Lumber 
Co. (Inc.), Buffalo, N. Y., is spending a vaca- 
tion of several weeks in Miami. 

C. W. and A. G. North, Minneapolis lumber- 


men, were in Spokane last week conferring 
with H. C. Hartung, of Clarkston, Wash. 


A. B. Danahy, secretary-treasurer Trotter- 
Kelleran Lumber Co., Buffalo, N. Y., plans to 








DISTRIBUTORS 
Wood-Fiber Insulating and Building Board 


Interested to contact aggressive merchandisers 
who have seen the possibilities of marketing 
through various trade channels, a foreign nat- 
ural Spruce Insulating Board of excellent qual- 
ity, manufactured in stand sizes and thick- 
nesses. Competitively priced. Atlantic, Pacific 
and Gulf port mill shipments. Box No. S44. 

Care American Lumberman. 














| CHICAGO 








Try , Di0f jor 
Moise & ri Hardwood 
umber 


Operacdty CISAR BROTHERS 


2357 South Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 








GILBERT NELSON & CO. 


Public Accountants 


432 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Anything in 


CYPRESS 


FROM 
CHICAGO STOCKS 


HUSS LUMBER COMPANY 
2301 N. Racine Ave. 











O TIMBER ESTIMATORS 0 
JAMES W. SEWALL 


Timber Cruises and Valuations 





Ruttan Block 
Maine Port Arthur, Ontario 





start on a month’s cruise to the West Indies 
on Feb. 26. 


James L. Crane, president Crane Lumber 
Co., Buffalo, and Thessalon, Ont., will be one 
of the Buffalo delegates to the Republican Na- 
tional convention in Cleveland in June. 


The Exchange Lumber & Manufacturing Co., 
Spokane, was host recently to forty building 
contractors at a dinner. Charles Freese, re- 
valuator for the FHA, explained Title II. 


Ray W. Beil, sales manager Baird-Naundorf 
Lumber Co., Spokane, went to Portland last 
week where he was to speak at the Western Re- 
tail Lumbermen’s Association convention. 


It is news when a lumberman turns column- 
ist. J. B. Bunn, Osceola, Ark., lumberman, con- 
tributes a “stick” weekly to the Osceola Times, 
in which he sets forth his ideas of local in- 
terest. 


N. G. Sawyer and R. L. Schuh, of the Ex- 
port Cooperage Co., Russellville, Ark., have 
returned from a two-weeks’ vacation in Mexico 
City and other interesting points of the south- 
ern republic. 


Walter Hammons, of Seattle, has been elected 
president of the Northwest Shingle Weavers’ 
Council, according to announcement here by 
Erroll F. Herr, executive secretary of the 
council 


Axel H. Oxholm, managing director Pacific 
Forest Industries (Inc.), Tacoma, was on the 
program to speak before the Columbia River 
Gateway Foreign Trade Association, Feb. 26 
at Portland. 


The Chelan Box & Manufacturing Co., 
Chelan, Wash., has started to rebuild its office 
building that was burned. The new structure 
will be 24x30 feet in size and of frame construc- 
tion with sawdust insulation. 


F. W. Girdner, sales manager of the mould- 
ing and trim division of Bradley Lumber Co. 
of Arkansas, Warren, Ark., stopped in Chicago 
recently to visit with friends. He had been at- 
tending numerous conventions of lumbermen. 


Albert Ernest, forester of the Union Bag & 
Paper Corp., Savannah, Ga., has been elected 
president Coastal Timber Protective Associa- 
tion, a new organization which embraces 56,300 
acres of timberlands in McIntosh County. 


Friends of F. Bowie Smith, retail lumberman 
in Baltimore, have been dining on partridges 
recently as a result of the dealer’s hunting trip 
to North Carolina. Mr. Smith visited some 
North Carolina mills, and said they were handi- 
capped by bad weather. 


H. A. Crane, who looks after the interests 
of various mills in Baltimore, has been ap- 
pointed sales representative in Maryland and 
the District of Columbia for the E. L. Bruce 
Co., Memphis. Mr. Crane’s headquarters are 
in Towson, Md. 


The chairmanship of the executive committee 
of the Craighead County Centennial Commis- 
sion is keeping Charles Stuck, lumberman of 
Jonesboro, Ark., busy. In addition to this job, 
he is chairman of the State committee which 
was named to select a design for a postage 
stamp. 


Construction of the new mill of the Raymond 
Lumber Co. in South Bend, Wash., is proceed- 
ing rapidly and the plant is expected to be 
ready for operation about the middle of May. 
Installation of machinery is expected to start 
early in March, according to Forrest Shaffer, 
who will manage the plant, which will be elec- 
trically operated throughout with steam turbines 
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providing the power. A new band mill with 
the latest in beltless motor drives will be in- 
stalled. The plant’s capacity will range between 
75,000 and 125,000 feet daily. 


Paul Pigott, president Seaboard Lumber Co., 
Seattle, has been elected to the board of trus- 
tees of the Washington Mutual Bank. He is, 
also, a director of the National Bank of Com- 
merce, has served as vice president Seattle 
Community I*und, and is active in other civic 
movements. 


Timbermen of Jefferson, Grant, Lincoln, and 
Cleveland counties, Arkansas, together with 
some farmers, have formed the Small Truck- 
ers’ Organization in an effort to secure lower 
truck license fees. G. R. McSwine and Paul EF. 
Nichols, both of Pine Bluff, Ark., are president 
and secretary-treasurer, respectively. 


Truman O. Kellogg, former mayor of 
Hoquiam, Wash., was installed as president of 
the Northwest Lumber Inspectors’ Association 
at a meeting in Aberdeen, Wash., last week. 
The meeting launched the association on its 
third year. E. E. Bennett and Henry Ostrom 
were installing officers. J. R. Turner, local 
supervisor, was among those attending. 


Captain H. H. Buckman, of the Cherry River 
Boom & Lumber Co., Scranton, Pa., optimis- 
tically predicted that business will improve with 
the warming of weather, when he visited Balti- 
more a few days ago. Harry L. DeMuth, 
president DeMuth-Germain Lumber Co., Jack- 
sonville, Fla., when he stopped in Baltimore en 
route home from Connecticut, reported doing 
a fine trade. 


The Rietbrock Land & Lumber Co.’s steam 
hauler has concluded its work with the draw- 
ing of a “Paul Bunyan” train of logs, consist- 
ing of twenty-nine individual sleigh loads con- 
taining from 4,500 to 5,000 feet of logs, making 
a total of over 130,000 feet. The logs were 
mostly hardwoods, and were hauled a distance 
of nine miles from the firm’s timberlands in 
Bern to its sawmill at Athens, Wis. 


The Copeland Lumber Co., which operates 
approximately thirty retail lumber yards in 
Washington and Oregon, last week announced 
it had purchased the stock and fixtures of the 
Columbia Lumber Co., Puyallup. Cecil Lepley, 
who has managed the Copeland Lumber Co. 
yard at Salem, Ore., for the last three years, 
has taken over management of the yard, suc- 
ceeding the late H. L. Crandall. 


A number of lumbermen of Buffalo and the 
Tonawandas are spending a winter vacation in 
Florida. Major H. Morton Jones, vice-presi- 
dent of the R. T. Jones Lumber Co., North 
Tonawanda, is visiting his father, R. T. Jones, 
at Miami Beach. A. E. Gombert, president of 
the A. E. Gombert Lumber Co., North Tona- 
wanda, is at Miami. William L. Henrich, of 
the William Henrich’s Sons’ Co., Buffalo, is at 
St. Petersburg. 


E. V. Babcock, president Babcock Lumber 
Co., Pittsburgh, and of the Babcock-Carrier 
Florida Co., is vacationing in Miami, and study- 
ing future plans of his southern concern, an 
enterprise which for each of the past five years 
has taken 15,000,000 feet of lumber from a tract 
of 146,000 acres near Punta Gorda. Mr. Bab- 
cock bought the land twenty years ago, and 
intends gradually to clear the property and have 
the land under cultivation. 


Announcement has been made of the purchase 
by Paul Sothman of the interests held by Rich- 
ard Goehring, John Claussen and Miss Teckla 
Goehring in the Goehring-Sothman Co., Grand 
Island, Nebr. The firm’s name has been 
changed to Paul Sothman Co. The new owner 
is now president and general manager of the 
company, with Ray Musselman, secretary, and 
Frank Ziller, treasurer. Mr. Goehring, who 
directed the affairs of the concern since its or- 
ganization in 1919, plans an extended automo- 
bile trip through the Southwest. He has been 
at the helm of some lumber company for 
twenty-nine years with no time out. 
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West Coast Concern Is Purchased 


The Chicago office of the United States 
Gypsum Co. announces the acquisition on Feb. 3 
of the properties of the Idaho Lime Co., Evans, 
Wash., and states that the interests will be 
operated as part of the parent organization. 
The high quality established and maintained for 
Idaho Lime Co.’s products will be continued, 
company officials assure, with the added benefit 
of the extensive technical research and labora- 
tory control maintained by U. S. Gypsum. R. 
B. Evans, son of the founder of the purchased 
concern, has become associated with the UV. S. 
Gypsum Co. No changes in personnel are con- 
templated, it is said, 





Buys Washington Mill, Now Offers 
Spruce of Own Manufacture 


Kansas City, Mo., Feb. 24—Ralph L. 
Smith, president of the Ralph L. Smith Lumber 
Co., has announced that the properties of the 
former Anacortes Lumber & Box Co., Ana- 
cortes, Wash., idle for three months, have been 
acquired by the newly incorporated Anacortes 
Lumber Co., in which the Smith company has 
the controlling interest, and that under the new 
set-up the Ralph L. 
Smith Lumber Co. is 
able to offer its own cut 
of Sitka spruce to cus- 
tomers. 

This Puget Sound 
operation is equipped 
with an 11-foot band 





RALPH L. SMITH, 

Kansas City, Mo.; 

Controls Anacortes 
Lumber Co. 





mill, gang saw, com- 
plete planing mill and 
box factory, together 
with power plant, and 
has 700 feet of docks. 
The daily capacity is 
100,000 feet, and Mr. 
Smith reports that the 

mill sawed 500,000 feet of Sitka spruce during 
the first week of operation. 

Associated with Mr. Smith in this important 
purchase were E. C. Kaune, former manager 
of the Anacortes company, and J. D. McCor- 
mack. In January they incorporated as the An- 
acortes Lumber Co., with paid up capital stock 
of $100,000. 





West Coast Firm Elects Officers 


SPOKANE WASH., Feb. 22.—At the annual 
meeting of the stockholders of the McGoldrick 
Lumber Co., Spokane, Wash., Feb. 19, the fol- 
lowing officers and directors were elected: 

President—J. P. McGoldrick. 


Vice president and treasurer—M. T. Mc- 
Goldrick. 


Secretary—R. C. Lammers, 
Assistant secretary—C. A. Rockstrom. 
Director—David E. Bronson. 


Mr. Bronson succeeds his father, the late J. 
D. Bronson, as a director. The late Mr. Bron- 
son was also vice president of the company. 





Southern Lumber Company Sold 


Cuartotre, N. C., Feb. 24—The Wearn 
Lumber Co. plant valued at $200,000 was sold 
Feb. 19 by the Pilot Life Insurance Co., Greens- 
bora, N. C., which had been operating the plant 
since taking it over several years ago. The 
amount involved in the transaction was not 
made public. The purchaser, Julian P. Creigh- 
ton, announced that he was planning immediate 
expansion of the plant and extension of the busi- 
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ness, which has been incorporated under the 
name, the Wearn Lumber Co., with himself as 
president and general manager. 

Mr. Creighton for the past several years has 
been connected with Southern Sash & Door Co., 
of Greenville, S. C. He resigned in order to 
devote all his time to the Wearn Lumber Co. 
Before going to Greenville, Mr. Creighton 
managed the Charlotte branch and warehouse 
of the Greenville concern. 





Companies Hold Annual Meet 


MarsHFIELD, Wis., Feb. 24—About one- 
hundred yard managers and officials of the O & 
N and Kellogg Bros. Lumber Cos. met here at 
Hotel Charles, Feb. 14-15, for the seventeenth 
annual managers’ conference. Speakers for the 
program included: G. W. LaPointe, Jr., Me- 
nomonie, general manager of the firm; R. E. Sa- 
berson, St. Paul; Henry Core, St. Paul, Frank 
Geks and J. W. George, both of Eau Claire. Mr. 
Saberson was the principal speaker at the an- 
nual banquet. Charles Very, O & N superin- 
tendent, was in charge of arrangements for the 
conference. 





Distributes Plywood in Inland Empire 


SPoKANE, WasH., Feb. 22.—The Long Lake 
Lumber Co., Spokane, received its first ship- 
ment of pine plywood panels, Feb. 12. In addi- 
tion to retailing the panels at its yards here, it 
will distribute them through retail lumber deal- 
ers and cabinet shops in the Inland Empire. The 
pine plywood panels are new in this section, 
although used for some time in the East and 
Midwest, R. E. Wert of the firm said. 


Chicago-and-Suburbs Building 
Showed Big 1935 Gain 


The total amount of money that went into all 
types of construction in 1935 in Chicago and 
its surounding fifty-four communities was nearly 
double the sum expended during 1934, but still 
only about two-fifths the amount spent in 1931. 
A compilation of figures obtained from records 
at the city hall for the city, and from a private 
agency for nearby towns, shows that $27,649,- 
327 went into new structures of all types last 
year, in comparison to $14,707,928 in 1934. The 
high point in the past five years was 1931, 
when construction in Chicago and the fifty-four 
adjacent communities totaled $70,207,363. The 
lowest dip in the period was the 1933 level of 
$7,822,964. The table by years is shown below: 


Nearby 
Chicago Towns Total 
a $46,440,130 $23,767,233 $70,207,363 
BE sowie 3,824,500 5,515,251 9,339,751 
. 3,683,960 4,139,004 7,822,964 
ae 7,898,435 6,809,493 14,707,928 
a 12,916,409 14,732,918 27,649,327 





Grand Tot.$74,763,434 $54,963,899 $129,727,333 

It will be seen that in three of the past five 
years the building total of the surrounding dis- 
tricts exceeded that of Chicago. If in the sub- 
urbs the rest of the current year continues the 
January stride in contrast to corresponding 
months of 1935, there should be a marked in- 
crease in the amount of construction. The 
January 1936 figure in the fifty-four communi- 
ties was $797,681, in comparison with $293,698 
a year ago. 

The towns included in the Chicago suburban 
survey are: 


_. Aurora, Barrington, Batavia, Berwyn, Blue 
Island, Calumet City, Chicago Heights, Cicero, 
Clarendon Hills, Crystal Lake, Des Plaines, 
Dolton, Downers Grove, Elgin, Elmhurst, Elm- 
wood Park, Evanston, Flossmoor, Forest 
Park, Geneva, Glencoe, Glen Ellyn, Harvey, 
Highland Park, Hinsdale, Homewood, Joliet, 
Kenilworth, La Grange, Lake Forest, Liberty- 
ville, Lombard, Maywood, Melrose Park, 
Mount Prospect, Naperville, Niles Center, 
North Chicago, Oak Park, Park Ridge, River- 
side, River Forest, St. Charles, Villa Park, 
Waukegan, West Chicago, Western Springs, 
Wheaton, Wilmette, Winnetka, East Chicago, 
Gary, Hammond and Whiting. 
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R. C. CLARK, Chicago and 
Northern Illinois. 


J. J. VRANEK, Chicago, Il. 
W. N. BELK, Rockford, Ill. 


EDMUND C. NOBEL, Chicago, 
Illinois. 


Representing Leading 
Mill Producers of 


PONDEROSA PINE 

YELLOW PINE 

SPRUCE 
FIR 
RED CEDAR 
RED CEDAR SHINGLES 

OAK FLOORING 
MAPLE FLOORING 


a 


FORRESTER-HURNDALL LUMBER 
COMPANY, LIMITED 


Vancouver, B. C. 


“EVERLAST BRAND” 
RED CEDAR SHINGLES 


WALTER 
VANLANDINGHAM 


Exclusive Sales Representative 
for 


‘ WISCONSIN, ILLINOIS, MICHIGAN 
AND INDIANA. 
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Loaded in wooden cars with 
wooden doors—lined throughout 
with wood. 
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LUMBER MARKET REVIEW 


Shortages in Southern Pine Stocks are Resulting in Price 
Advances 


Southern pine sales during the two weeks ended Feb. 15 were 
21 percent above the level of last year, but, because of the sub- 
zero tie-up in the middle West, did not quite equal the produc- 
tion. Some mills, getting to the end of their log stocks, have 
had to close down, however; and, with a moderation in the 
weather, consumption is getting under way again. In the South 
itself, sales have been active, though operators on heavy con- 
struction have had to delay operations. Stocks at the mills are 
about 3 percent below last year’s, and shortages are appearing 
that are likely to become more pronounced as retailers start mov- 
ing lumber to spring jobs and ordering fresh supplies. Prices 
show little change, except on scarce items, but have a strong 
undercurrent that indicates advances. 


North Carolina pine has been selling well in the South, so that 
although there has been little movement to northern markets, a 
rather general scarcity of stock has been noted, for many mills 
have had to cease operations and can not hope to resume for 
some weeks, because logging will be impossible. Prices gener- 
ally are being marked up, with further increases in prospect. 


Arkansas Soft Pine mills report a fine volume of sales, con- 
sidering weather in a large part of consuming territory; and as 
all mills, more especially the smaller ones, are experiencing 
great difficulty in logging, some items are in very short supply 
and sales of these have had to be limited. Shed stocks and 
upper grades of commons are scarcer and considerably stronger 
in price. 


Northern Pine and Hemlock and Eastern Spruce Sales 


Reduced by Bad Weather 


Northern pine sales have been restricted by bad weather in 
the Northwest and the Niagara area, but the mills are down 
and their stocks are well below last year’s level, so that some 
items are in short supply and are bringing premiums. General 
reports from both areas indicate that there will be a pick-up in 
the movement as soon as milder weather makes building possible. 


Northern hemlock sales, because of extreme weather in Wis- 
consin and Michigan territory, have fallen about a third behind 
last year’s level, but, with railroad rates now more favorable to 
important markets, prospects for spring trade are good. Pro- 
duction is active. Prices remain firm. 


The eastern spruce market has strengthened as a result of en- 
forced curtailment of production in both New England and the 
Maritime Provinces, with the latter now finding an outlet for 
their cut overseas, so that they are not offering much competi- 
tion in the American market. 


West Coast Mills Advance Prices on Scarcer Items; 
Sales Prospects Improved 


West Coast bookings in the two weeks ended Feb. 22 were 
a little above the production ; compared with last year, the pro- 
duction has been running about 20 percent ahead, and the book- 
ings about twenty-five percent ahead. Mill stocks are about 
ten percent under last year’s, and a number of shortages are 
being reported, with scarce items a good deal firmer in price. 
With ending of the coastwise schooner strike and improvement 
of the weather in the middle West and East, prospects are for 
a stronger market. 


Rail demand has been held back by bad weather, but it ap- 
pears to be exceeding the supply of stock in shipping condition. 


Dimension, flooring and siding have all advanced, and may 
advance further as yards re-enter the market. Demand for 
heavy material for river jobs and other big projects gives every 
indication of expansion just as soon as outdoor work is possible. 


On the Atlantic coast, consumption has been at a minimum 
because of weather handicaps, and some large cargoes are re- 
ported from British Columbia, so that West Coast woods have 
sometimes been offered at concessions, though eastern competi- 
tive woods have all recently gained in strength. The situation 
will rapidly correct itself with improvement in the weather. 
California is now receiving heavy shipments, but yard stocks 
have been low and sales prospects are good, so that the price 
structure is stable. 


Export trade is dull, and the outlook uncertain, because two 
of the best markets remaining to the Pacific Northwest States 
—east coast of South America and Japan—have been going 
through revolutions. China is a poor buyer, and largely in 
Canada. Europe is taking only clears. 


Western Pine Mills Report Good Call for No. 2 Yard 


Items; Fewer Items in Surplus 


Western pine sales in the two weeks ended Feb. 15 were 10 
percent above the previous year’s level, and though the produc- 
tion was a third larger than last year’s, bookings exceeded it by 
about fifty percent. Both unfilled orders and gross stocks were 
about one-third above the 1935 level. Surpluses, however, are 
largely in the No. 4 and box grades. There had been accumu- 
lations of No. 3 and of shop, but apparently recent business has 
made inroads on these, and their prices are more stable. D 
selects continue plentiful and weak, but C’s are scarce and 
strong. Though No. 2 shop is available readily, No. 1 stocks 
are becoming depleted. The best demand is for No. 2 common 
grades and has considerably reduced stocks of these, so that they 
are very firm in price. The mills realize that record-breaking 
weather in the middle West and East has been holding back 
yard demand, and reports from the sales field give promise 
that, as soon as the weather moderates, there will be a decided 
pick-up in retail yard buying. 


Enforced Restriction of Hardwood Production 
Strengthens Prices; Stimulates Buying 


Because southern production has been severely curtailed by 
bad weather, and floods threaten to increase the difficulties of 
logging, the hardwood market has gained appreciably in strength 
in the last ten days. Southern oak, gum, ash and poplar have 
moved upward, and northern prices continue quite firm. In 
some sections, severe weather has restricted operations of indus- 
trial consumers, but both furniture and automotive plants are 
buying a good volume. Oak flooring factories are reported to 
have been offered more orders than they can accept for early 
shipment, and have further advanced their prices, partly because 
of mark-ups in rough stock, but are not buying this in large 
volume at present. Millwork plants are more inclined to provide 
for spring needs. Buying by all groups is undoubtedly being 
stimulated by the depletion of mill stocks and curtailed produc- 
tion, with resulting steady advance in quotations. There has 
been an end of the cheap offers to foreign buyers, and they have 
been placing an increased volume of business at prices which 
represent a decided advance above recent levels. There are no 
statistics as to how southern stocks compare with last year’s, but 
reports indicate that holdings of many items are much lower. 
Stocks in the North are about 10 percent below last year’s. 


Statistics, Page 52 — Market Reports, Pages 58-61— Prices, Pages 65-66 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f.o.b. mill sales prices on southern pine to the Southern Pine Lumber Ex- 


change, New Orleans, La., for sales made in the period Feb. 14-19, but where prices for this period were not available, prices f h 
to date have been inserted and distinguished by asterisk: ” a + ee ee Ce 
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Ceiling or Flooring, B&better, 4-18 | Spee 90.00 75.00 60.00 35.00 ..... | NO 2 «-.--.see 14.50 15.00 15.00 15.50 
ee Lose PPT EAR ATOR: 10/4 covecees 128-00 75.00 80.00 35.00 ..... NO. 3 see eeeees 12.00 12.00 12.00 12.00 
EE” sstsdindesshensnnsestasasseaseeen 32.00 | 11/4 .......- . ’ . / ceeee No. 1 C i 
| ppbegeee 110.00 95.00 75.00 40.00 :...: 6S , 
Discount on Mouldings 6-20, Odd Lengths | 16/4 ........ 150.00 135.00 115.00 .... see | og onseh 0610 mae a , 20 
Series 8000— No.1Com No.3 No. 3 ~ seenty 7 f : 3. 22.50 
Listing under $3......ccccccccccvces ~ 64% Sorr Etm— FAS & Sel Com Com = 6 .... 20.00 20.00 20.50 21.50 21.50 
Listing $3 and over.......--- -orsnere ne 4 ME waseees 40.00 80.00 $2.00 17.00 | $2.5 °°°: S268 39-88 4 3108 a ao 
Series 7000— ites 42.00 32.00 23.00 19.00 | 219 ‘'°" 39° ‘ 4.50 24.50 
x12 .... 23.50 23.50 23.50 24.50 24.50 
Sitios aates 00 64% | 8/4 cereeeee 43.00 33.00 23.00 19.00 r : rt 
ys | pA eeebeaneneehe | a am’. Beppe 45.00 34.00 26.00 19.00 x4, 8, $20.50; 2x4, 10, $21.50. 
rs constr ° : ya og 10/4 iaeaaamnand 55.00 39.00 28.00 saan Random—No. 2, 2x4, $16; No. 3, $11.00. 
ear ce, 5/16”, 4 to 18° | SOLE wasceees . . . seers 
a e ” e 100 lin. ft. 4/4 (Narrow) No. 2&Btr.—$28. No. 1 Common Rough and/or Surfaced 
aa ilsldasaiahs sienna . $0.82 No.1 No.3 No.3 ee 
| Bponetmanvanons: ane caer :""137 | Rock Eum— FAS Com Com Com | 4x10 planks 20 foot and shorter and 
ige eee ee aera veers ein pests 50 ME. cae aiees 55.00 .... 35.00 21.00 16.00 ET 6 EE eb bbe nines 640% 6O80 404645509 $17.50 
7 Reeiiaactuige 60.00 .... 40.00 23.00 18.00 SOE UP BG BF BOGE cc ccccccvcccesseees 17.00 
|G eaicarnetes 65.00 .... 45.00 23.00 18.00 | 12X12, 22 to 30 foOt.......seeeeeeeeeees 18.00 
— aaaene se 70.00 .... 60.00 28.00 21.00 
WEST COAST LOGS 34/2225 Tm a er 
Seattle, Feb. 21.—Average prices of logs are | | No.1 No.2 No.3 RED CEDAR SHINGLES 
as follows: BIRcH— FAS Sel Com Com Com 
weer Be -" ‘ ’ Sr cadapone 60.00 50.00 40.00 29.00 18.00 Seattle, Wash., Feb. 21.—Below are listed 
oh ‘o. 1, 3 5; No. 2, $20; No. 3, $12; ete 65.00 55.00 43.00 32.00 18.00 | average prices received for red cedar shingles 
oe ers, No. 1, $32; No. 2, $26. Sep fanienes 70.00 60.00 48.00 37.00 18.00 | sold direct to the trade: 
itt NS. 2a Wasa meeT TOE AE | BE I Oh TS oe age EM | dient 
: No. —_— ee . 90. . ; . saa EE Eee re 4.00—4.15 
contin End secsiel -2.95.00 80.00 75.00 45.00 ..... | 2-24" 4/2... 0. eee eeee eee eeee +7 802.90 
CSpesied tdlegenis te Asmesnen Louneumenl 16/4 ssa eeee + K40.00 130.00 115.00 Suk siden. 0 Ee eedenidasvebtdeneabetaaha 1.80—1.90 
_ahortland, Ore, Feb. 24.—Log market quo- | 3/4 22211111 6400 44.00 $400 <:-0. secs | gaa eee $3.20-8.35 
atmttane, Cue, Web. Bi—Log market qUe- | 8/6 ..20.00+ FEOD CGT CORE ncore nncee | SedR” BIE cocesccscorevcccceovcess .20-8. 
ee aS WS ee © i Be onc ccsersceeeseascvnces 2.10-2.35 
zellew Fir: No. 1, $24; No. 2, $16; No. 3, $9. Sorr Marpte— FAS Sel Com Com Com SS Sree rrr 1.70-1.80 
Red Fir: $13. 4/4 ..sceee- 50.00 45.00 39.00 26.00 16.50 XXXKX: 
Cedar: Shingle logs, $13. | peewee 65.00 45.00 48.00 27.00 18.00 | 1-167 6/3 ...cccccccccccccccccvccves $2.80-3.00 
Hemlock: Nos. 2 and 3, $8 @8.50. Dy hota icad ye iy ey ey By Oe SE: Ley, Peepeeepeeoererrrrerrerrrs 1.90-2.10 
pruce: No. 1, $26; No. 2, $18; No. 3, $10. De sexeawad vy Boe we Be BY BRS) Sy, eppeerrerrreerrerraree 1.45-1.55 
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F.O.B. MILL PRICES OF SOUTHERN HARDWOODS 
Following are f.o.b, mill prices of southern hardwoods, from mills in Texas, Louisiana, Mississippi and Alabama: 
Qtrd. Figured Red| 6/4 FAS..... 36.00 | Qtrd. Black Gum— | Plain White Oak—|[5/4 FAS..... 57.00 10/4 No. 1 & 4/4 No. 2-A.. 19.50)6/4 .......30-20-12 
G 8/4 FAS..... 37.00 4/413" &U 6/4 FAS..... 61.00 Sels ...... 89.00|4/4 No. 2-B.. 12.50/8/4 .......30-20-12 
4/4 FAS..... 80.00] 10/4 FAS 45.00 | 4/4 FAS..... 31.00 4 0|8/4 FAS..... 71.00,12/4 No. 1 & Hickory— 
4/4 No 12/4 FAS.... 48.00] 8/4 FAS..... 36.00 14/9 wag. *! 1p oN | 5/8 No.1&Sels 22.00| Sels ...... 46.07 14/4 FAS..... 45.0 
~ ere 40.00 4/4 No.1&Sels 24.00 | 4/4 No.1&Sels 22.00] 5/3 pas.) ||| 40.001 4/4 No.1&Sels 29.00/4/4 No. 2 Com 17.00] 5/4 FAS..... 48.00 4/4 FAS..... 47.00 
5/4 No.1&Sels 25.00 | 8/4 No.1&Sels 25.00 | 2/4 pas’) *' st bo] 5/4 No.1&Sels 33.00|5/4 No.2 Com 19.00 /8/4 FAS..... 53.00 8/4 FAS. .... 59.00 
Qtrd. Red Gum— | 6/4 No.1&Sels 27.00 eras... 5100 | 6/4 No1&Sels 39.00]6/4 No.2 Com 20.00 | 4/4 No.1&Sels 26.00 4/4 No.1&Sels 27.00 — 
4/4 FAS..... 58.00| 8/4 No.1&Sels 28.00 | Tupelo— 5/4 FAS... $2.00 8/4 No.1&Sels 48.00]8/4 No.3 Com 21.00 | 5/4 No.1&Sels 28.00|$/4 No.1&Sels 36.00 
5/4 FAS..... 59.00] 10/4 No.1& 6/4 FAS... 75.00 5/8 No. 2 Com 16.00 8/4 No.1&Sels 35.00|4/4 No. 2 Com 12.00 Abest 
6/4 FAS..... 59.00| Sels ...... 34.00] 4/4 13” & Up 8/4 FAS... 90.00| 4/4 No. 2Com 19.00 4/4 No. 2Com 14.00|8/4 No. 2 Com 15.00 
8/4 FAS..... 62.00| 12/4 No.1 NE a waraaie 34.00 | 172 No.1&Sels 21.00 5/8 No. 3-A.. 10.00] Poplar— 5/4 No. 2 Com 15.00|Soft Maple W. H. Alder 
4/4.No.1&S8els 33.00} Sels ...... 38.00] 1/2 FAS..... 18.00| 5/8 No 1&Sels 25.00| 4/4 No. 3-A.. 12.50 i N. D. Run— Allis- 
5/4 No.l&Sels 37.00 5/8 FAS 20.00 | 2/4 No1@Sels 28.00| 4/4 No. 3-B.. 9.00 5 38 ‘a wil, Beech, Log Run—/4/4 _...... 37-27-17 llitk 
6/4 No.1&Sels 41.00| Plain Sap Gum— | 4/4 FAS....- 26.00 | 474 No.1&Sels 30.00 No. 1 * 95.00 |5/8 .......81-21-10 5/4 .......38-28-18 Alnes 
8/4 No.1&Sels 44.00 5/4 FAS..... 28.00 | 574 No.1&Sels 37.00] Mixed Oak— 4/4 13 to i7” ie saeand 39-24-13 6/4 .......38-28-18 Amer 
4/4 13 to 17” 6/4 FAS..... 28.00 6/4 No.1&Sels 44.00 4/4 Snd Wy. 17.50 Fr Box i 41-26-13 BSE cccccse 39-29-19 A T 
Plain Red Gum— | FAS & Box 5/8 No.1&Sels 14.00/ 374 No.1&Sels 55.00]4/4 No. 3-A.. 12.00) B 5.00 |6/4 .+-+++-42-27-14|Qtrd. Sycam poe 
4/4 FAS 52.00/5/8 FAS... 33.00 4/4 No.1&Sels 18.00 | 5/8 No. 2 Com 16.00] 4/4 No. 3-B.. 9.00/44 FAS. <.°: 55.00 |8/4 te ee ee M4-29-15 :—— Amer 
‘ Bocess 52.00'5/8 FAS..... . -1&Sels 20.00! 474 No. 2 Com 19.00 8/4 FAS..... 77.00 5/8 37-27- 
SF6 PAB cces 56.00| 4/4 FAS..... 28.00 | 6/4 No.1&Sels 21.00) 57g n ts Magnolia— coeccee 14 
6/4 FAS..... 58.00] 6/4 FAS... 31.00] 4/4 No.2 Com 12.00| 444 No. 3cA.. 12:50] 4/4 FAS..... n.00h tsa Bene he 8?) Cottenenes— Plain Sycamore, Ame} 
4/4 No.1&Sels 31.00 6/4 FAS..... 34.00 | 5/4 No.2 Com 12.50 | 4/4 No 3-8. -9'00|5/4 FAS..... 43.00] Sele» 35.00 | 4/4,18 to 17” Co 
5/4 No.1&Sels 36.00! 5/3 No.1&Sels 17.00 | 6/4 No.2 Com 12.60 : aa Ge 45.0018/4 Saps & eo ox Bds.. 55.00 5/8 .......29-19-10 
6/4 No.1&Sels 38.00] 4/4 No.1&Sels 20.00 4/4No.3Com_ 17.50 Qtrd. Red Oak— yi er? age 46.00 aie P 45.00 4/4 FAS..... 29.00 4/4 .......30-20-12 Ame! 
4/4 No.2 Com 17.00] 6/4 No.1&Sels 22.00 4/4 Pas 64.00| 10/4 FAS.... 54.00] 4/4 No. 1 Com 27.00 | 4/A, No, 1&Sels 20.60 6/4 ....... o3-33-13 Anac 
07 No.leSels 24.00 | Qtra. White Oak— | 1/4 FAS. .... 64.00 13/4 As :: 62001874 No. 1 Com 37-00 | 4/4 No.2 Com 15.60,6/4 ....... 33-23-13 Ange 
o. om a 4 oO. 7.0 
Qtrd. Sap Gum— | 7/4 No.2 Com 12.50| 4/4 FAS..... 74.00 Plain Red Oak— |'§/4 No.1&Sels 30.00| (Bung) 40.00 | > Mtge Loe ny Ange 
4/4 FAS..... 82.00| 6/4 No. 3 Com 12.50 4/4 No.1&Seis 51.00 6/8 FAS..... 47.00|6/4 No.1&Sels $1.00/4/42-A Com" |4/a...... 30-20-101474 mo sntictn 2700 Antr 
5/4 FAS..... 35.00 4/4No.3Com 7.50 4/4 No. 2Com 25.00 4/4 FAS..... 54.00 8/4 No.1&Sels 32.00! (Bung) ... 30.00 '5/4 ....:..30-20-11 4/4 No.2 Com 14.00 Arch 
Arka 
WESTERN PINES WESTERN SITKA SPRUCE OAK FLOORING im 
Asso 
Following f. o. b. mill prices on actual [Special telegram to AMERIC Lv, i 
sales were reported to the Western Pine ma [ae ae aus ae aie Ek quotations on oak Atki 
Association by members during the period Portland, Ore., Feb. 24.—The following are | origin—Memphi es = logical points of Atla 
Jan. 13 to Feb. 1, inclusive. Averages include | Prices for mixed carlots prevailing today: and Alexandria, La.” SS 
both direct and wholesale sales, and are Finish— Factory stock— . 
eases on specified items only. Quotations a Saktemcees 071.98 4/4 $26.00 28x24,” 33x1%%” %x2” %x1%” 
follow: ” tkicnweans BG 846 seccscces , : 
Ponderosa Pine ix5—11” 60.00 y eeeeeeeee 29.00 aan, aa TE -- TERS Trees Cee See CF Bab 
5/4x8”  6/4x8” | Bevel Siding— Sete 3100 | Sel atd. wht.... 62.00 52.00 48.00 42.00 Is 
SEeLEcTs, S2 or 4S— 1x8” & wdr. & wdr. %x4"—B and ieee > 36.00 Sel. qtd. red..... 55.00 47.00 43.00 42.00 Ba 
of Mateet Mh... «<x $45.13 $54.82 $61.14 ee ae 24.00 ee ne 36.00 Clr. pin. wht..... 66.00 51.00 52.00 40.00 Bar! 
D Select RL...... 32.98 42.62 38.32 | ni , re Bin. + = gl aS as oes 48.00 40.00 Bar 
- ap i Ty ge ae , ee eee 4.00 - Pin. wht.... 53. 2.00 43.00 36.00 . 
oe em tio eeeeee aoa $21.40 | BC peat ec: 32.00 Green Sel. pln. red...:: 51.00 44.00 40.00 38.00 Bay 
| scene anabapeaese 27.92 20.88 © ieeeeeeeeess 25.00 box... .$13.50@13.00 | No. } com. wht.. 45.00 35.00 34.00 =— 30.00 B.S 
Com $2 4s No. 2 No.3 No. 1 com. red... 45.00 34.00 35.00 31.00 Bell 
—— 2 or 4S— ee fend Oe SD GOs ccc vcs 27.00 25.00 19.00 18.00 Ben 
xX ¢ SLs coccseceeescesecese 29.00 JUS ” ” ” 
iether iebeaeater é 28.01 19.71 MAPLE FLOORING — 2 oe Ben 
Be &, BG PA caccaccecdvdissssuniackes Michign a we age pa ata. wht. $70.00 $65.00 $73.00 Bile 
” c n an sconsin oorin mills = ee 1 i 0 
SELEcTs, S2 —_ — oe ay G4 report the following. prices realised’ f. 0 b. ey ote —: ee eres rye ~ 
IE EE nc oruicunsneus $54.65 $76.25 | Feb. 22: oR Sues Che WHEE CNSES | Cir. pin. Wht... 56.00 54.60 62.60 Bra 
Play gata  depaueaa 41.88 58.75 pai First Second Third Cir pin red... 54.00 54.00 5.00 Bre 
ns, S2 or 4S— Rak. aveensavenewe ee ‘ ¥ ’ 

Colonial Sterling Standara | *~ “ — ssi oe No er gs 38:00 40:00 41.00 we 
eM . psadvedaanl 38.16 $30.03 $22.69 _ 2 om : . . Bus 
 ionpsaiepeetpiost ase *S619 39.83 26.57 oat Beet BE oe BB Bu 
a APA, WE a canncsvessacsanes $17.52 ARKANSAS SOFT PINE » F OOo +++ 4.00 15.00 .... Bui 

Sugar Pine New York delivered prices may be obtained B 

- ‘i ~ Following are average sales prices, thes by adding to the above the following differ- _ 
1&8 5/4x8” 6/4x8 prices, © | ouemis Uieeed ae dem : 
Setecrs, S2 or 4S— & wdr. & war. & war. | £: 9. b. mill figures being based on_shortleaf Pk ae ee oe City origin: For 
. : % — 7 weights, obtained by Arkansas Soft Pine t#-inch stock, $8; for %-inch, $4; for %- and 
ReDt. mt seeeees vit-3¢ tgs ores mills during the week ended Feb. 22: fe-inch, $4.50. 
Seeiec Dwhscees Dias DGee ovd9.99 
Select RL...... 67.91 62.98 FI Chicago delivered prices may be obtained Ca 
D Se ty ee 53.57 53.47 48.19 Edge grain— ooring 3-inch _——s by adding to the above the following differ- Ca 
Sxor, S2S— No. 1 No. 2 No. 8 | ISR ee $62.00 $61.00 | tials figured on Memphis origin: For #8: ; 
eS $42.33 $26.76 $21.32 AE ilies Gia war aik o e'al ke 400 53.00 | inch stock, $6; for %-inch, $3; for %- and Cel 
i coke onananeaen 41.46 26.06 20.29 Se batase. tunssesccenccenecs 37.00 36.00 | ‘inch, $3.60. Cer 
Dh Gcavectuakeeas 54.32 29.23 22.11 | mat erain— Ch 
Larch—Douglas Fir B&better a a at el et 39.00 38.00 Ch 
Dimension No. 1, 2X4.......0+eeeeeeeees $22.00 Coe Ge 35.00 34.50 . . Ch 
Dimension No. 1, 2x6&8...........00 20.93 NO. 2 wccccccccccccccccccseces 26.00 26.00 
Boards, No. 3, S20r4S 1x8..........++++- 20.23 Ceiling & Partition Residence Construction Costs Ch 
Pu nt r ‘er r ‘2, . “PRP 2 . . . 
Flooring, vert. gr. Cae, S Maiscces 38.07 Collings, U4 ....cccccccccc. my $2000 Following are index numbers of construction 
A EO nnn ac ek ee 37.00 34.00 | costs, compiled by E. H. Boeckh & Associates Cl 
Boston Partition, }4}x4.......... 32.00 30.00 | (Inc.), Cincinnati, Ohio, covering residences, Cl 
APPALACHIAN Drop Siding, se ase tie tee frame and brick: Cl 
. oO. m b. : 
HARDWOODS Ep better (tine kk heehee kee eye ety: Area — yd pod T9386 Cc 
sensi Gite Se aa~Reen - | No 2 éiepéecetivesasisetinenes oe oe) Frame. 82.7 70.6 68.4 68.5 “ 
Clevelan 0; eb. .—Following are rick.. : 3 a 
quotations on Appalachian hardwoods f. o. b. Finish, Surfaced, — 12 Baltimore— Frame. 107.2 83.8 80.0 83.0 CG 
Cleveland: 4/4 ...$43.00 $51.00 $44.00 $45.00 $53.00 $71.00 Fick..112.0 89.1 36.5 ° 
Wuits Asu— 5/4 1. 1°62.00 °68.00 °62:00 °62:00 *69:00 *80.00 | Boston— pogene-tees cre S6s S63 Ce 
4/4 5/4 6/4 8/4 Casing & Base, B&better Chi Fick. .229.' 97.6 99.2 A 
eer $61.50 $66.50 $71.50 $76.50 P icago— Frame.109.2 93.4 91.5 26:4 CG; 
No. 1 & Sel 44.50 51.50 54.50 56.50 | Casing ......... 51.0 6. : ie ; .-114. . . 2 ; 
No. 2 com.... 31.50 34.50 35.50 37.50 | Base ............ eee Sees “shes gcse | Cmeimmeti—  Freme.iee chi she ons i 
Rev Oax— ee . k 4 . : 
c Moldings Cleveland— Frame.107.2 89.6 87.6 90.9 
| a 2. ‘ J 0 ‘ Discount é 
Pin. FAS .---- 72.00 82.00 37.00 9700 | Listed at $3 and under................. 5% Brick..113.4 97.0 94.5 96.9 e, 
No. 2 com.... 37.00 42.00 42.00 45.00 Over $3 COCO OEE HEHE SEES OCHO SEO EEE OO HOS 40% Dallas— | Ab ght tt ig: 86.2 82.8 ~s 
Yettow Poriar eden um a Detroit— Frame.i0s3 825 781 773 | 
DUE iadwanecns 85.00 90.00 93.00 98.00 1x6 1x8 1x10 1x12 ; Brick’ 1084 866 834 83.2 o 
MO cc cvaes ts 60.00 65.00 68.00 73.00 Boards, S48, No. 1..$36.00 $33.00 $36.00 $51.00 Minneapolis— F — e° 928 87.0 82.7 82.9 
Nota Sei:<:: 4rag ghee gees hag No. 3.18.99 30.00 “g.88 37.9 | Minneapolis Bricks. 82 $40 ha Sts 
4 apearpete 35.00 37. 00 : o. 3.. 13. ’ ‘ ’ oo t , 7 
on tee: . Shiplap, Mo. 1.. $5.00 32.60 36.60 .... | New Orleane— . Frame. 985 105 ite ite 
Pin. FAS ..... 87@92 95@102 102.00 112.00 No. 2.. 19.00 20.00 20.50 .... | New York— Frame.133.3 983 92.2 96.3 
No. 1 & Sel... 57.00 62.00 62.00 72.00 No. 3.. 13.00 15.00 15.00 16.00 | "| Brick. .138.4 104.5 92.5 100.8 
7 No. 2 com.... 37.00 39.00 40.00 42.00 Dimension, 84S, i Philadelphia— Frame.100.3 84.8 85.4 88.9 + | 
ASSwooD— 0.1 No. 2 : é t ¢ iF 
SE teen ded 64.50 69.50 69.50 79.00 | 2K 4 .... cece cece eee e ee eeeeeeee $27.00 $22.50 | Pittsburgh— Prame.iis3 83.7 841 a5:8 te 
No. 1 & Sel 47.50 49.50 49.50 54.50 | 2X 6.1... cece cece e eee e ener eens 25.00 20.00 Brick..118.8 91.1 90.5 97.8 | P 
No. 2 com Te ee ee Ot rrr 26.50 22.00 | st. Louis— Frame.118.6 97.6 91.6 90.6 | ‘ 
CuestwuT— I ie oc ak, Sa i ciara ate ee aa 28.00 23.00 j Brick. .121.1 105.5 99.7 99.0 . 
ee 75.00 85.00 85.00 90.00 | 2X12 ........ eee e cence eee eeeees 31.00 24.00 | San Francisco— Frame. 87.7 85.0 84.1 85.5 ¢ 
No. 1 & Sel 55.00 55.00 55.00 60.00 ae Lath, %x1%, 4-foot , rick.. 93.7 93.2 91.6 93.7 b 
° ; r. sd. 0. hile ee aerate bats ee ete a ae a ada de 3.75 Seattle— Frame. 84.5 78.2 81. 79.7 
wormy ..-35@37 39.00 39.00 41.00 Py Mh edsecus ewarweceereshienceaeteoies 3.00 Brick.. 92.2 86.5 $8.6 86.3 d 
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ALPHABETICAL INDEX TO ADVERTISEMENTS 


If page number does not appear opposite name, display advertisement will be found in a previous issue 
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Abesto Mfg. Co........... 
Alderman & Sons Co. D, W.. 
Allis-Chalmers Mfg. _: ceaawe 
Allith-Prouty Mfg. Co........ 43 
American Brass Co.......... 
American Logging Tool Co... 14 
Anes Lumber & Treating 


ee 


ee 


heres Steel & Wire Co.. . 5-13 
Anaconda Copper Mining Co.. 6 
Angelina County Lumber Co. . 
Angelina Hardwood Co....... 
Antrim Iron Co., ............ 
Archer-Daniels-Midland CGo.. 
Arkansas Lumber Co........ 
Arkansas Soft Pine Bureau... 6 


Armstrong Cork Products Co 12 
Associated Lumber Mutuals... 
Atkins & Co., E.C.......... 61 
Atlantic Lumber Co......... 


Babcock Co., W. W., The.... 
Balsa Wood Co. Inc., The.... 14 
Barber oe Co., The...... 
Barrett Co., The ........... 
Bay De Noquet ae 
B. C. Spruce Mills, Ltd...... 10 
Bell Lumber Co............. 
eee 
Bentley Lumber Co., J. A.... 
Biles-Coleman Lumber Co... . 
Bloedel Donovan Lbr. Mills. . 
Borth-Kelly Lumber Co., The. 
Bradley Lumber Sales Co..... 74 
Brown & Co. Geo. C......... 
4 eS eee 
Bucmenet, Wil... 6. .ccce- 
Buck, Frank R. & Co........ 
Builders Commercial Agency.. 62 
Burton-Swartz Cypress Co.... 


Caddo River Lumber Co..... 6 
Carey Co., The Philip........ 
Celotex Co., The............ 
Certain-teed Products Corp. - 
Chapman & Co., A. D 
Chapman & Dewev Lbr. Co... 53 
Chevrolet Motor Co 


Christiansen Co., C. M....... 
Cincinnati Fly Screen Co. . 8 
Cisar Brothers.............. 62 
Clane Co., ES eer 
Clay Equi ;ment a 
Clover Valley Lumber Co. . 10 


— Lumber & Creosoting 


Columbia Steel Company. . 

Conroe Lumber Corp........ 
Continental Steel Corp....... 
Coronado Hotel ............. 


Crosby Lumber & Mfg. Co... 
Crossett Lumber Co......... 
Crossett-Western Co......... 


Crowell & Spencer Lbr. Co., 
Ltd 


SSS eee 4 

Curtis Companies Service 

ee: 
Davenport Hotel............ 51 
~~ Stark & Brown Cypress 
Dierks Lumber & Coal Co.. 6 
Disston & Sons, Inc., _ 
Du Pont de Nemours & 

__ CRE Ra Nites 
Enterprise Co, The.......... 74 
Ethel Lumber Co.. 57 
Exchange Saw Mills Sales Co 
Firestone Tire & RubberCo.. 2 
Flexible Steel Lacing Co...... 74 
Florida-Louisiana Red Cypress 

_ | EARNERS ee ia 51 
Ford Motor Company........ 
Fordyce-Crossett Sales Co. . 6 
Fordyce Lumber Co......... 


Frantz Manufacturing Co.... 
Frost Lumber Industries, Inc.. 6 


General Motors Truck Co. ... 
Gilchrist-Fordney Co........ 51 
Glidden Co., The............ 75 
Graham Paper Co 
Grasselli Chemical Co., The.. . 
Griffith Stave Co.,Geo.C.... 57 


Henderson-Molpus Co....... 
Hill-Behan Lumber Co....... 
Hines Lumber Co., Edw...... 
Holland Lumber Co E. M. 
Hollenden, The.............. 
Holley-Terrell Lbr. Co., ...... 
Holt Hardwood Company. < ae 
Holt Lumber Company. . 12 
Hotel McAlpin.. _—_........... 
Hotel Pennsylvania aie i 
Hotel Whitcomb............ 
Huss Lumber Co... ....... 62 
Huttig Mfg. Co..........000. 


International Harvester Co... 
a 14 


Jackson & Tindle, Inc........ 
Jackson Lumber Co.......... 
Jeffreys-McElrath Mfg. Co. . 
Johns-Carroll Lumber Co..... 
Johns-Manville.............. 
Johnson Lumber Cerp.,C. D. 14 
Jones Lumber Co............ 


eee 
Kent Machine Co........... 74 
Kerry & Hanson Flooring Co.. 
Keystone Steel & Wire 

King & Thurston............ 
King Lumber Co., The....... 
Kinzel Lumber eT 
Kinzua Pine Mills Co........ 
Kneeland-Bigelow Co. ....... 14 


Kneeland-McLurg Flooring Co. 47 
Kurth Lumber Mfg. Co 


Lacey Co., James D.......... 14 
Lackey Lbr. > ee 

Lennon Wallpaper Co........ 45 
Libbey-Owens-F ord a 00 11 
Lindsey Wagon Com 73 
Long Lake Lumber 
Love Wagon Co............. 
Lowe Brothers Co., The..... 
Lumbermen’s Credit Assn. 

ae “ane 8s Mutual Casualty 


eeeeee 


Maisey & Dion.............. 62 
Manhattan Rubber Mfg. Div. 

of Rabestos-Manhattan, Inc. 
Marietta Paint & Color Co. 
Marquart Frame & Sash Co. . 
Mathieu, Limited, J. A....... 
Mauk Seattle Lbr. Co. inh 
Meadow River Lumber Co.. 
Menominee Bay Shore Lbr. Co. 
Menominee Indian Mills..... 4 
Meridian Lumber Co., Ltd.... 4 
Metropolitan Building Co. . 
or. Spehemeenes Lumber 


Micklin Mfg. Co............ 
Milcor Steel Co ......... 
Mills Lumber Co. of Ga., Inc. . 
Miner Saw Mfg. Co., J. H.... 73 
Moore Dry Kiln Company. ._ 
Mumby Lumber & Shingle Co. 


National Dry Kiln Co........ 
National Lead Co......... 8 


er ee 


=~ & “Co., Gilbert ...... 62 
New York State College of 
iia nineing hase eebe 

Nicholson File Co........... 76 

. North Bangor Slate Co...... 55 


Northwestern Cooperage & 
Lumber Co 


O’Brien Varnish Co., The.. 
Oconto Company............ 
a, Syne iaibees & Timber 


Ozark Oak Flooring Co., Inc.. 55 


Pacific Mutual Door Co...... 
Parker and Sons Co., Ira..... 
Peavy-Moore Lbr. Co....... 
Peavy-Wilson Lumber Co. .. 
Philippine Mahogany Mfrs. 
mport Assn., Inc.......... 
Pittsburgh Plate Glass Co. . 
Pittsburgh Steel Co........ 
Polson Lumber & Shingle Co.. 


Ranetite Mfg. Co............ 
Rankin-Benedict Underwriting 


ee 


Co 
Red Cedar Shingle Bureau. ... 


Red River Lumber Co., The.. 3 
Rib Lake Lumber Co........ 
Richard Shipping Corp....... 53 
Robbins Flooring Co........ 
Roddis Lbr. & Veneer Co... 
Roofers Group Page......... 
Roosevelt The............... 
Ruberoid Co., The........++- 


St. Moritz Hotel............ 
Sallis Lumber Co............ 53 
Samson Cordage Works. ..... 
Sawyer Goodman Co......... 
Seal-All Clip Co............. 
Schuette Co., Wm........... 57 
Sewall. James . Serer 62 
Shevlin Pine Sales Co........ 10 
Shimer & Sons. Inc., 8. J..... 74 
Sisalkraft Co., The.......... 
Smith, Inc., H. Dixon........ 
Smith Lumber Co., Ralph L.. 


Solvay Sales Corporation. .... 
Soule Steam Feed Works..... 73 
Southern Lumber Co......... 6 


Southern Pine Ass’n ......... 
Southern Pine Lbr. Co....... 
Southwest Lumber Co........ 
Southwest Lumber Mills, Inc. 
Spain & Co., H. M 
Spokane Pine Products Co.. 

Standard Lime & Stone Co. . 

Stange Lumber Co.......... 
Stanley Works, The......... 
Stephenson Co.,I........... 
Stevens, Chicago, The........ 
| 
Sumter Lumber Company, Inc. 


Taylor Hotel, Wm........... 
Te , ane Coal, Iron & R. R. 


Thilmany Pulp and Paper Co. 8 
Thunder Lake Lumber Co. . 

Toledo Guaranty Corp., The.. 
Tremont Lumber Company... 52 
Trout Creek Lumber Co...... 
Twin City Lbr. & Shingle Co. 


U. S. Steel Corp. Subsidiaries.5-13 
U.S. Steel Products Co ..... §-13 


Vanlandingham, Walter..... . 63 
Von Platen-Fox Company.... 47 


Webster Lumber Co., H. E... 


Weidman Lumber Co........ 47 
Wells Lumber Co., J. W...... 
Weyerhaeuser Sales Co....... 49 
Wheeling Corrugating Co..... 


White River Lumber Company 
Wier Long Leaf Lumber Co... 55 
Williams & Voris Lbr. Co..... 57 
Willapa Harbor Lumber Mills 
Winton Lumber Sales 

Wisconsin Land & Lumber Co. 14 
Wisconsin-Michigan Lbr. Co. . 
Wisconsin-Michigan Page... . 
Wood Conversion Co........ 


Yawkey-Bissell Lumber Co... 
Zimmerman., F, M.......... 


Directory of Products Advertised in AMERICAN LUMBERMAN will be found on following two pages 





Purchases Kentucky Mill and 


Timber 


Co_umBus, Ou10, Feb. 24.—The W. 
ter Lumber Co., of this city, has purchased the 
properties of the Leatherwood Lumber Co., lo- 
cated at Cornettsville, Perry County, in south- 
The purchase includes a 
band sawmill, dry kilns, a large assortment of 
dry hardwood lumber, and a stand of fine Ap- 


eastern Kentucky. 


M. Rit- further operation. 


palachian virgin yellow poplar and oak timber. 
The Leatherwood Lumber Co. has operated 
there only since 1928, and it is stated that the 
timber holdings are sufficient for several years’ 


tion. 


The W. M. Ritter Lumber Co. considers this 
a wonderful addition to its timber properties 
in the Appalachian section, where it now has 
eight band mill operations, and with recent ad- 
ditional timber acquisitions for its West Vir- 
ginia mills will continue to maintain its posi- 


tion as one of the largest producers of Appala- 
chian hardwood lumber. The company also has 
a band mill operation cutting gum and cypress 
at Tillman, S. C,, 


in the Savannah River sec- 





SoME BIRCH and redwood wainscoting and 
wall treatments are being used in the Admin- 
istration Building, 
Exposition, 
and birch to finish private offices. 


at the Texas Centennial 
with redwood to finish corridors 
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A—wNorthern Pine 
B—Nerthern Spruce 
Bl—West Virginia Spruce 
C—Northern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Antrim Irom CO. .cceccce abc 
Bay De Noquet Co........ cd 
Christiansen Co., C. M...acd 
Hines Lbr. Co., Edw....abe 
Holland Lbr. Co., E. M..acd 
Holt Lumber Co.......... cd 
Jackson & Tindle, Inc...abec 
- ~¥ & Hanson, cenareem 9 


MD TAK. Giicoccsaveces ac 

Mathieu, Ltd., J. A...... abk 

Menominee Bay Shore Lbr. 
Coeeeedseceseeceens acd 


Menominee Indian Mills.abed 
Northwestern Cooperage & 
he 


Be. COy TOs ce ceceee abcde 
Oconto Company. ee cd 
Rib Lake Lbr. Co. ‘acd 
Roddis Lumber & Veneer 

GR. cccecccescereecesees ac 
Sawyer Goodman Co...... ad 
Shevlin Pine Sales Co...... a 
Peanee TAG, GOrecccsacvess ac 
Stephenson Co., I....... abcd 


Thunder Lake Lbr. Co...acd 
Toledo Guaranty Co.... 
Von-Platen-Fox Co........ ac 


Ww spensensw Sales 
GRe esececcoseosoevees ajlmrs 


SOFTWOOD LUMBER 


bi eae came & Lbr. 


ecocesesesesee -_ 
Sanhees Bissell Lbr. "Co. 


E—Southern Yellow Pine 
F—Cypress 


Alderman & Sons Co., 
w. 


eCCecececoocceoces ef 
anainet ‘County Lbr. Chic+c@ 
Arkansas Lumber Co...... e 
MO TLRs. COccccccccccece --e 
Bentley Lbr. Co., J. A..... e 
Bradley Lbr. Sales Co...... e 
Mewes Ge, B Urecccccccces e 


Buchanan, Wm, ........++.@ 
Burton-Swartz Cypress Co..f 
Chapman & Dewey Lum- 
ber Co Te 
Clancy Co., EGORe cccccscces e 
Colas Lbr. & Cuceneting 


.beeetbesensaues oceec® 
ques Lumber COvcecccce «oll 
Crosby Lbr. & Mfg. Co.....e 
Crowell & Sqqnecr Lbr. 
Ck, Eien Sir ecccconrses e 
Dibert, Stark & Brown 
Cypress Gis Bccccccsés f 


Ethel Lumber Co.......... e 
Exchange Sawmills Sales 
Co 


Florida Louisiana Red 


Gopsees. Gaiccccescccccoss f 
Frost Lbr. Industries, Inc..e 
Gilchrist-Fordney Co....... e 
Henderson-Molpus Co...... e 
Hill-Behan Lbr. Co...... --e@ 


Holley-Terrell Lbr. Co.....f 
Huss Lumber Co...... coooed 
Jackson Lumber Co........ 


e 
Jeffreys-McElrath Mfg. Co..e 
Johns-Carroll Lbr. Co..... e 
SOMOS TRE. CO. ccccceccccces e 
King & Thurston........ -.e 
mime Eee. Ca, BOsccccces e 
Kurth Lumber Co.. .......@ 
Lackey Lbr. Co., “sete e 
Meridian Lumber Co., Ltd..e 
Mills Lbr. Co. of Ga., Inc...e 
Peavy-Moore Lbr. Co...... e 
Peavy-Wilson Lbr. Co......¢€ 
Sadtee Ese, COreccccecoccces e 

a 

e 

e 


3mith, Inc., H. Dixon...... 
Southern Pine Lumber Co.. 
Sumter Lumber Co., Inc.... 
Tremont Lumber Co...... ef 
Trout Creek Lumber Co..... e 
Vanlandingham, Walter....e 


Wier Long Leaf Lbr. Co....e 
G—Arkansas Soft Pine 


Caddo River Lbr. Co....... g 
crossett Lbr. Co........ coeS 
Dierks Lbr. & Coal Co..... g 


Fordyce-Crossett Sales Co..g 
Fordyce Lbr. 
Frost Lbr. Industries, Inc..g 
Southern Lbr. Co 


H—<Aromatic Red Cedar 


Bradley Lbr. Gaiee C@..006 h 
Brown & Co., Geo. h 
Bruce Co., E. L 


I—North Carolina Pine 
Schuette Co., Wm........ ais 


HARDWOOD LUMBER 


Ash ........a Magnolia . 

Basswood ..b Maple tHiasd 
Beech ......0 and Soft).m 
arr mm Ge sacescs n 
Cc al gal Poplar +0 
Chestnut ...f >ycamore ..p 
Cottonwood.g Lupelo, ..--- a 
Elm Walnut ....r 

é@osece h Foreign 

Gum eeeuel WV oods rv 
Hickory -+++3 Mahogany ..t 
Philippine .k Balsa ...... u 


Alderman & Sons Co., 
dD. W 


veebedesesceres mnoq 
Angelina Hardwood Co....ni 
Antrim Iron Co........ eftan 
Atlantic Lumber Co....acgin 


Balsa Wood Co., Inc., The..u 
Bay De Noquet Co....bdmn 
Bradley Lbr. Sales Co....cin 
Bruce Co., E. L..abchijlmno 


Buchanan, Wm, ........+++- 
Chapman & Dewey Lumber 
CO. cocccceccecese aghimnp 


SASH DOORS, COLUMNS, 

MILLWORK 

Clay Equipment Corp. 

Curtis Companies Service 
Bureau 


Hill-Behan Lbr. Co. 

Huttig Mfg. Co. 

Marquart Frame & Sash Co. 
Pacific Mutual Door Co, 
Red River Lbr. Co. 


WINDOW, DOOR FRAMES 
Biles-Coleman Lbr. Co., Inc. 


Christiansen Co., C. M..abdhm 
Cisar Brothers...... adhimnqg 
Dibert, Stark & ewes 


Cypress Co., Ltd......... qa 
Ethel Lumber Co......... ino 
Exchange Sawmills Sales 

Gu: axenedeseenacerens no 


Fordyce- Crossett Sales Co.in 
Frost Lumber Industries, 
ERG. ccccceccoceces achijing 
Hill-Behan Lbr. Co...... ino 
Hines Lbr. Co., Edw..adhmn 
Holland Lbr. peal 
BM. Moucccccccece -abdhm 
Holt Lumber Co.......bdhm 
Jackson & Tindle, Inc.bedhm 
Kerry & Hanson Flooring 


CO. cccccccceccccces bedhm 
Kinzel Lbr, Co......... dmn 
Kneeland-Bigelow Co......m 
Lath! & Ca, Fi Crocccccsee us 
Maisey & Dion...... adhimnq 
Meadow River Lumber 

GM.  cccccccsscoeess bdfmno 


Kinzua Pine Mills Co. 
Red River Lbr. Co. 
Spokane Pine Products Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co., Inc. 
Bradley Lbr. Sales Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Weyerhaeuser Sales Co. 


Menominee Bay Shore 
EM, CBs cccccccocs abdhmn 
Menominee Indian Mills.. 
eoccccescvoces ---abcdhmn 
Northwestern Cooperage a 
Bae. Gh cscece eovece 
Oconto Company... fr acne 
Peavy-Moore Lbr. Co. onaecne 
Philippine Mahogany Mfr. 
Import Assn., Inc......kst 


Rib Lake Lbr. Co..... cdmn 
Roddis Lumber & Veneer 
CM ccevecuce coccec CSMR 
Sallis Lumber Co boccenee ino 
Sawyer Goodman Co...bdmn 
Southern Pine Lbr, Co..... n 
Stange Lbr. Co.........dmn 
Stephenson Co., I...... cdmn 


Thunder Lake Lbr. Co.bdhm 
Toledo Guaranty Corp., 
The eeveese eesces abemno 


Tremont Lumber Co...ching 
Von-Platen-Fox Co.. ‘abdhm 
Williams & Voris Lbr. 

CHe  cocccese coecccccoes ino 


SHINGLES 

Northern Cedar ..... ueenees a 
Western Red Cedar...... oo” 
QHPTGED cccccccccccccecccec® 
CE cctke aden eee --d 
Bay De Noquet Co..... coo et 
Holley Terrell Lbr. Co..... c 
Holt Lumber Co........... a 


Mauk Seattle Lbr. Co......b 
Menominee Bay Shore 

Be, GOscncccceregres ec 
Menominee tation Mills... a 
Mumby Lbr. & Shingle Co. 


J—Fir 
K—Spruce (Engelmann) 


P—California Pine 
Q—California Sugar Pine 


L—Spruce (Sitka) R—Redwood 
M—Western Red Cedar Clover Valley Lbr. Co..... p 
N—Western Hemlock Hill-Behan Lbr. Co..... ened 
O—Port Orford Cedar Michigan-California 

EMMDOP CO... ccscces ‘ ++Pq 
B C Spruce Mills, Ltd.....k Red River Lumber Co.....pq 


Bloedel Donovan Lbr. Mills.j = Lbr. Co., Ralph 
Booth-Kelly Lbr. Co........j Mere. sso alate Pqo 
Crossett-Western Co........j S—Idaho White Pine 


Exchange Sawmills Sales T—Ponderosa Pine 
Ce etesrectatevevees jkmm 


Will-Behan Lor. Co.........3 "esteem Lasch 
Johnson Lumber Corp., Anaconda Cuee Min- 

Bb. exes oneneasceeonn ing Co. seeeeeect 
Mathieu Ltd., J. A......abk — Biles- -Coleman Lbr. Co., : 
Mauk Seattle Lbr. Co. --Jmn mnetines *Sawmilis “Saies “ite 
Mumby Lbr. & Shingle CM acteceeacecagace coo cB 

CO. cose cccccccccc sg Nn Hill-Behan Lbr. Co......2.t 
Ostrander Railway & Every Pine Ce. ...ccce coned 

Timber Cec cccccccce wey Kinzua Pine Mills Co.. éoest 
Polson Lumber & Shingle Long Lake Lbr. Co...... kstu 

wea mewueweed age mn bce ee a, COvcccs 

ichigan-California 
Smith Lbr. Co., Ralph jkno . + res jovenewe as 
tag peste iene: «iain chuette Co., rrr 
southwest Lumber Co....JKt  Sheviin Pine Sales Co..... at 
Twin City Lbr. & Shingle Southwest Lumber Co...... t 
ot eee eee jm Southwest Lbr. Mills, Inc...t 
Vanlandingham, Walter. jkm Spgkane Pine Products 
ge 3 ee (eter 

Lumber .....esee- cocceel Twin City Lbr. "& Shingle 
Veer tee 0 BR. hee cneceesenacecv< oof 

CO. ccccccesvcesececs jmst ma ETE Walter....t 
White River Lumber Willapa Harbor Lbr. Mills. od 

JOo coscccescccsere -jkmn Weyerhaeuser Sales 
Winton Lumber Sales” Ck. stheenwendees bane ajknst 

CR atecceecsensde -jkmst Winton Lumber Sales 

Willapa Harbor Lumber Mills Cb éeseeseans scavee nee 


Weidman Lbr. Co...abdhmn Wisconsin-Michigan Lbr. 


Wisconsin Land & Lbr. Dab. seneqesestheeces end admn 
Gh veces cwsetencones Ot Yawkey-Bissel Lbr. Co..dmn 


HARDWOOD FLOORING 


BO cicccccvescecicncesce MM Kneeland-Bigelow Co....... d 
eer eee ccenoelll Kneeland-McLurg Floor- 
Birch b Se, Gihedoeecenssccescul 
HEELIF ES TASS SSPE SY eee Northwestern Coqperage 4 
PPS CT Torr ey c Lumber Co., The...... 
ee a Ozark Oak Fleniinn Ga. eo 
DE sbstsscincewekeckenseud e INC, «ese eeeeeees ad 
Peavy-Moore Lbr. Co. coweceee e 
Robbins Flooring Co.....abde 
soe Sec. §6=. abies Lamber @ Pane 
Bradley Lbr. Sales Co......e CO, weeseeceeees aod 
Bruce Co., E. L......... ade Southern Pine Lumber Co.. -e@ 
Copeman & Dewey Lbr. Stephenson Co., I........abd 
nie Tremont Lumber Co....... e 
Exchange “Sawmills Sales Vanlandingham, Walter...de 
sears -e Webster Lumber Co., 


Frost Lumber Industries. -@ 
Fordyce-Crossett Sales Co. -e 
Griffith Stave Co., Geo. C...e 
Holt Hardwood Co 
marry & Hanson ere neied 
 ecuccesveoes boeenesee 


Wells Lumber Co., $3 w. “ba 
Williams & Voris Lbr. Co..e 
Wisconsin Land & Lbr. 

ek wkesbsnvenenecdaus abd 
Yawkey- Bissell Lbr, Co. “bde 


MILLWORK, FRAMES, SHINGLES, PACKAGE TRIM, ETC. 


Winton Lumber Sales Co...b 


) 
Neyer Gaeta ha Wisconsin Land & Lbr. Co..a 


Lumber Co., The..... ° 
Oconto Company.......... ‘a 


nee 3 Lumber & Shingle wooD TLOGe, BLOCES, 


wanes o60o0senete FLOOR PLAN 
Rib Lake Lbr. Co. cceeesoe® Bradley Lbr. Sales Co. 
Sawyer Goodman Co. cosee-@ Bruce Co 


E. 
Robbins Flooring Co. 


Stephenson Co., I....... | Wisconsin Land & Lbr. Co. 


ba City ae, & Shingle 


Vanlandingham, Walter....b 
Weyerhaeuser Sales Ca... es cae 
White River Lbr. Co.......b 


TRELLIS, LAWN AND 
GARDEN FURNITURE 
Biles-Coleman Lbr. Co. 
Kinzua Pine Mills Co. 


Alphabetical Index to Advertisements will be found on preceding page. 





(Continued from Page 59) 


Birmingham, Ala. 


SOUTHERN PINE 
shape on most items. 





diate shipment. 
and supply is limited. 


except in No. 3 and certain 


Order files are in good 
Because of severe 
weather, purchases have been restricted, and 
mills are slow to accept any 
Longleaf is selling better 
Shortleaf is stronger 


years, 


order for imme- at $11, 


items of No. 2. 





items of 2-inch 
vanced steadily. 


Certain 


inch at $19@21. 
and 4-inch remains at $31, 
asking $34 for longleaf. 





dimension have ad- 
For the first time in three 
2x4-inch pulled away from the 2x8- 
inch level and took a $1 advance; 
2x8-inch sell at same level while 2x10- and 
2x12-inch were about January level. 
flooring, 1x3- and 1x4-inch, remained steady 
with No. 2, 1x3-inch at $17, and 1x4- 
No. 1 common, in both 3- 


2x6- and 


is sluggish, but holds at $34. No. 3 drop 
siding is $10, and No. 2, $20. No. 3 ceiling is 
$9, No. 2 is $16, No. 1 is $26, and B&better 
is $29. Air dried boards were up $1. Kiln 
dried 1x6- and 1x8-inch S2S&CM and ship- 
lap stood at $18, with No. 3 at $13@14. Mixed 
boards, 1x4-inch and wider S4S, sold at $14 
for No. 3, $18 for No. 2, $27.50 for No. 1 air 
dried, and $31 for kiln dried. No. 2 dimen- 


No. 3 


with some mills sion is steady at $19 for 2x4-inch, $18 for 
Bé&better flooring 


2x6- and 2x8-inch, $21 for 2x10-inch, and $23 
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BUILDING PAPER 

Barber Asphalt Co., The 
Graham Paper Co. 

Ruberoid Co., The 

Sisalkraft Co., The 
Thilmany Pulp & Paper Co. 
CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark. 
Bruce Co., L. 

Frost Lumber Industries, Inc. 


CEMENT REINFORCING 
ee Steel Co. 


CEMEN' 
WATERPROOFING 
Abesto Mfg. Co. 
Ranetite Mfg. Co. 


COLORS IN OIL 
National Lead Co. 


DOOR CLOSERS 
Kaywood Company 


FENCE AND FENCE POSTS 
American Steel & Wire Co. 

(U. 8S. Steel Corp. Subsid.) 
ey Steel Company 

S. Steel Corp. Subsid.) 

ocelannenal Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 
Tennessee Coal, I. & RR. Co. 

(U. 8S. Steel Corp. Subsid.) 
U. S. Steel Products Co. 

(U. S. Steel Corp. Subsid.) 
Wheeling Corrugating Co. 


GATES—Steel 

American Steel Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 


GLASS 
Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


ACCOUNTANTS 

Nelson & Co., Gilbert 
APPRAISERS AND TI 
ESTIMATORS a 


Lacey Co., The James D. 
Sewall, James W. 
Spain & Co., H. M. 


FINANCIAL 


Builders Commercial Agency 
Lumbermen’s Credit Asso- 
ciation 


FOREIGN BROKERS 
Richard Shipping Corp. 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 


BATTERIES 
Firestone Tire & Rubber Co. 


BELTS AND ACCESSORIES 


Flexible Steel Lacing Co. 

Manhattan Rubber Mfg. Div. 
of Raybestos - Manhattan, 
ne, 


BRAKE LINING AND 
ACCESSORIES 


Firestone Tire & Rubber Co. 
CUTTER HEADS 
Shimer & Sons, Inc., 8. J. 


DOGS, SET WORKS, ETC. 
Kent Machine Co. 


BUILDERS’ SPECIALTIES, ETC. 


HARDWARE—Builders’ 
Stanley Works, The 


INSULATION 

Armstrong Cork Products Co. 
Carey Co., The Philip 
Celotex Co. 

Certain-teed Products Corp. 
Johns-Manville 

Ruberoid Co., The 

Standard Lime & Stone Co. 
Wood Conversion Co. 


KITCHEN UNITS 


Curtis Companies Service 
Bureau 


LADDERS 
Babcock Co., W. W. 


LINSEED OIL 


Archer-Daniels-Midland Co. 
National Lead Co. 


LOG CABIN SIDING 


Frost Lumber Industries, Inc. 


Kinzua Pine Mills Co 
Red River Lumber Co. 


METAL ACCESS DOORS 
Milcor Steel Co. 


METAL CEILINGS 
Milcor Steel Co. 


METAL CORNER BEAD 


Milcor Steel Co. 
Pittsburgh Steel Co. 


METAL LATH 
Continental Steel Corp. 
Milcor Steel Corp. 
Pittsburgh Steel Co. 


NAILS 

American Steel & Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 


OVERHEAD DOOR 
EQUIPMENT 


Allith-Prouty Mfg. Co. 
Stanley Works, The 


PAINT, ENAMEL, 
VARNISH 


Glidden Company 

Lowe Brothers 

Marietta Paint & Color Co., 
The 

O’Brien Varnish Co., The 

Parker & Sons Co., Ira 


PLASTER BOARD 


Certain-teed Products Corp. 
National Gypsum Co. 


PLASTER LATH 
Johns-Manville 
Milcor Steel Co. 
Pittsburgh Steel Co. 


PLYWOOD AND VENEERS 

Hill-Behan Lbr. Co. 

Mauk Seattle Lbr. Co. 

Hertnwenety , Seana & 
Lbr. Co., 

Pacific Mutust Door Co. 

Red River Lbr. Co. 

Sawyer Goodman Co. 

Roddis Lumber 


&*Veneer Co. 


POSTS—Steel 

American Steel & Wire Co. 
Continental Steel Corp. 
Pittsburgh Steel Co. 


PRICE CARD MOULDING 
Zimmerman, F. M. 


ROOFING CLIPS 
Seal-All Clip Co. 


ROOF COATING—Cement 
Abesto Mfg. Co. 

Barber aspuet oe The 
Barrett Co., 

Certain-teed | Corp. 
Ruberoid Co., The 


ROOFIN SHINGLES 
SIDING Asbestos Asphalt 
Barber Asphalt Co., The 
Barrett Co., The 

Carey Co., The Philip 
Certain- teed Products Corp. 
Johns-Manville 

Ruberoid Co., The 


ROOFING—Slate 
North Bangor Slate Co. 


. eepers. Plain or 
Corrugated 
oo ee Sheet & T. P. Co. 
(U. Steel Corp. Subsid.) 
Columbia Steel Company 
U. S. Steel Corp. Subsid.) 
Continental Steel Corp. 
Milcor Steel Co. 
Tennessee Coal, I. & RR. Co. 
(U. S. Steel Corp. Subsid.) 
U. S. Steel Products Co. 
(U. S. Steel Corp. Subsid.) 


SASH-CORD 
Samson Cordage Works 


MISCELLANEOUS SUPPLIES AND SERVICES 


HOTELS 
Benson 
Coronado 
Davenport Hotel Co. 
Hollenden 
McAIpin 
Pennsylvania 
Roosevelt 

St. Moritz 
Stevens 
Whitcomb 
William Taylor 


INSURANCE 


Associated Lbr. Mutuals 

Lumbermen’s Mutual Cas- 
ualty Co 

Rankin-Benedict Underwrit- 
ing Co. 


OFFICE BUILDINGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 
Buck & Co, Frank R, 


SAP STAIN PREVENTIVES 


Chapman & Co., A. D. 


DuPont de Nemours Co., 
ne., a 

Grasselli Chemical Co. 
TIMBER SALES AND 


PURCHASES 
Lacey Co., The James D. 


TERMITE 
EXTERMINATORS 


Bruce Co., E. L. 
TREATED PRODUCTS— 
Railroad Ties, Poles, Piling 


Timber Products, 
Fence Posts 


American Creosoting Co. 


MACHINERY AND EQUIPMENT 


DRY KILNS AND 
ACCESSORIES 


Moore Dry Kiln Co. 
National Dry Kiln Co. 
DRY KILN CONTROL 
INSTRUMENTS 

Moore Dry Kiln Co. 
National Dry Kiln Co. 
ELECTRIC MOTORS 
Allis-Chalmers Mfg. Co. 
watts WIRE 
American Steel & Wire Co. 
FILES 

Nicholson File Co. 
FIRE EXTINGUISHING 
CHEMICALS 

Solvay Sales Corp. 


INJECTORS, VALVE 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOGGING EQUIPMENT 
American Logging Tool Co. 
Lindsey Wagon Co. 


LUMBER LIFTS 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


MOTOR TRUCKS 
Chevrolet Motor Co. 

Ford Motor Co. 

General Motors Truck Co. 
International Harvester Co. 
Studebaker 


PORTABLE SAWMILLS 


Kent Machine Co. 
Miner Saw Mfg. Co., J. H. 


POWER PLANT EQUIP- 
MENT 


Allis-Chalmers Mfg. Co. 
Enterprise Co., The 


SAWMILL MACHINERY 
Allis-Chalmers Mfg. Co. 
Enterprise Co., The 

Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 


SAWS, KNIVES, TOOLS 
Atkins & Co., E. C. 

Disston & Sons, me Henry 
Miner Saw pts. a 
Nicholson File C 


SCREENS—Window 
Cincinnati Fly Screen Co. 


SCREEN CORNERS 
Micklin Mfg. Co. 


S0UND-DEADENING 
MATERIA 


Celotex _ 

Certain-teed Products Corp. 
Johns-Manville 

Wood Conversion Co. 


STAINED SHINGLES 
Weyerhaeuser Sales Co. 


WALL BOARD 
Certain-teed Products Corp. 
Johns-Manville 

Wood Conversion Co. 


WALL PAPER 
Lennon Wall Paper Co. 


WALLSEALERS AND 
PRIMERS 
National Lead Co. 


WHITE LEAD 
National Lead Co. 


WINDOW FRAMES—Metal 
Clay Equipment Corp. 
WINDOWS—Combination 
Storm Sash and Screen 
Marquart Frame & Sash Co. 


WINDOWS— Insulated 


Curtis Companies Service 
Bureau 


American Lumber & Treat- 
ing Co. 

Colfax Lumber & Creosoting 
Co 


Crosby Lbr. & Mfg. Co. 
Crossett-Western Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Hill-Behan Lbr. Co. 
Nebraska Bridge Sup. & Lbr. 


Co. 
Southern Pine Lumber Co. 


WOOD PRESERVATIVES 
Parker & Sons Co., Ira 


RK PLUGS 
ene Tire & Rubber Co. 


TEAM FEEDS 
Scan Steam Feed Works 


TIRES 
Firestone Tire & Rubber Co. 


TRACTORS 
Allis-Chalmers Mfg. Co. 
VENEES DRYING 
MACHIN 


RY 
Moore Oe Kiln Co. 


WAGONS—Log 

Lindsey Wagon Co. 

Love Wagon Co. 
WELDING WIRE, WIRE 
ROPE, FITTINGS AND 
SLINGS 

American Steel & Wire Co. 
WIRE BRONZE 
American Brass Co. 





tail movement 


destinations, but 


for 2x12-inch. No. 1 dimension average 
seemed about $21 for 2x4- and 2x8-inch, $20 
for 2x6-inch, $25 for 2x10-inch and $27 for 
2x12-inch. Long joist are at January price. 
Special cutting, 2x14- and 2x16-inch, plentiful. 


HARDWOOD FLOORING—Oak flooring has 
recovered some of its strength. For No. 2 
red and white, 1x3-inch, most mills get $27, 
and for No. 1, $45, with demand for these 
strong; $57 for select, and $62 for clear. 
Southern beech and maple flooring are in de- 
mand for school construction, and running 
close second to tupelo gum. 


Jacksonville, Fla. 


SOUTHEAST TRADE—The lumber indus- 
try continues to be adversely affected by 
weather conditions in the more northerly 
States. European buying is hand to mouth 
because of financial difficulties. A consider- 
able volume of South American business is 
being handled through Gulf ports, but politi- 
eal disturbances are a hindrance. Trade to 
the Islands is seasonally dull. 


CYPRESS—Bad weather continued to cur- 


to many 
shipments to southern points continue brisk. 
Mills are said to be running at capacity at 
niost points. 


SOUTHERN PINE—Substantial forward- 
ings are now being made to points where 
traffic conditions permit. 


HARDWOOD production has been at low 
ebb, though considerable improvement has 
been shown in the Southeast States in the 
last few days. Inquiries have been very 
good. 
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ROBERT POLSON, 70, pioneer Grays Har- direct control of Robert Polson, as manager, 
bor lumberman and widely known Pacific the company extended its business to include 
Northwest civic and philanthropic leader, sawmill operations, opening the Polson Lum- 
died at the home of his sister in Aberdeen, ber & Shingle Co., formerly the Eureka mill. 


Wash., Feb. 18, following a brief illness. His Mr. Polson also was president of the Ho- 
death was attributed to a heart attack. Mr. quiam Timber Co. Two years ago, the Pol- 
Polson was born in Upper Onslow, Nova Sco- son interests took over the old North West 
tia, in 1866. He had been a resident of the mill in Hoquiam, rebuilt it extensively and 
Grays Harbor district of Washington almost have since operated it. The Polson company 
continuously since he was 20 years old. For extended railway lines far into the Olympic 
virtually the entire period of his residence on peninsula. Mr. Polson was a member of the 
Grays Harbor _he was associated with his Hoquiam Elks lodge and of the Hoquiam 
brother, Alex Polson, in logging and lumber- Eagles aerie. Mr. Polson was widely known 
ing enterprises. They organized the Polson for his philanthropies and for his friendly 
Logging Co., of which Robert Polson was still dealings with his employees. His public 


the active president at the time of his death. spirit had resulted in many gifts to the city 
In the early 1880’s the two brothers. using of Hoquiam and to other Grays Harbor in- 
bull teams to skid logs, began their opera- stitutions. The city of Hoquiam went into 
tions, which in later years were to reach official mourning when he died, and flags 
gigantic proportions. They were active in throughout the city were flown at half mast 
developing present modern logging methods until after his funeral. He is survived by 


and their operations today are considered his sister, his brother, and by seven nephews 
among the largest in the world. Under the and three nieces. 


The Building Estimator’s 
a Reference Book 


BUTLDING Contains complete estimating and cost 
ree data on all classes of construction work 
80K that will enable you to estimate new 
work, remodeling or repair jobs quickly, 


easily and accurately. 








The Building Estimator’s Reference 
Book will enable you to estimate labor 
and material quantities as accurately 
as is humanly possible, showing you 
just how all classes of work should be 


1,500 pages, 4¥x6¥_ inches, figured from plans. 
Flexible Binding 


New Methods and New Tools 
Cut Costs 


Many new methods of handling con- 
tracting work are described that in- 
creases daily output. New labor- 
saving tools help cut labor costs. 
They actually tell just how much of 
a saving can be made over present 
methods. Use these books for 5 days 
on contracting work. If they don't 
more than prove their worth, return 








FREE! The New 


Vest Pocket 
ESTIMATOR 


The most popular little book 
contractors have ever used. 
Between its flexible covers 
you'll find 220 pages cram- 
full of up-to-the-minute es- 
timating and cost data that 
you can use to big advantage 
in your business every day. 
Always in your pocket when 
you want it—on the job or 





h d h h ‘ll b oat > the office. We'll send The 

rice wi e “2x5 In. ew Vest-Pocket Estimator 
them and the aw Flexibly FREE with The Building 
refunded at once. Bound = —=—_Estimator’s Reference Book. 











$10.00 POSTPAID—Money back if not satisfied. 
Send your Order to 


American fiumberman 


431 South Dearborn Street CHICAGO, ILL. 

















February 29, 1936 


A. L. DAVENPORT, 71, operator of a lum- 
ber agency in Sumner, Wash., and for more 
than a quarter of a century a prominent fig- 
ure in the lumber industry on Grays Harbor, 
died at his home in Tacoma, Wash., Feb. 14. 
He had worked at his lumber agency only 
the day before he was stricken. After en- 
gaging in mining, brokerage and banking op- 
erations in eastern Washington and Canada, 
he moved to Aberdeen, Wash., in 1904. With 
his brothers-in-law, Robert Ewart and A. I. 
Paine, he operated a logging show on Grays 
Harbor for several years. Later he assumed 
management of the City Retail Lumber Co., 
and the Pacific Lumber Agency in Aberdeen, 
and also operated the Oriental mill at Copalis, 
Wash., which was destroyed by fire in 1930. 
He moved to Sumner about five years ago. 
He is survived by his widow, a daughter, a 
son, two grandchildren, three sisters, and a 
brother. 


CHARLES C. BOWERMAN. 58, owner of 
the Bowerman Lumber Co. (Ltd.), Glendale, 
Calif., and formerly with Morrison-Merrill & 
Co., large lumber firm of Salt Lake City, 
Utah. and widely known in lumber circles 
of Utah and Idaho, died Feb. 19 in Phoenix, 

riz. Mr. Bowerman and his wife were en- 
route to Florida for a vacation, when de- 
ceased passed away in his sleep in Phoenix. 
Mr. Bowerman was born in Michigan, going 
West as a young man, and settling in 
Idaho, where he and his brother acquired 
extensive lumber and banking interests in 
and around St. Anthony. About 1910 they 
went to Salt Lake City. After some time 
with Morrison-Merrill & Co., he accompanied 
his brother to Pocatello, Ida., where they es- 
tablished a lumber company. A widow and 
daughter survive. 


H. E. ELLINGTON, 82, pioneer Wisconsin 
lumberman, died at his home in Stanley, 
Wis., Feb. 18. He began his life’s work with 
lumber in 1884, when he became associated 
with the Northwestern Lumber Co.. Stanley. 
In 1904, he became manager of the R. Pennor 
Lumber Co. at Stratford, and five vears later 
assumed a similar post for the Rust-Owen 
Lumber Co., Drummond. He remained in this 
last position for twenty-one years, when he 
retired to Stanley. His widow, six children, 
twenty-one grandchildren, and three great- 
grandchildren are left. 


HUGH McLEAN, 75, for many years in the 
wholesale lumber business at North Tona- 
wanda, N. Y.. died Feb. 15. He was first 
identified with the lumber industry at De- 
troit, later going to Bay Citv. Mich., and 
then to Rhinelander, Wis. In 1897, he located 
in North Tonawanda, N. Y., and was presi- 
dent of McLean Bros. until 1915, when the 
company was dissolved. He was the oldest 
member of the Order of Hoo-Hoo in New 
York State. His widow, a son, one daughter 
and two sisters are left. 


FRANK J. WOMACK. 64, State manager 
Foster Lumber Co., which has extensive hold- 
ings in East Texas, and vice president and 
manager of Trinity River Lumber Co., Hous- 
ton, died Feb. 15 at his home in Houston. He 
had been in the lumber business nearly thirty 
years. becoming manager of both the Trinitv 
and Foster concerns in 1907. Mr. Womack 
organized and for a time was president of 
the old Houston Lumbermen’s Club. Surviv- 
ing are his widow, two sons, two brothers, 
a sister and a grandson. 


JOHN H. CARROLL, 55, assistant general 
sales manager J. J. Newman Lumber Co. and 
the Homochitto Lumber Co., both in Brook- 
haven, Miss., died Feb. 8 in his home a short 
time after leaving his office. Mr. Carroll 
started his career as a stenographer for the 
Newman firm, Hattiesburg, Miss., and a few 
vears later, when the Major-Sowers Lumber 
Co. was organized. he became sales manager 
of it. He remained in the position until 1928, 
and the following year took his last post. 
He leaves his widow, and a son. 


FRANK A. RICHARDSON, connected for 
most of his life with the lumber industry of 
Alpena, Mich., died Feb. 17 at Detroit, where 
he and his wife had lived for the past few 
years. After acquiring a thorough knowl- 
edge of the lumber business, he became in- 
terested in the Michigan Veneer Co., and was 
secretary of the concern until it discontinued. 
He was then associated with the Richardson 
Lumber Co. Surviving are his widow, two 
sons, a brother, and two grandchildren. 


W. J. HARGIS, 56, prominent lumberman of 
Cleveland, Tenn., died Feb. 3 at his brother’s 
home in Umatilla, Fla., where he was re- 
cuperating from a long illness. Mr. Hargis 
was president of the lumber company bear- 
ing his name in Cleveland and other towns, 
and also head of the Cleveland Lumber & 
Manufacturing Co. His widow, two _ sons, 
three daughters, two sisters and four broth- 
ers survive. The two sons were associated 
with their father in the lumber business. 


J. HENRY DOPPES, 79, president J. B. 
Doppes’ Sons Lumber Co., Cincinnati, Ohio, 
for the last forty years and associated with 
the firm since it was started by his father 
sixty-seven years ago, died in his home Feb. 
14 He was a charter member Cincinnati 
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